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7 ...with BRODIE 
REMOTE COUNTER 


METERING SYSTEM 


. 

w= | 
New modern Sun Oil Company terminal at Toledo, Ohio, 
employs 20 Brodie Remote Counter Systems with Brodimatic 
Printing Counters in central dispatcher's office (above), 
directly connected to 20 Brodie Meters with large numeral 


easy to read Brodimatic Counters on loading rac ks (right) 


Brodie Remote Counter Systems provide the latest, most efficient 
method of controlling loading operations and accounting records 
from within a central dispatcher’s office. Tickets are printed on 


remote direct reading printing counters protected from outside @ Centralized recording and accounting 


weather conditions, providing ease and efficiency in record han , —— 
| © @ Optional built-in control of shutoff 


dling. Costly errors and delays are avoided. Inside counter pro 
: valves, pumps, etc. 


vides positive, unerring duplication of outside meter reading 
When considering a modern system for metering, recording, and @ Compact explosion-proof transmitter 


“in-the-office’ remote control of truck loading operations, in mounted on meter housing 
vestigate Brodie BiRotor Meters and Remote Counter Ticket @ Remote counter fully synchronized at 
Printing Systems all speeds 


ALL-STEEL 


DIE Bike” METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, WN. Y. DALLAS 2, TEXAS CHICAGO OFFICE: SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 Se. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, til. 271 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES WITH STOCKS AND SERVICE FACILITIES IN ALL PRINCIPAL CITIES 





SERVICE REELS 


It’s the go-ahead answer for greater 
lube profits... the sensational new 
AROLUBE Hose Reels! Smart new 
eye-appeal in multiple reel service... 
gleaming durable two tone white and 
Aro Grey enamel with chrome finish 

.. your choice of reels for chassis, 
gear, motor oil, air, water, automatic 
transmission . . . easily installed in 
any combination of units. Years-ahead 
features and performance take the ef- 
fort out of lube service... save time and 


labor. . famous ARO dependability. 


THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIO 
Aro Equipment of California, Los Angeles, Calif 
Aro Equipment of Conada, Ltd. Toronto 15, Onta 
Offices in All Principal Cities 
® 
LUBE EQUIPMENT 
ALSO ..AIR TOOLS... AIRCRAFT 


PRODUCTS .. . GREASE FITTINGS 
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It’s compact, sturdy, light, automatic! Immediate shock < 5 
» * 


less closure when gasoline or liquids cover tip of tube 
Easy finger pull opening. Wide flow range with mini 
mum turbulence and swirl. Fast, accurately controlled __ 
delivery at all times 


No overflow, no waste, no hazard. Weight, 5 lbs 


FLOW RANGE: standard poppet from 17 GPM min 
to 60 GPM. max, Special hi-speed poppet from 30 GPM 
min, to 70 GPM max 


Automatic shut-off action never fails. Absolutely no 
overflow at top discharge. Permanently packed. Never 
leaks. No parts to oil or adjust. 


Severest tests prove this nozzle has greater durability, 
longer life and an amazing constant flow range control. 
Shut off,operates at a trickling 2/4, GPM to 12 GPM 
high capacity. Fits any meter pump. Weight, 3 lbs. 


Specify No. 1811 .. . make filling time customer attention time. 


Underwriters’ Laboratories Listed 


OPW CORPORATION 


2735 Colerain Ave. 


Bulletin F-9-N provides a comprehensive Cincinnati 25, Ohic 


picture of OPW's complete line of Liquids 
Dispensing Nozzles. Free on your request. 


NATIONAL PETROLEUM News « June, 1955 





Vol. 47, No. 6 JUNE, 1955 


National 
Petroleum News 


THE GREEN SECTION 


Established in 1909 


THIS ISSUE’S HIGHLIGHTS . . 


Oil m arketert 
have big stake in 
nation’s business 
boom p. 46 


@ Gas turbine car 
makes its debut 
at stations in De 
trout p 


we 


Kerr-McGee buys 
Deep Rock mar 
keting facilities 
and name p. 57 


Ground - level 
warehouse cuts 
costs for Texas 
oil marketer 

p 100 


Arizona jobber 
makes advertising 
splash pay at sta 
tions p 106 


Drivers on com 
mission plan 


build markete! 


page 9 
W 
12 


INDUSTRY 


Ahead of the News 
Petroleum Indicators 
Supply and Demand 


NEWS 


46 U.S. Expansion Spells Good Times Ahead for Oil Marketers 
52 Here Is the NOJC Cost Survey 

53 Gas Turbine Makes Its Station Debut 

54 Sunray Mid-Continent Market Push 

57 Kerr-McGee Becomes Midwest Marketer 

60 Brief but Significant 

65 Jobbers March on Capitol in Imports Fight 


MANAGEMENT 


75 Jobber Cuts Back and Profits 
81 How Market Research Will Build Profits 


ASSOCIATIONS 


86 Jobbers Eye Supreme Court Ruling 


BULK PLANTS AND TERMINALS 


100 How Ground-Level Warehouse Cuts Costs for Expanding Jobber 


STATIONS 


106 How Advertising Splash Pulls Them In 


TRANSPORTATION 


113 How Commission Driver Plan Pays 


TIRES-BATTERIES-ACCESSORIES 


135 How Dealer Training Can Hike TBA Sales 
141 Tubeless Tires: Rich Opportunity for TBA 


FUEL O11 


155 What OHI Has in Its Sights for 1955 
159 How Oil-Heat Men Can Work With Builders 
160 How Marketer Makes New-Home Heating Pay 


EQUIPMENT 
164 How Socony Simplified Its Packaging 


OIL MARKETS AND PRICES 


180 Oil Market Review 

182 Prices at Refineries and Terminals 
188 Prices by Tank Wagon 

191 Crude Oil Prices 


DEPARTMENTS 


5 Publisher's Page 194 Statistics 


45 Editorially Speaking 
104 What They're Saying 
122 Regions 

179 Money-Making Ideas 


volume p. Il 


196 About Oil People 
205 Classified Advertising 
206 Coming Meetings 
208 Advertisers’ Index 





NATIONAL PETROLEUM News is published monthi with «a sdditional 


Inc James H McCiraw (1860-1948 f rake bxecutive Editorial 


any , 

B30 W. 42nd St., New York 46, N. Y. Publication Office, 1309 Noble 
Paul Montgomery, Executive Vice President; Joseph A. Gerard V 
Nelson Bond, Executive Vice President, Publicatior Divisior 
H. Allen, Vice President and Director of Advertising; J. E. Bi 
tions: Address correspondence to NATIONAL PeTROLEUM News-——-Sut 
Current singk opies (except mid-May statistical and reference 


$5 for one year, $8 for tw year $10 for three 
Western Hemisphere ountries and the Philippines 
or 


untries, $15 f me year, $25 for twe ear 
* 


osition ! ed s second class matter November 10, 1954 the Pr 
ri Ss 


at 
March 4 Printed in ( A. Copyright 1955 by Metiraw-Hil 


June, 1955 © NATIONAL PETROLEUM NEWS 


Raiph B. Se 


(Canada 
$10 for 
$40 for three 





WHR Bak Wa Wi Daw teoTibgtuirn 
| Natjemals ft ice i Sg 
Nw a > seal 


ser 


wt eve 
Vein a ie A 
rey ww » le 
Reicree Jackn Wetneks 
Sireya rns £6 &~1 
& iplo-s favorites 
He Ww aeth, reer gener 
che Wh Ton Rot 
mane Hh Bt, ef 


For! 


ors Blast Ca 
i to 3253 





In Racing Competition— 


Mobiloil protection pays off! In 1954 
alone — Bill Vukovich broke the Indian- 
apolis Speedway record with a 130.84 
mph average Stan Sayres set a 
record in winning the Gold Cup with 
his famous hydroplane Slo-Mo-Shun V. 
And in the air—Joe DeBona whisked 
across country in 4 hours and 24 min- 
utes in an F-51 Mustang. These record 
breakers all used Mobiloil! 
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Mobiloil Special outsells any other 

year-’round oil, by far. That’s be- 

cause motorists are fast discovering 

new Mobiloil Special makes a differ- ly 
ence you can feel at the wheel. Quick ie feo tin 
starts . . . faster acceleration .. . tonteht 
smoother, more powerful running apasana 
engine. And this year-’round oil 

boosts gas mileage, too! 
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NEWS 


| Publisher's Page 


HIS year, NPN won another one 


excellence 


a plaque tor editorial 


Every year, an editorial contest is conducted by /ndustrial 
Varketing tor business and industrial papers. Every year sinc 
NPN began entering five years ago, we have won an award 

NPN received the top award for the best single issue pub 
lished during 1954. It was 
our Service Station Issue of 
last June 30. That issue was 
the result of careful planning 
and execution. Planning be 
gan nearly a year before 
publication. Oil companies 
throughout the country were 
canvassed to determine what 
problems in the service sta 
tion field were troubling them 

By February it became ap 
parent that the main problem 
was manpower and all its 
aspects. So that became the 
theme. The problem was broken into specific categories, and 
information about each was drawn from our news offices 

In developing the information, we were able to obtain a lot 
of material that had not been released before. By assembling 
this information, we were able to perform a service for the 
industry 

As it turned out, this was the first time that these aspects 
of the over-all manpower problem had been dealt with so 
comprehensively. It was timely, too, in that oil marketer 
themselves had cited the problem as the most prominent one 

Industrial Marketing is a well-established, highly-respected 
magazine that covers industrial advertising and industrial 
services. Its annual editorial contest is generally accepted in 
the business paper field as a test of editorial excellence. And 
its awards are coveted 

NPN was in fast company, competing with 475 other entries 
for that top prize. So, we're real proud of this latest achieve 
ment and happy to add this plaque to the imposing collection 
in our 25th floor reception room 

Marvin Reid, our Southwest editor, turned in a brief report 
on recent Texas reaction to the monthly NPN. Marvin writ 
‘A thing that interested me a lot was the way these fellow 
describe NPN as ‘a very slick magazine now.’ That remark 
was made to me several times. When I asked what they meant 
by ‘slick,’ most would say, ‘It’s easier to read,’ ‘Your article: 
have so much more in them,’ or ‘It’s easier to tell from pictures 
and headlines now just what an article is about.’ As far as the 
people I’ve talked to are concerned, the editors are laying the 
book out just like the readers want it 


HARRY Wappe.t, Publisher 























AN OUTSTANDING LINE OF 
EQUIPMENT FOR 
THE PETROLEUM INDUSTRY 


In service stations, in homes and factories, in bulk plants, refineries, 
and tank farms . . . wherever petroleum products are stored, mark- 
eted or used —Gilbarco equipment is there doing a job. Field tested 
and proved all over the world, Gilbarco products backed by 90 
years of manufacturing experience are first in quality . . . first in 


dependability . . . first in value. 








The world’s most widely used Gasoline Pumps Service Station Lifts Alt Meters and Lubrication Equipment 27 types of Air Compressors 


ilo 


Gilbert & Barker Mfg. Co 
West Springfield, Moss. 
Toronto, Canada 


Oil Burners for Home and Industry Centrifugal! Pumps for Tank Farms & Refineries —Oil-fired Furnaces and Boilers 
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Every drum that is filled at Skelly plants 
contains a product that represents over 
35 years of ‘know how’’. And when it is 
capped with Tri-Sure Closures, it is 
ready to carry a Skelly Oil—and the 
Skelly reputation— with perfect security. 


Skelly Oil Company specifies ‘Tri-Sure 
Closures’ for its entire line of oils and 
lubricants—including Skelly Supreme, 
the premium motor oil. The result is 
that every Skelly shipment is safe- 
guarded from leakage, contamination 
and losses—and every Skelly customer 
knows that full drums are delivering 
full quality. 


Let Tri-Sure Closures render their three- 
fold service for you—as protectors of 
your products . . . your prestige 

your customers. When you order drums, 


always specify ‘“Tri-Sure Closures.”’ 
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Chassis Lube Decline—Chassis lubrication may not be 
important to the service station operator much longer. 
Lincoln and Mercury, with their push-button lube system, 
leave little or nothing to be done on the hoist. Grease fit- 
tings on the average passenger car have decreased 25% in 
five years, an NPN survey shows—from 31 in 1950 to 26 
in 1955. Some makes have dropped as many as 15 fittings 
in that period. 


Smaller Car Wheels—A major marketer's TBA man- 
ager is predicting for next year the first departure from 
15-in. passenger car wheels since the size became standard 
in 1948. He expects 13-in. or 14-in. wheels on some makes, 
using 9:00-13 or 8:00-14 tires. 


Home Heat and Premiums—The premium trend may 
move into the heating oil field. A premium company rep- 
resentative found several attentive ears when he outlined 
a heating oil premium program before the distribution 
division of the Oil-Heat Institute convention last month in 
Chicago. 


Spares Get the Air—With flats getting rarer, there is 
talk about dropping the spare tire from new cars. Motorists 
have grown used to a spare’s extra protection, so this 
would mean a potential 20% gain in the replacement tire 
market. 


Variety in Vending—A maker of soft-drink vending 
machines reports a trend to vendors that dispense a mini- 
mum of eight flavors in paper cups. This could satisfy more 
customers and save considerable space for a service station 
operator. 


LPG Goes All Out—Liquefied petroleum gas is mounting 
a powerful promotional campaign for its drive to snatch 
customers from heating oil and other competitors. Armed 
with results of an intensive survey, McCann-Erickson ad- 
vertising agency has laid out a national ad program em- 
phasizing “cleaner home heating” and asserting that “The 
quick, clean and automatic heating that LP-gas provides 
are qualities that the consumer wants and appreciates.” 
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Profit in Power Steering—A good market is building 
for power steering service. Ward's Automotive Reports says 
24% of cars produced so far this year have featured the 
extra. General Motors equipped 62% of its total first- 
quarter output with power steering. 


Aluminum Tank Okay—A survey nearing completion 
now will show almost unanimous state acceptance of alu- 
minum truck tanks for oil transport. National Tank Truck 
Carriers, Inc., conducting the study, says preliminary re- 
turns indicate 42 of 46 states approve the tanks. Two of 
the four “no” states are said to be planning favorable 
revisions of their codes. 


New V-8 Truck?—International Harvester might have a 
V-8-powered truck on the market by next year. A small 
number of experimental units now are undergoing tests. 


Buses Battle Smoke—Surface Transportation Co., one 
of metropolitan New York’s largest transit bus operators, 
is running tests on a new diesel fuel mixture to reduce 
exhaust smoke. Kerosine content of the fuel used in test 
vehicles has been upped from 40% to 60%—at an extra 
cost of 0.5¢ gal. 


‘Bad News’ Sells TBA—Some oil marketers are turning 
the threat future engine developments pose to gasoline and 
oil sales to their advantage—by using them to build TBA 
sales. A Louisiana consignee has had good luck in urging 
his dealers to push TBA sales to offset possible oil product 
revenue losses. His dealers sold more TBA in March than 
in any previous 30-day period. 


Oil Heat Potential—New York State heating oi! mar- 
keters have a chance at a whopping market in the next few 
years. One million homes will be built in the state by 1960 
and 1.7 million homes still are heated with coal. 


For More Ahead of the News 
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More Sohio Chemicals—Sohio Chemical Corp. won't 
stop with production of ammonia fertilizers. Research and 
development men are working now on new products (am- 
monia-derived for the present) that the Standard Oil Co. 
(Ohio) subsidiary can manufacturer in its new plant now 
under construction at Lima. 


Suspension and Service—Packard’s popular torsion-bar 
suspension is contributing to the changing service picture 
at stations. About 50% of all new Packards include the 
optional feature, which has no springs. This means fewer 
lubrication points. 


GM Heat Regenerator—General Motors has developed 
a heat regenerator for its automotive gas turbine. Reports 
indicate it is similar to the Chrysler and Ford units. 


Don’t Drop Burner Service!—Heating oil distributors 
should maintain burner service programs as part of a well- 
rounded oil heat promotion, says an East Coast major 
marketer spokesman, Distributors who drop service make 
it tough for a customer to buy the complete oil heat pack- 
age, he says. 


New Lights Coming—Improved sealed beam automobile 
headlights, developed co-operatively by the automotive and 
lighting industries, will come as original equipment on new 
cars after July 4, automotive sources report. Use of the new 
lights, which throw a longer, brighter beam, is expected to 
be legal in all but two states by next month. The exceptions 
are Idaho, where a bill making them legal becomes effective 
Jan. 1, 1956, and Georgia, where legislation will be intro- 
duced at the next session of the legislature. 


More Competition Ahead—Electricity may soon be- 
come a more vigorous competitor of fuel oil in certain 
areas. The reason: Local electric utility companies are hav- 
ing to expand their systems to meet the big upsurge in home 
air-conditioning requirements. Since this is a seasonal de- 
mand, the companies may reduce electric rates for hot 
water and space heating to induce customers to use more 
electricity the year around. 


New Heavy-Duty Oi1?—Oi] men may give the cold 
shoulder to heavy-duty vehicle manufacturers who want 
another grade of engine oil. Tentative specifications show 
this would mean a new motor oil series. Viewpoint of the 
oil industry is that the problem is one of engine design, 
which oil compounders shouldn't be asked to solve. 
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New Markets for Oil Men?—Heating oil distributors in 
some eastern rural areas are looking over the possibility of 
fitting LP-gas into their operations, particularly the home 
cooking stove and tractor fuel markets. These oil men, 
however, see no great demand for LP-gas in the home heat- 
ing field, although this market is being boosted by LP-gas 
people. 


Liquefied Gas Threat—Formation of a new multi- 
million-dollar marketing combine intensifies the threat of 
liquefied natural gas as competition for oil. The combine, 
which includes oil interests, will negotiate gas concessions, 
transport liquefied gas in insulated vessels and sell it at 
competitive prices in domestic and foreign markets. The 
gas could be used as industrial fuel or vaporized into exist- 
ing natural gas systems. 


U. S. Road Guide—Simon and Schuster will publish a 
U. S. road atlas this fall using the same four-color litho- 
graph maps that H. M. Gousha Co. of San Jose, Calif., 
prepares for distribution through oil companies. Price will 
be about $2. 


Texans Back Tax Probe—Texas oil marketers and pro- 
ducers, convinced they are paying more than their share 
of taxes, are pushing a study of the state’s tax structure. 
Texas Independent Producers and Royalty Owners Assn. 
is willing to help finance the survey, which would determine 
how various industries are taxed and what the receipts are 
used for. Gasoline marketers object to diversion of half or 
more of total gasoline tax funds to non-road use. 


Showing the Doubters—An Eastern marketer’s dealers 
will get an extra “salesman” to help them sell oil changes. 
They will be equipped with paperboard duplicates of a visual- 
aid sales talk designed to convince reluctant customers. 


Records on Film—A Connecticut heating oil distributor 
is studying the possibility of microfilming his oil account 
records to gain additional office space. _ 


Robot Refineries—A scientist says refineries will be the 
first fully automatic factories—and radioactive materials 
will play a major role in them. Dr. D. E. Hull, senior 
research chemist with California Research Corp., says these 
materials now are in refinery use for measuring: (1) carbon- 
hydrogen ratios, (2) mixing in surge tanks and crude stills, 
(3) tar entrainment and (4) flow rate and location of up 
to a dozen products being shipped through a pipe line 
simultaneously. 
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May* 
MONTHLY PETROLEUM STATISTICS 1955 
Primary stocks (Last Day) 

Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 

Kerosine (thous, bbl.) 

Residual fael oil (thous. bbl.) 

Crude oil—B. of M. (thous. bbl.) 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 


171,134 
72,710 
22,951 
44,161 

276,314 


7,046 
617 
84.5 


Refinery Output 
Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) . 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 


3,458 

296 
1,452 
1,072 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 
*Through May 13, except crude stocks—May 7. 
Source of Data: API Weekly Reports, except 1954, Bureau of Mines 


6,684 
660 


MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bbl.) 

Exports of crude and refined products (thous. bbl.) 

Average station gasoline price, ex tax (¢ per gal.) 
**Gasoline consumption (million gal.) 

Service station permits (number) 

Passenger cars—domestic shipments (thous.) 

Trucks and buses—domestic shipments (thous.) 

Automotive replacement tire shipments (thous.) 

Replacement battery shipments (thous.) 

Oil burner shipments (thous.) 


Latest Month 


42,661 (Mar.) 
38,599 (Feb.) 
21.57 (May) 
3,710 (Feb.) 
914 (Sept.) 
766 (Mar.) 
&6 (Mar.) 
4,926 (Mar.) 
1,642 (Feb.) 
58 (Feb.) 


NPN PRICE AVERAGES* 


Refinery /Terminal 
(¢ per gal.) 


May** 
1955 
11.30 
10.52 
9.19 
4.30 


Gasoline 
Kerosine 
Distillate 
Residual 
4 principal 

products 8.84 
Lube oil 16.83 
Crude at 

well ($ 

per bbl.) 2.82 


April 
1955 
11.25 
10.63 
9.23 
4.26 


May 
1954 
11.69 
10.36 
8.96 
3.86 


8.82 
16.83 


8.87 
16 93 


2.82 2.82 


*Weighted average price, prin- 
cipal markets. **Through May 


13. 


“Age 


5 WRRAe 


Apr. 
1955 


176,399 
68,052 
21,181 
43,804 

274,976 


7,097 
679 
84.1 


3,411 

316 
1,533 
1,143 


6,822 
706 


Previous Month 


45,315 
41,794 
21.42 
3,894 
831 
649 

55 
4,281 
1,478 
57 


May 
1954 


177,606 
73,581 
23,892 
47,009 

282,250 


7,038 
649 
86.1 


3,377 

302 
1,372 
1,148 


6,471 
708 


Year Ago 


42,104 
31,629 
21.37 
3,587 
+* 
510 

R45 
4,350 
1,422 
44 


**On new basis, including urban and rural, unincorporated as well as incorporated places. 1953 data on new basis not 


available. 


June, 1955 * NATIONAL PETROLEUM NEWS 





— supply and demand 


Forecasters See Hike in Gasoline Demand 


ATEST predictions peg gasoline 
demand at about 3,800,000 b/d 
average for the second and third quar- 
ters of 1955, but early May inventories 
indicate that this may be low. 

Gasoline stocks in refiners’ tanks 
during the second week of May were 
4.5 million bbl. below the amount in 
storage a year ago. This reflects a 
larger-than-expected seasonal gasoline 
demand, 

Total stocks in most refining dis- 
tricts are still adequate, when placed 
alongside the high current rate of 
gasoline production. Any great in- 
crease in the volume of crude runs to 
stills in the coming weeks, with the 
consequent gain in refinery output, 
might bring gasoline inventories to ex- 
cessive levels by early fall. 

While the indicated runs to stills 
during the first two weeks of May, 
were less than 2% over those of the 
same period in 1954, they were 4.4% 
larger for the year. 

U. S. gasoline inventories at the 
start of 1955 were about the same 
level as at the start of 1954. By April 
1 they were about 5,600,000 bbl. 
larger than April 1, 1954. Reduced 
crude runs in April and the early 
weeks of May, brought U. S. stocks 
May 13 to 171,134,000 bbl., about 
4.5 million bbl. under the figure for 
May 14, 1954. (API data.) 

The target for adequate gasoline in- 
ventories the end of the second quar- 
ter, announced by the Independent 
Petroleum Assn., is 166,000,000 bbl., 
for the third quarter 149,000,000 bbl., 
while a total of 157,000,000 bbl. at the 
end of the year is estimated to be in 
line with projected refinery operations. 

These targets are about the same as 
last year’s actual totals. 

Compared with a year ago, gasoline 
inventories the second week of May 


CHARTED COURSE OF GASOLINE STOCKS FOR 1955 
i i 








if if if | 
REFINERS’ TARGETS 

FOR ADEQUATE 

GASOLINE STOCKS | 
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were about the same as last year in 
the East Coast refining district. They 
were 4.8% larger in the Gulf Coast 
district. The increase in the combined 
coastal districts was 2.5%. 

Gasoline stocks in the Ind.-IIl.-Ky. 
district were down 7.4%, and the larg- 
est decrease was in the Okla.-Kan.-Mo. 
district, where they were 12.3% under 
a year ago. The inland districts showed 
a reduction in stocks, in this period, of 
about 7.3%, while they were down 
about 1% in the California district. 

For the U. S., stocks were down 
2.6% under the same period a year 
ago. (See table.) 

The IPAA has revised upward its 
estimate of gasoline demand for the 
period April 1-Sept. 30. Domestic de- 
mand is placed at 3,708,000 b/d for 
this period, and domestic and export 
demand at 3,793,000 b/d. This latter 
is 4.1% larger than the actual total 
gasoline demand of 3,463,000 b/d 
during the same 6-month period in 
1954. Early May figures would tend to 
indicate these forecasts may again 
have to be revised upward. Motor fuel 
demand is growing faster than the 
anticipated seasonal increase. 


Gasoline Stocks, Principal Refinery Districts 


May 13, 1955—May 14, 1954 
(000 bbi., API data) 


May 13 

1955 

Refinery Districts 
East Coast 
Gulf Coast 
Total Coastal 
Ind,-Ill.-Ky. 

Okla.-Kan.-Mo. 

Other Inland 

Total Inland 

Total East of California 149,172 

California 21,962 

Total 171,134 


36,781 
33,804 
70,585 
36,253 
16,681 
25,653 
78,587 


12 


May 14 
1954 


?) 
= 
52 
o 


36,545 
32,264 
68,809 
39,138 
19,011 
26,604 
84,753 

153,562 
22,188 

175,750 


+> 
na 
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DISTILLATE 


The new IPAA estimates of demand 
for middle distillates (distillate fuels 
and kerosine) for the second and third 
quarters, reflect the building boom 
now going on over the country, which 
means more buildings to heat with oil 
next winter. It also reflects the gen- 
erally improved industrial activity. 

Total domestic and export demand 
for middle distillates in this off season 
period is placed at 1,317,000 b/d. 
This is a gain of almost 4.4% over 
actual demand during the same 6 
months in 1954. 

For the coming heating season, Oct. 
1, 1955-Mar. 31, 1956, the IPAA esti- 
mates total middle distillate demand at 
2,650,000 b/d. This is 4.7% larger 
than the actual demand in the 1954-55 
period. Demand for distillates alone, 
in this period, is estimated at 2,170,- 
000 b/d, 5.2% greater than actual de- 
mand in the period Oct. 1, 1954-Mar. 
31, 1955. 


RESIDUAL 


Residual fuel demand for the sec- 
ond and third quarters is now esti- 
mated by IPAA at 1,393,000 b/d, a 
4.5% gain over the same 6 months in 
1954. However, demand for this period 
in the heating oil season Oct. 1, 1955- 
Mar. 31, 1956, is estimated at 1,755,- 
000 b/d, which is only 1.4% above 
actual demand in the last heating 
season. 

Residual fuel oil sales picked up 
strongly in the last months of 1954 
and the early part of 1955, ahead of 
rise in demand for other products. 

For the four months of 1955, pre- 
liminary figures indicate there was a 
4.8% increase in residual demand 
over the same period in 1954, * 
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FOR SERVICE STATIONS 
features 2 METHODS aad 8 PLANS 


One product—2 tanks 1 Turbine and Syphon One product—2 tanks 1 Short Suction Pump 


ERIE Submerged ERIE Short Suction 
Turbine Method... and Push Method 


S Ny 
" s () 


Erie, 10 years ago, introduced remote 
“push-pumping” of gasoline in the 
service station field. This experience, 
gained in hundreds of Erie ‘‘Push- 
Pumping” stations, has developed two 
proven methods —the Erie Submerged 
Turbine and the Erie Short Suction 
Systems. They eliminate the problems 
presented by long distant pumping, 
One product — 1 tank — 1 Turbine. higher octane rating, hot weather and One product — | tank ~ | Short Suction 
high altitude. 


Erie's flexibility is indicated by eight 


Pump. 


basic plans including Erie Dehydrators 
as optional equipment. The addition 
of a Dehydrator gives your station a 
merchandising plus. It is evidence that 


you deliver a clean, water-free fuel. 


Let Erie engineers present a sug- 
— t estimat 
gested layout and equipment estimate One product 1 tank — 2 Short Suction 


> produc t } 2 > Ds . . £ 
One pre ict ] Ink 2 Turk ines without obligation. Pumps 


One product — 2 tanks —- 2 Turbines One product — 2 tanks - 2 Short Suction 
connected Pumps Connected 
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PAPDLOS IST GOON 50.09, 


..is PUROLATOR 


Summer -Time is money- time! 
That’s the situation . . . short and sweet! 


Dealers—who are on their toes (And who isn’t 
these days?)—can cash in big simply by using 
Purolator’s powerful summer Display Package and 
TALKING IT Up. Here are 3 special reasons why! 





1. MORE MILES! This summer, motorists will 
drive more miles than ever. Cars are faster, easier 
to drive; there are more miles of improved roads. 
Filter should be changed—a new Purolator put in 
every 4000 to 5000 miles. 


Tell your dealers to watch mileage 
and...TALK IT UP! 


2. MORE DIRT! Every mile a car is driven, 2 
it breathes in dirt. The more miles it runs— 
the faster it runs—and the more dirt it collects. 


= Tell your dealers to watch oil 
and...TALK IT UP! 








PROFIT-TIME for your dealers! 


EASY for dealers to cash in with Purolator. REMEMBER! Purolator Micronic is First 
Here are some simple rules: and Finest . . . Specified by more car makers 
1. Use Purolator’s display material . . . Put it than any other oil filter .. . Often ImrraTEepD 
up where everyone who stops can see it. NEVER EQuALLED . . . Engineered to fit every 
2. Check the oil filter with every oil change. make and model 
3. Put in a new Purolator every 4000 miles 


See that all your dealers have copies of the 
PUROLATOR Service Manual... 24-fact-packed 
pages about Purolators and how to change 
them. A real time-saving MONEY MAKER 


PUROLATOR PRODUCTS, INC. Rahway, New Jersey 
and Toronto, Ontario, Canada. 


3. MORE TRIPS! Here’s a chance 


to get customers going and coming! 
Sell oil and a new filter when the 
customer starts out .. . and when he 
gets back home. 


Tell your dealers to watch 
vacation plans and... 
TALK IT UP! 


“Purolator” and “Micronic,” Reg. U.S. Pat. Off 














HERE’S a husky White tandem 
(Model WC-2464T) transporting 
jet fuel to McDonnell Aircraft Co., 
St. Louis. This big payload unit has 
390A White 200 horsepower Mus- 
tang Engine for extra power, SLDD 
rear axle, 5OGB transmission, 5.90-1 
ratio and 10.00 x 20 tires. 


WHITES handle the oil spreading 
jobs, too, for Ee-Jay. This unit is on 
the go steadily in the road-building 
end of the business. Other Whites 
(Model WC22T) pull Ee-Jay tank- 
ers transporting asphalt, gasoline 
and other petroleum products. 


= © Handle 
TTL Lage = _EE-JAY MOTOR 
92 Million Gallons a Year fg esc 
On Night Schedules for Le-Say Transports Be he started hs own bunnan 


in 1951 loading oil barges... 
© now has fleet of 20 modern 


a ? . ; trucks doing business around 
ONE THING about the Whites in the petroleum industry ’ the clock in St. Lovis area. 


president 


—they stay on the job for longer regardless of how tough 

the schedule, how big the loads, how long the hours! 
Che leaders in the business prove it every time—they 

know they can get more work done, in less time, at FOR MORE THAN 50 YEARS 

lower cost, if Whites are on the job. THE GREATEST NAME IN TRUCKS 
Che reason? Whites are tailored to exact working con- 

ditions. They are engineered for the really rugged jobs. 
Why not find out for yourself. Call your White Rep- 

resentative for full details. 


THE WHITE MOTOR COMPANY ~ Cleveland 1, Ohio 
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Feature articles on 
“The Language of 
Rubber” discuss 
properties and 
behavior of rubber in 
general, neoprene in 
particular 


Case history shows 
how a neoprene jacket 
prevents corrosion, 
fatigue in steel mooring 
cables ... Design data 
is given on new-type 
pump seal 


You'll find practical ideas ae 
on using—and saving with— } 
rubber products 


ON EVERY PAGE OF EVERY ISSUE OF 


the free 


“NEOPRENE 
NOTEBOOK’ | 
t 


f 


Your free subscription to the ‘Neoprene Notebook”’ 


can prove extremely valuable. A case history may de- New product report 
- on neoprene 
scribe a money-saving idea or method that you can jet-action” pipe 
. cleane 
adapt to your needs. An on-the-job report may show a 
rmance record of 
you how you can cut replacement and maintenance neoprene coatings 
costs with neoprene--Du Pont’s chemical rubber. 
And you'll read articles packed with technical back- ae ae 
stra ata 
new products like this 


ground and engineering information to help you get 


the most out of rubber products. Start, your free sub- kate-wheel conveyor 


red truck flare 


scription by mailing the coupon below today! wiadian- ait bel ‘ 


me 


SEND THIS COUPON TO GET ON THE MAILING LIST 


ribbed tire for | 





\ EK. I. du Pont de Nemours & Co. (Ine 


Ph EOPR Ee N bo | Elastomers Division, Nv-4, Wilmington 94 
Please send me the free 


The rubber made by Du Pont since 1932 


“Neoprene Notebook” regul 


p 








GETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY ) 
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FoR EDITORIAL 
ACHIEVEMENT 


MERCHANDISING, TRADE 
AND EXPORT PAPERS 
1955 


FIRST AWARD TO 
NATIONAL PETROLEUM 
News 


For THE BEST SINGLE ISSUE 
PUBLISHED DURING THE PERIOD 
ENDING DECEMBER 31,1954 
(IN THE SEVENTEENTH 
ANNUAL. EDITORIAL 
COMPETITION 
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A NEW UNBREAKABLE 


FOR ASPHALT, RESINS 
AND SIMILAR PRODUCTS 





NEW HI-STRENGTH 


PHILADELPHIA VALVES 


CAN BE FREED 


WITH A 36-INCH WRENCH 


WITHOUT DAMAGING 


THE VALVES 








There are no weak links, no a screw exerts a force of 48,0004 
pins that will shear, no threads s on the dise, either to open it 
that will strip or shafts that & or close it—a force which will 
will twist off, nor any other break loose any product that 
part that will fail under severe - £ ) has solidified. All parts are 
load conditions. <n an . made of steel or manganese 
This valve was designed so bronze with alloy steel bolts. 
that if the product solidifies it A self-tightening stuffing box 
can be broken loose without A is provided at the top, 
ruining the valve. Two men 4 c In spite of all these features, 
pulling with a force of 1004 j there is no unnecessary metal 
each at the end of a36” wrench and weight in these valves. 


on the square hub on the wheel Sper ify Philadelphia Valves on 
New Hi-Strength Philadelphia Valves 
are made in 4” and 6” sizes for either 
Under these conditions the in.ernal or external installation your troubles, 


will not damage the valve. your next asphalt tank and end 


PHILADELPHIA VALVE COMPANY 


ARAMINGO AVENUE AND EAST TIOGA STREET PHILADELPHIA 


Pacific Coast Distributors 


Oil Marketing Equipment Company, 325 Fremont Street, San Francisco 5, California 


Howard Supply Company, 5125 Santa Fe Avenue Los Angeles 11, California 
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Dn A VOL OR PEO ELLIE > 4 ; 


3 Sood | 
reasons 


Why it will pay you 
to buy 


ULFTANE LP-GAS 


High quality—Gulftane is produced in plants of the latest design under 
accurately controlled conditions to specifications that meet the highest 
standards adopted by the LP-gas industry. It is free of moisture, gum, tar, 
dust, dirt, and sulphur. Or, to put it another way, Gulftane is the same 
high quality as Super-Refined No-Nox Gasoline and the other well-known 
products that carry the familiar Orange Disc trade mark. 





Dependable supply—many natural gasoline plants and refineries, plus 
adequate storage, assure reliable, continuous supply. 


Prompt delivery service—modern Gulftane producing plants strategically 
located throughout Gulf's wide-spread marketing territory, along with a 
fleet of new tank cars and trucks. assure prompt, efficient delivery service. 


Also ready to serve you is Gulf’s experienced engineering and market- 
ing personnel. Get all the facts concerning Gulftane service—contact your 
local Gulf District Office or your nearest Gulf Division Sales Office (see 
addresses below). 

131 Ponce De Leon Avenue 127 Elk Place National Bank Building 
Atlanta, Ga. New Orleans 13, La. Toledo 1, Ohio 


P. O. Box 1679 
31 St. James Avenue 17 Battery Place Denver 1, Colo. 
Boston 17, Mass. New York 4, N. Y. (Zone Office) 


230 No. Michigan Ave. 
Gulf Building 1515 Locust Street Chicago 1, Ill. 
Houston 2, Texas Philadelphia 2, Pa. (Zone Office) 


GULF GULFTANE 


LP-GAS frorans 
GULF OIL CORPORATION + GULF REFINING COMPANY 
1822 Gulf Building, Pittsburgh 30, Pa. 
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“ Alemite profit-packed Vf, a 


=e LUBE JOBS 
*B00 9 FASTER! \~ 


\ 





/ 


‘HOIST’ ALEMITERS 


powered with the sensational new Super-H Pump! 


a 


OVERHEAD HOSE REELS 


e You Can Pipe Lube Direct to Overhead Reels or Pits, 
from Original Drums at Remote Installations! 


e Make Drum Changes Cleanly, Quickly, Effortlessly! 


e You Can Feature Attractive Visual DispJay of Your Own 
Branded Lubricants in the Lube Bay! 


e Overhead Reels Use Wasted Ceiling Space! 


H.... how to speed sales, increase vol- Overhead Hose Reels put wa ted ceiling 
ume, step up profits — with this completely pace to work for you, make it easy to 
modern Alemite lubrication equipment! handle more jobs in less time! Hose are 


Three air-operated pumps are mounted kept handy oat in, yet out of the way when 





on a pneumatic hoist: Just open the ai: not in use. Reel Mechanism locks depend- 








valve, and all pumps raise as a unit. ably at desired hose lengths 

Change drums, close valve, and assembly Meters give accurate reading instantly! 
lowers smoothly! Over-all cover in gray Flexible —additional reels may be added 
baked enamel finish protectslubricant at any time. Durable—shields are heavy 
from contamination. Delivers chassis and gauge steel finished in gleaming baked 
two fluid lubricants (gear lube, automatic enamel. Protects hose from wear-—cannot 
fransmission fluid, or motor oil) from pinch, rub, bind. All reels specially de- 


drums direct to reel hose assemblies. signed for easy installation. 





Pump Control! Panel(7726-B)mounted 30% More Power Where it 

n lubrication department wall gives Counts... with SUPER “HH” PUMP! 

finger-tip control of air Alemite exclusive Pressurtrot provides 

operated supply pumps perfect pump control. Immediate 

Electric cord, tube fit- pressure for handling today’s tough 

tings included, long lasting greases. Ideal for piped 
installations! Exclusive sealed ai 
motor guaranteed for 27 months! 


LEMITE 


Dept. K-65, 1826 Sante Parkway, Chicago 14, Illinois 
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65% OF TODAY’S CARS, TRUCKS AND BUSES ARE 
FACTORY-EQUIPPED WITH AC PRESSURE CAPS 


STANDARDIZE ON AC FILLER CAPS FOR YOUR REPLACE- 
MENT NEEDS. The story behind the AC pressure cap is typical 


of AC pioneering. This cap made possible pressure cooling systems 
— which in turn permitted smaller, lower grilles, concealed radiators, 
and in fact the whole basic concept of today’s low-lined, flow-lined 
cars, trucks and buses. 


That's typical of AC... typical of GM. And, so are the high 
quality standards to which AC's entire filler cap line is produced. 
Stock the full line of AC oil, gas and radiator caps. 


Ke ey. 


wv. wt RADIATOR CAPS 
am ys v y) OIL FILLER CAPS 
= ) - 


| GAS TANK CAPS 


mms. G 
GENERAL 


AC SPARK PLUG DIVISION e GENERAL MOTORS CORPORATION e¢ FLINT, MICHIGAN 
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=FOR THE FIRST TIME, 


A Fast, Easy, Safe Way 
To Mount Tubeless Tires 


NEW PNEUMATIC MOUNTING BAND*— 
Product of UNITED STATES RUBBER COMPANY 


*Patent Applied For 


Here's How It Works! 


FOR THE FIRST TIME—I°AST! Spreads the beads Te Ve 
of tubeless tires in just a few seconds. 1. A touch of the air hose—beads snap into place against rim. 


FOR THE FIRST TIME—EASY! No effort —air a ee 0h 
does the work. Beads positioned automa- 
tically. 


FOR THE FIRST TIME—SAFE! No chance of 
injury to operator. Made of strong cord 
fabric and rubber — weighs only 5 pounds. 


With this new mounting band, you can use any 
mounting equipment, even mount tires on the 
car. It has no moving parts, no threads to strip. 
Never wears out. Fits all sizes of tubeless 
passenger-car tires. Absolutely foolproof. Put 
it to work for you now! 
United States Rubber Company 


Allied Products Dept., Tire Division 
Rockefeller Center, New York 20, N. Y. 


MAIL COUPON TODAY! YRS 


I'm interested in your new Tubeless Mounting Band. 


Please have a representative contact me immediately. 


UNITED STATES Address 
RUBBER COMPANY City & Stote_ = 
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new and needed: 


Style 77 LPG Hose* 


for safer, easier handling of 








liquefied petroleum gases 


ie pore’ Petroleum Gases are difficult prod- 
ucts for hose to handle. The required 
pressures and the penetrating, deteriorating 
attack of the gases plus the heavy abrasion and 
severe flexing encountered in normal service long 
ago imposed the need for a highly specialized 
hose. 

Answering that need was a much tougher job 
than it sounds. It took years of testing and 
retesting to develop the right hose. Today, 
Goodyear is proud to offer Style 77 LPG Hose— 
which is listed under Label Service of Under- 
writers’ Laboratories, Inc. 


Style 77 is a braided hose to provide high 


strength plus flexibility. It is stable under pres- 
sure and won’t “fight” the operator. Its smooth 
cover is unusually resistant to oil, weather and 
abrasion. Its seamless tube is carefully com- 
pounded to withstand the attack of propane and 
butane. 


Style 77 is an easy-handling, long-lasting hose 
—one of the many types specifically designed by 
Goodyear for use with petroleum products. Your 
Goodyear Distributor carries the complete line. 
He will be happy to help you with your hose 
problems. Or write for details to: 
Goodyear, Industrial Products Division 
Akron 16, Ohio 


GOOD? 


THE GREATEST NAME IN RUBBER 


ke THE GOODYEAR TELEVISION PLAYHOUSE —every other Si 


day-NBC TV Network 














Here’s how the 


BUTLER 
Suburban 
truck tank ...cee 


ig th. “e-< . —. 


Quill" FUEL OILS 


erecta - 


ae MUCLLe METERED Deuiveny Tcners “Wn a ® 


Dies. L1GB8 


7A 


Ree 


ar eR, 


Total up the time and mile savings you can make with all these 
efficiency features on the Butler Suburban. 

Save miles between stops. Big 1600-gallon capacity means maxi- 
mum drops before empty backhauling through traffic and waiting 
at the bulk plant. 

Save time getting to each stop. The 1600-gallon Suburban 
is shorter than many older 1000-gallon units for easiest turning and 
stopping. Fits 84-inch CA chassis. It is maneuverable, flexible, 
and gives you better visibility. 

Save time starting each delivery. Your driver sets pto, clutch, 
throttle, valves and meter auto-stop at the rear. He doesn’t retrace 
his steps until the delivery is made. This results in less effort, less 
fatigue, better driver-salesmen all-around performance. 

Save time by speeding up each delivery with the big-capacity 
pump and fast-winding electric reel. 

You can start saving time and miles this season. Call your 


Butler representative or write the office nearest you today. 
You can make more deliveries 
in a day in narrow alleys and BUTLER MANUFACTURING COMPANY 
heavy traffic with this Butler 7454 East 13th St., Kansas City 26, Missouri 
fuel oil truck tank designed for 954 Sixth Ave., S$. E. Minneapolis 14, Minnesota 
big-city routes. 913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmend, California 


Manufacturers of Oll Equipment ¢ Stee! Buildings © Farm Equipment * Dry Cleaners Equipment * Special Products 


Factories located at Kansas City, Mo, © Galesburg, lil. © Richmond, Calif. © Houston, Texas © Birmingham, Ala. ® Minneapolis, Minn. 
(Union Tank & Supply Co.) 
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.--QNY Sinclair Dealere are Oh ié / 


Here’s the pair that’s zooming sales for Sinclair Dealers — Sinclair PoweR-x Gasoline 


and Sinclair EXTRA DUTY TRIPLE X Motor Oil. The switch to Sinclair is 

setting new records — keeping Sinclair Dealers busier than ever — and no wonder! 
Sinclair is backing these two fast-moving products with the most powerful campaign 
in its history — Reader’s Digest, Saturday Evening Post ~- Look — Sports Afield - 


hundreds of newspapers — Radio, TV— eye-catching point-of-sale displays. 


Right now’s the time to switch to Sinclair and get the volume of 
business enjoyed by Sinclair Dealers. 

Talk it over with a Sinclair Representative, 

or write Sinclair Refining Company, 

600 Fifth Avenue, New York 20, N. Y. 


Ask about the Sinclair TBA Franchise featuring Goodyear —the greatest name in rubber! 


June, 1955 * NATIONAL PETROLEUM NEWS 





Cooper Safety -Cushion’ tubeless 


with new nylon bodyguard 


so safe...so damage-proof it outlasts 
the normal trade-in period of most cars 


Here you see the industry’s most improved 
tubeless tire the new Cooper Safety-Cush- 
ion with nylon bodyguard construction, This 
is the great premium-grade tire you buy for 
less easily sell for more. Here’s why . . . 


The brute strength of the new Cooper Safet y° 
Cushion tubeless with mylon bodyguard ex- 
ceeds U.S. Government Safe Tire Standards 
hy 174%, It’s over 214, times stronger, safer! 
There’s no tube to blow-out, no tube to pune- 
ture. It actually makes sudden tire trouble 
a thing of the past, 


Mileage is so phenomenal that the new Cooper 
Safety-Cushion tubeless will outlast the nor- 
mal trade-in period of most cars. New Safety- 
Siped tread with Cooper squeal stoppers runs 
quiet as a whisper, stops 20% quicker, New 
Scuff-Ring keeps white sidewalls off the curb. 


Available in both black and white wall de- 
signs. Guaranteed against accidental failure 
for 3 full years. Write Dept. 1-C for our new 
Cooper Safety-Cushion tubeless booklet and 
get all the profit-making facts. No obligations, 


of course, 











Yes, Cooper Safety-Cushions are still 
available as a tire and tube combination 


Cooper Tire & Rubber Co, . . . Factories at Findlay, Ohio 














TIRES © TUBES © BATTERIES © CAMELBACK © KEPAIR MATERIALS 


NATIONAL PETROLEUM NEWS ¢ June, /955 





CLEAR- 











VISION Ke 


DOORS 


assure Better Service 


Available in 
THIN-LINE or STANDARD 
Construction 


Thin-line doors (shown above) have 
sturdy %” aluminum muntins and 
continuous galvanized angle rein- 
forcing at each section joint. Doors 
of standard construction (below 
have rugged wood stiles and rails, 


Both 


smooth in operation, 


steel reinforced. are finest 
quality, 


smartly modern in appearance. 


Also—the Outstanding 
Industrial Doors on the 
Market .. . for 
Warehouses, Bulk Plants, 
and Fleet Garages 
1955 * NATIONAL 


June, PETROLEUM 





NEWS 


—_— 


BETTER SALES! 


Clear-Vision Doors pay for them- 
looking out, and 


attend 


selves two ways 
looking in. They enable the 
ant to watch the pumps for prompt 
service when needed, yet keep busy 


And 


a shou - 


when no customers are there. 
those wide glass panels are 
case, displaying the activity within 

. reminding the motorist to get 
his car properly lubricated. They're 


real business builders! 


assures BEST PERFORMANCE! 


OVERHEAD DOOR CORPORATION 
Dept. NP-6, Hartford City, Indiana 


Manufacturir j Divisions 
Cortland, N.Y 

Pa 

Okle 


Hillside, NJ 
Noshue, NH 


Dallas, Texas 


\ America’s Great Name in 
, Pertiand, Ore 


Lewistown 


Oklahoma City 


NATION-WIDE Sales - Installation + Service 


Regular Construction Clear-Vision Door 





important advance in 
year-round fire protection 


EW 37% AER-0-FOAM 
LIQUID MAINTAINS 
MOBILITY AT —20°F 


For control of fires in flammable liquids, 3% foam liquids (double 
strength) offer obvious advantages: economy of storage space, facility 
in transport and handling, low cost per unit volume of foam. 

The new, patented National AER-O-FOAM Liquid, 3% Cold Foam, 
combines these advantages with the ability to perform as well at sub- 
zero temperatures as at summer heat. 








Unique in its field, this new AER-O-FOAM Liquid assures correct pro- 
portioning in the foam-making process at temperatures as low as —20°F. 
The extra protection is apparent. 








Quick facts on pertormance 








National AER-O-FOAM Liquid, 3% Cold Foam, is equally effective 
with soft, hard, or sea water. 


It stores easily for longer periods because there is no deterioration under 
normal storage conditions. 


It is compatible with almost all 3% regular liquids. 


It meets all applicable requirements of U. S. Government specifications. 


Special Cold-Weather AER-O-FOAM Trucks 


For use with 3% Cold Foam Liquid, National Foam offers special 
foam trucks insulated for operation in very low temperatures. Carry- 
ing up to 750 gallons of 3% Cold Foam Liquid, the trucks can produce 
as much as 12,000 gallons of foam per minute. 


Unlimited supply 


As a result of recent expansion in National Foam’s production facilities, 
the new 3% Cold Foam Liquid is available in unlimited quantities. 
Full details will be forwarded promptly on request. 


NATIONAL FOAM 


><SYSTEM, Inc. 


WA, West Chester, Pa. 
rvs 
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FAMOUS Grog METER 


with new foolproof strainer and air separator ! 


faloh’ ae-h e-lif-le) (= 
fo) mm tela], Qe i alley ¢-+ 


« 

. = 
‘¥ >- - 
_— : : 


Air separator with built-in 
strainer — eliminates i 4 
air from liquid! w 


Tokheim positive piston displacement-type measuring unit. 


This new Model 634 Meter features the same Standout Features 
accurate, dependable metering mechanism as used 
*% Adaptable—separator inlet and 
strainer are reversible; counter may be 
especially for tank trucks, bulk plants and industry rotated to desired angle. 


in Tokheim service station pumps. It is designed 


—and brings to their metering operations a degree & Veeder-Root Register and Totalizer; 


: . i t Printer, ti 1. 
of efficiency never before available. Unsurpassed Tehet Fenian, epnene 
; : : . 40 G.P.M. capacity — standard 1/1" 
and workmanship. Readily adaptable t el 
- quality . P Rea ly ad P able to flanged inlet and outlet connections. 
1any types of installations. Handle ide range 
aay Tee ee Se % Simple, readily accessible adjustment. 


of petroleum products. For more efficient metering 
i P B> & Air separator with dual valving and 


make sure it’s a Tokheim. Write fac tory today for hydraulic air release—handles both small 


complete descriptive literature and prices. and large bursts. 


fr Built-in strainer with 30 and 80 mesh 
screens, used together or independently 


* =Back-pressure valve, optional. 


General Products Division 


TOKHEIM CORPORATION 
Designers and Builders of Superior Equipment 
FORT WAYNE 1 Since 1901 INDIANA 


Factory Branch: 1309 Howard Street, Son Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontarie OKHEIM 
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Present your requirements Avoncraft Porcelain Enamel 
ae Pe Seryice Stations are completely 
re-tabrivated, delivered to the site 

ast assembled and erected in 

the f voncraft! Add to 

tht the gfor y of the Avoncraft 

load-hgarily ign, which means 

that A ‘raft Stations are 

con shy po iin enamel inside 

and g s\the ious advantages 

"Ae rability ... and 

» function —and 

an outstanding 

lity ““Package’’. 








architectural products 0 


‘4 








a division of 


AVONDALE MARINE WAYS, INC. 





























P.O. Box 1030, New Orleans 8, U.S. A. 
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~NOWIAREOV-6 LPG 


specially built for LPG and it’s backed by a 


TOTO MILE WARRANTY 


Not just another converted engine, but the only 


completely factory-engineered V-8 LPG 


Now you can have both ~— all the 
economy and operating advantages 
of modern LP-Gas plus 

the amazing performance of a 
revolutionary new Reo 220 h.p. 

V-8 Gold Comet Engine. Pound for 
pound the most powerful LP-Gas 
truck engine ever built. 


LPG or Gas, V-8 or six, you get more 
from Reo’s Gold Comets. No other 
engines deliver so much usable horsepower 
to the wheels. No other engines have 
advanced wet sleeve construction 
throughout. No others can be 

maintained and overhauled at just a 
fraction of standard cost. Only Reo 

Gold Comets! 


A Reo Gold Comet in a tough Reo 
chassis will give you more performance, 
more economy, more efficiency 

than you’ve ever known. 


Ask today about the revolutionary Reo 220 h.p.! Short stroke! Wet sleeve! 
LPG Gold Comet engines, in rugged Reo 
trucks and buses specially built to your job. 
And backed by 100,000 Mile Warranty. 


All advantages of advanced Reo Gold Comet Engineering ! 





__ > enema 
—~ | Pitti oie, oF SUBSIDIARY OF BOHN ALUMINUM & BRASS CORPORATION 


2 | WORLDS TOUGHEST TRICK 


—_| } / Reo Motors, Inc., Lansing 20, Michigan; Toronto, Ontario 
Ir : 
ill 
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SPECIFY NEW 
@ HARDENED BALL RACES IN ALL TYPES 


@ PACKING SEALS REPLACEABLE 
a on WITHOUT DISMANTLING SWING JOINT 


@ SELF-ADJUSTING UNDER VACUUM AND PRESSURE 
4 SERI ES @ AVAILABLE IN ANY COMBINATION OF THREADED 

OR FLANGED CONNECTION 
@ CAN BE EMPLOYED ON SUCTION OR PRESSURE 
STEEL LINES WITHOUT CHANGING THE PACKING SEALS 
The new Wheaton Series 400 Steel Swing Joints 
SWING JOINTS have hardened raceways to afford high load bearing 
capacity and elevated pressure. Packing designs for 

. 


specific service requirements assure constant torque 
For Pressure to 1000 psi. Cwp. at any given pressure. Low maintenance cost afforded 
Temperature from #225°F to —65°F by the quick replaceable packing seal feature. 


GC Be 


TYPE 470 TYPE 470F TYPE 471 TYPE 471F 








NOTE: Swing joints are 
furnished with bosses for 
counter weights on loading 
arm assemblies and are 
also available in brass and 
aluminum. Many combina 
tions of swing joints are 
available which are not 
shown both in flanged and 
threaded connections. 


TYPE 472F TYPE 473 TYPE474.— TYPE 475C 


CALL OR WRITE FOR NEW WHEATON CATALOG EXCLUSIVE DESIGN 


NO. 63 CONTAINING COMPLETE INFORMATION ON 


SERVICE-PROVEN BULK HANDLING EQUIPMENT. SIMPLIFIES MAINTENANCE — 


Replacement of the 
WwW H F A T oO nN packing seal is ex- 
ceptionally simple 
BRASS WORKS : setae aides 
# f complished without 
dismantling the 
UNION, NEW JERSEY big ” 
swing joint. It is 
never necessary to 
Manufactured also by , dismantle a loading 
EMPIRE BRASS MFG. CO., LTD., LONDON, ONTARIO, CANADA — 2 sani 
EMCO BRASS MFG. CO., LTD., WESTWOOD, INDU “TRIAL assembly oS is 
ESTATES, RAMSGATE ROAD, MARGATE, KENT, C\GLAND installation in order 
WORTHINGTON S.A. (MAQUINAS), RUA SANTA LUZIA, 685, ve “ki 
RIO DE JANEIRO, BRAZIL, S.A to replace a packing 
seal in these Wheat- 


Represented in Mexico by on Swing Joints 








MR. ENRIQUE A. TESSADA, 1510 PASEO DE LA REFORMA, 
MEXICO CITY, D.F., MEXICO 
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The No. 1 Anti-Freeze 
Selling Story for 1955 


No. 1 Product Story! 


This year, your dealers are getting more 
sales-clinching facts — through advertis- 
ing in all leading trade publications 
about the many superior features of 
“Prestone”’ brand anti-freeze ...including 
the exclusive polar film inhibitor that 
really fights rust best 


No. 1 Sales-Profit Story! 


Another big reason dealers like to sell 
“Prestone’”’ anti-freeze best! More car 
owners buy “Prestone” anti-freeze than 
any other two all-winter brands combined! 
No other anti-freeze can top ‘‘Prestone”’ 
brand for sales and profits! 


No. 1 Advertising Story! 


Year after year, ‘‘Prestone’’ anti-freeze 
pre-sells the public with the biggest ad- 
vertising campaign in the industry. And 
this year, ““Prestone’”’ anti-freeze advertis- 
ing tops them all again in newspapers, 
magazines, billboards, radio and TV spots 
— everywhere! 


AMT) PREETE 


A tr, 
BARRE 


== 


pave OR ey 


> 
qanens I eae otha, ave 


oo w , 


pio PRESTONE 


WTI-FREEZE 


bi ai 
A 
sun 


i 
aus e “aw Wr ney "ean 


4 ts ag 
rriveen 


... Dut that’s not all! 


EXTRA! Big Pre-Season Deal! 


Pre-season orders will bring dealers a quantity of dramatically illus- 
trated merchandisers which dealers give or mail to their customers 
These merchandisers feature complete winter service 


EXTRA! Big Point-of-Sale Promotion! 


Free to dealers. Eye-stopping posters, streamers, up-to-date protec- 
tion charts 


Let us show you how 


“PRESTONE”’ 


BRAND 
can bring you biggest anti-freeze sales and profits! 


The terms “Prestone” and “Eveready” are registered trade-marks of Union Carbide and Carbon Corporation 
NATIONAL CARBON COMPANY « A Division of Union Carbide and Carbon Corporation + 20 East 42nd Street, New York 17,N.Y. 
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C—O aa a ee 


Buildings 


make 
Impressions. 





ARMCO 


Steel 
Buildings 


Neat, attractive buildings for your bulk plant facilities can make a 
profitable impression on potential customers, And perhaps just as im- 
portant, good looking buildings improve public relations; make your 
plant a good neighbor. 

You'll get these advantages, and many more, in Armco Steel Build- 
ings. Walls are made of load-bearing STEELOX Panels which provide a 
smooth, easily painted exterior. There are no unsightly bolt heads or 
other protruding fasteners. Inverted panels on the roof provide a dis- 
tinctive pattern. 

Durable Armco Buildings keep their original neat appearance with- 
out the expense of continuing maintenance. There’s nothing to go 
wrong; no cracking, warping or rotting. Panel joints cannot loosen up 
or pull apart. Annual cost is low. 

Get the complete Armco Building story now. Whatever your floor 
space requirements, from 20 square feet up, there’s an Armco Building 
for you. Savings will begin with fast, low-cost erection. Write us for de- 
tails and prices. Armco Drainage & Metal Products, Inc., 5395 Curtis St., 
Middletown, Ohio. Subsidiary of Armco Steel Corporation. In Canada: 


write Guelph, Ontario. Export: The Armco International Corporation. 


This attractive Armco Steel Building provides both warehouse and office 
space for the Sinclair Refining Company bulk plant at Ogden, Utah 
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This 17th Century Gauntlet typifies the skillful movable part hey hi appearance which can 
J craftsmanship of medieval armormakers. The be attractively decorated with colorful designs and illustration 


expert positioning and attachment of adjacent parts by J&L’s accurate lithographic proce 


permit all the necessary flexibility. The intricate carving and In addition, coatings and lacquers are evenly applied — both 


embossment give it a distinct, attractive appearance. And the inside and outside; and pails and drums are chemically 


careful design and workmanship assure the maximum pro- treated to keep all surfaces clean and dry 
tection. In battle and in jousts, combatants had to depend on For the protection your products need, depend on J&l 
the armorer’s skill... often for their lives Steel Container You can order them through plants u 


{ 


J&L Steel Containers offer dependable protection for your leading industrial centers, and you'll find J&L service prompt 


Sones ¢ Laughlin 


STEEL CORPORATION 


products. They're built of sturdy, high-quality J&L Steel Sheet ind efficient 


Their careful construction insures perfect fit of all joints and 


405 Lex 


CONTAINER DIVISION Brey 


June, 1955 ¢ NATIONAL PETROLEUM NEWS 





; HILLS AND VALLEYS MAKE BETTER STEEL DRUMS 


GREATLY MAGNIFIED, this photo shows Rheem 
steel after shot-blasting. Physically cleaned 
and roughened, it offers a better gripping 
surface for applied linings or coatings. 


THIS SHOT is the secret of 


Rheems longer lasting steel drums 


Look at the insert above. It shows you the hills 
and valleys in a piece of shot-blasted steel . . . the 
steel Rheem uses to give you a better steel drum. 


This shot-blasting —the first and most important step 
in preparing the steel for forming-—physically cleans 
and roughens. Millions of carefully sized high-carbon 
steel pellets bombard both sides of each steel sheet . . . 
blasting away scale . . . roughening the surface . 
carefully preparing the metal to receive protective 
linings or exterior coatings. 


YOU CAN RELY ON > 


7600 S. Kedzie Chicago 29, Ill 


World's Largest Manufacturer of Steel Shipping Containers 


MANUFACTURING COMPANY 


As a result, when we apply an interior lining or outer 
coating to a drum, it gets a bulldog grip on scientifically 
roughened steel. We get a better bond of steel and 
coating. You get a better drum. Also, because Rheem’s 
shot-blasting gives the steel a “‘passive’’ surface, it 
retards oxidation of uncoated sheets. 


Next time you place an order for steel containers, 
remember this: Rheem physically cleans its steel by 
shot-blasting before fabrication. For any drum—plain, 
lined or decorated —-that means longer life. 


RICHMOND AND SOUTH GATE, CALIF., HOUSTON, 
CHICAGO, NEW YORK, NEW ORLEANS, LINDEN, 
N. J. AND SPARROWS POINT, MD 


“It’s better to ship in steel’’ 





For every liquid transport job...make 
YOUR FIRST CHOICE 


@ Whether you need one or two petroleum transports or an entire fleet, 
standard or special tanks for practically any liquid transport job, it’s Heil's 
business to give you the best tank available. Heil can recommend the exact 
tank to meet your specific requirements because Heil makes them 
all truck-mounted or trailerized tanks from standard lightweight 
petroleum transports to rubber-lined tanks for hauling acids. Among the 
famous Heil firsts are: trailerized design, a lightweight tank with a low 
center of gravity . . . the first electrically-welded aluminum tank 

the first commercial application of the sloping bottom, assuring perfect 
drainage the first welded stainless steel tank for any product . . . the 
first (and exclusive) use of Frigid-Lite Plastic with a revolutionary new 
molding technique. Write for literature describing all Heil tank features 
... you'll see why Heil tanks are first choice everywhere. 


Vaporproof rigid metal wir- 
ing conduit and air lines at 
the top of the tank can't be 
‘fouled or damaged 

jMeil triple-dished heads are 
the strongest ever devel- 
oped. 

Lightweight manhole covers 
ere non-breakable pressed 
steel, equipped with all 
safety features. 
Combination junction and 
fuse box conveniently lo- 
cated. 

Smooth outer shell and uni- 
form die-pressed heads as- 
sure a@ straight, true, 
leak-free tank. 

lerge, fast-flow manifold 
is the common-header type. 
Emergency valves in each 
compartment meet all 1.C.C. 
requirements. 


IL Co. 
DEPARTMENT 3765, 3037 W. MONTANA STREET « MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. « Hillside, N. J. « Lancaster, Pa. 


Heil Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, Chicago, Kansas City, 
Denver, Dallas, Los Angeles, Seattle 
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the “Guardian-Lit” Station makes “Hay” 


Manufacturers of "'T” Island Lights, Fluorescent Floodlights 
and of course the finest in every type of 


lighting equipment for service stations 


"% 
Series 


Another 
al | Guardian 
Floodlight _ Advancement 

PAINTLOK 
ZINCBOND 
STEEL 


Won't rust even 
when scratched! 
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Guardian “T" Light installation 56’ long 
while the Sun’s down 


As you owners and operators know, over 50% of 
service station sales are made during after-dark 
hours. Naturally, good lighting is good merchan- 
dising at this time. The big question, of course, is 
how to hold down installation and operating costs 
on the necessary lighting equipment. We like to 
think Guardian can make worthwhile contribu- 


tions on both counts 


So if you are contemplating remodeling or new 
lighting installations, it will be worth your while 
to check with Guardian. We'd be pleased to con- 
sult with you on your lighting problems or quote 


on your specifications 


Guardian Light Company Write for Catalog 542 


showing complete line 


? light patterns, exclusive 
500 NORTH BOULEVARD @ OAK PARK, ILLINOIS 


features, prices, etc 
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Fast delivery on lug cover pails, closed head drums, 
faring pails or utility cans 


For grease, wax, polish, roofing compounds; also soap 
and paint products, feeds 


Choice of many sizes. Flaring pails can be compactly 
nested for shipment and storage 


Plain, or in color, or lithographed with your name and 
trade-mark 


Special attention to orders for light or heavy gauge 
steel containers of unusual design 


Let Continental lithograph your steel containers to sell your 
bulk products as a line. Put to other uses when the original con- 


tents are gone, they Il continue to advertise and sell your wares. 


COMBINE YOUR ORDERS 
—CuT Costs 








Continental makes a full line of metal containers 

in tin plate as well as metal. Order all your container 
needs at one time. Make up a mixed carload and save 
in warehouse space, inventory and shipping costs 


oo por ene 


of Shalot Mace 
Naa TAILOR-MADE * / 
ce PACKAGE SERVICE 


CONTINENTAL («CC CAN COMPANY 


RMR eee Oe 
Eastern Division: 100 Eost 42nd Street, New York 17 


Central Division: 135 So. La Salle Street, Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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THE HENDERSON SUPER MODEL AF 


Includes all advanced features: Foot Valve 
controls the Air Powered Wheel Lock... 
permitting use of Wheel Balancer. Complete 
with patented double bead breaker, tire 
mounting and demounting tools. Price 
$179.00, slightly higher West of Denver 


(Manufactured under one or more of 


the 


THE HENDERSON SUPER MODEL A 


Wheel lock valve is located in center post 
air chuck and push button controlled. Com 
plete with patented double bead breaker, tire 
mounting and demounting tool Price 
$175.00, slightly higher West of Denver 


following patents: 2,534,515; 2,609,038 


2,609,039 


THE HENDERSON STANDARD MODEL BF 


Features air powered wheel lock with Foo 
Pedal control permitting use of Wheel Bal 
ancer. Includes single two way bead breaker 
tire mounting and demounting tools 
$119.00, slightly higher West of Denver, 
2,164,171 


2,655,985; 2,481,926; 


Price 


THE HENDERSON MODEL t 


t Completely equipped with patented double 
bead breaker, tire mounting and demounting 
tools. Positive automatic spring loaded center 
ing device. Wheel lock is hand-operated Price 
$189.00, slightly higher West of Denver 


Other U. S. and foreign patents 


One Machine Performs Two Vital Jobs! 


As soon as tire is serviced, Balancer starts to work. Auto- 
matically positions itself, grips rim of wheel. Touching foot 
valve suspends tire-wheel assembly for easy balancing. 
Indicator Dial on top shows even slightest ‘‘out of bal- 
ance.”” When wheel weights are distributed about tire, car 
owner can easily see why “out of balance” condition 
should be corrected. Touching foot valve again, returns 
wheel and tire to table. Weights can then be attached with- 
out shock to Balancer. Big Four’s amazing new Balancer 
attachment eliminates sales resistance to balancing jobs... 
pays for itself out of extra business it brings in! 


Big Fours Roll-Easy Base is available 


for all Henderson Tire Changer 


models. Makes it easy to move tire 


(Balancer attachment if 


$49.50.) 


changer in a hurty, wherever 


needed. Extra large 48” Dia 


base means greater stability, 


. 


o Pim = 
iw 


safer operation 


SEE BIG 4’s COMPLETE LINE OF 
TUBELESS TIRE EQUIPMENT! 


—_—— 


1 am interested in free demonstration of 


Name 


Big Four’s Henderson Tire Spreader and Big Four’s Bead Expander, Model No 


Tool Rack, No. 300-5, add more ease, more 
profit to servicing tubeless tires and safety 
tubes. Tire Spreader makes inspection and 
repair sure, complete 


OVERSEAS DIVISION —276 West 43rd Street, New York 36, New York 


400, makes inflating tubeless tires a 
breeze. Expander compresses tubeless tire 
crown equally around entire circumference 
and holds beads of tire firmly against 
the bead seats of rim 


Address 
State 


City 


All Big Four Equipment is either patented or patents pending 


CANADIAN DIVISION—Canada Vulcanizer & Equipment Ce., Ltd., Londom, Ontario Qe ee 
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NATIONAL CAN 


ON THE MARCH... 








epee 


+. and stepping out 
smartly, too! NC is 
building the future 
with up-to-date 
thinking — with 
down-to-earth 
management — 
with keen 
production 
know-how—and 
the ability to 


render service. 


NATIONAL CAN 


Plants At: BALTIMORE, MD. + CHICAGO, ILL. - MASPETH, N. Y. 
CLEVELAND, OHIO + HAMILTON, OHIO and WARREN, OHIO 
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PETROLEUM CHEMICALS DIVISION 
LN EE WwSE 


June One of a Series of Interest to the Petroleum Industry * 1955 





New TEL Plant You can profitably expand 


algo omit your diesel fuel market 


A new convenience will soon be re e 
alized by West Coast refiners when with Du Pont FOA-2 
the planned Du Pont tetraethyl lead 
manufacturing plant near Antioch 
California is completed | In addition to their growing demands for more diesel fuel, the railroads are 
Ihe rapidly growing TEL re | endeavoring to reduce operating costs. In order to meet these demands and 
quirement of the West Coast 
petroleum industry prompted the 
Du Pont Compan decision to 
build the haed in the California That's a tough proble m, to be sure. But it can be solved. And here's how 
location, The site is approximatel } Du Pont Fuel Oil Additive No. 2 can help you solve it, profitably 
two miles east of Antioch on the 
San Joaquin River It is readily 
iccessible to both water and rail 
transportation 
Construction of the new plant i 


‘ 





maintain YOur profit margin, you may be faced with the probl m ol produc 
ing die sel fuel at lower cost 


expected to ret under way hi 
tinier In addition to the Phe 
manufacturing facilitic i breon 
refrigerant plant will also be con 
structed on the ine ite 











9 out of 10 WANT it 


...and your dealers can profit 
by offering it 


$ ver 


‘esas NE ue ‘ 





Oil check is the most important deal 
er service, say 90% of the motorist 
interviewed in a survey of Consumer 
service station buying habits 
Sut does a check of the dip stick 
really sell oil? Actual service station 
observations show that almost halt of You imp use Du Pont FOA 
the motorists who receive it buy oil a stabilize your cracked distillate stoch 
a result of the check. Yet custome Its double-action stabilizin 
offered an oil check on onl 6 ot pel int effect enable outoo 
their service station stops the incompatibility between 
This means that your dealers can in cracked and straight-run stoe 
crease their motor oil sales simp! ) And this mean idded 
offering to check the dip stick for every flexibility for ny hely i 
customer. To help you emphasize thi our heating o OK in better 
profitable point to your dealer: we ice to meet varyvin easonal demand 
have prepared a new booklet (No. 4 
in the “Looking through the wind Proven results 
shield” senes. The title i A look at Many leading railroad eno isl! Non-sparking 
the motor oil buyer so. 2 fuel oils containis i Por Leoj , weanic. non-n 
Ask one of our representatives for FOA-2. And they have rey | j 1: Pont FOA-2 doe 
sample copies and cost information on lent result } 


obtaining them in quantity They have pr 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division o du Pont de Nemours & Company (inc } 














Diesel Fuel Additive 


Economical 
Du Pont FOA-2 is extremely economi 
cal to use because it is effective in low 
concentrations. And you need no sy 
cial equipment for adding it. 


Test it yourself 


Your fuel laboratory can easily test the 
effectiveness of FOA-2 in your own 
fuel oil stocks 

bree sample s and complete techni 
cal information are readily available 
Any Du Pont Petroleum Chemicals Di 
vision representative or regional office 


will be glad to supply them 


PHILADELPHIA 
DISTRICT MANAGER 




























































































Lewis Z. Caney is manager of the 


Du Pont Petroleum Chemicals Divi 
Philadelphia District, which 
serves the Delaware Valley area and 
the states of Maryland, Virginia, and 
North Carolina 

A graduate of the University of Del 
aware, he joined the Du Pont Com 
pany in 1941. He was a salesman in 
the Alcohol Division until 1950 when 
he was transferred to the Petroleum 
Chemicals Division as 
representative, 

Mi Carey is 


SIOTLS 


a sales-service 


vice-chairman — of 
O.1.LC. in New Castle County, Dela 
ware and is active in both Delaware 
and Maryland O.LLC, activities. 


During World War II, he served 
with the | 


S. Navy. 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 


IN CANADA, Du Pont Company of Canada Limited 
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HIGHLY SENSITIVE DEMONSTRATION ENGINE... 
to build dealer enthusiasm 
for your gasoline quality 


Engine readings can be 
projected directly onto a 











screen for showings to 


















large audiences Or the 
unit can be set up on the 
back platform of a sta 
tion wagon where the per 


formance can be shown 


















Here is a brand new demonstration 
tool with an amazing talent for persua 
SIOn 

Gasoline quality may be one of the 
hardest things in the world to demon 
strate clearly, even to dealers. But this 
new single cylinder Crit 
do it with superb showmanship. And 
if you want to turn a “doubting 
satisfied customer 
here's just the tool to do it with. 


sé tup can 


Phomas mto a 


High compression engine 


Che unit is built around a single-cylin 
der engine with a 9.0 to | compression 
ratio. Other compression ratios are also 
available. With overhead valves and a 
hemispherical combustion chamber it 
follows the latest design features of 
truly up-to date automobile « nwines 

The engine is belted to an alternator 
and the powel! deve lope dl is dissipated 
in resistance grids. 


Versatile 


All types of combustion — normal, det 
onation and surface ignition can be 
readily demonstrated with the unit. It 


etroleum Chemicals 
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with the direct reading in 





struments 


can also be used to clearly demonstrate 
the wide variety of factors which influ 
ence knock — such as temperature, hu 
midity, barometric pressure, spark tim 
ing, carburetor setting, ete. 

Even wild ping and the various fac 
tors influencing surface ignition can be 
realistically shown 

Extremely sensitive, this engine will 
show up very slight differences in oc 
tane rating. And it is flexible enough 
to be adapted for tailor-made demon 
strations to point up your own indi 
vidual gasoline quality features. 


Available soon 


A number of these single-cylinder en 
gine units are now being made and 
will soon be available to you on loan 
through any of our regional offices. 


Better Things for Better Living 
... through Chemistry 


1270 Ave. of the Americas Phone COlumbus 5-2342 
So. Michigan Ave Phone RAndolph 6-8630 
Box 730 Phone Tulsa 5-5578 
Phone Blackstone 1151 


612 So. Fiower St Phone MAdison 5-169) 


OTHER COUNTRIES, Petroleum Chemicals Export—Nemours Bidg., 6539--Wilmington 98, Del 
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Bright Auguries for the Future 


More money is being put into oil marketing capital 
expenditures than last year. And projected outlays 
for the next three years will follow an upward swing 

That, from an oil marketer’s standpoint, is the gist 
of the eighth annual McGraw-Hill Survey of Busi- 
ness’ Plans for New Plants and Equipment. The find 
that 
general excerpts and figures bear repeating here 

Pie | 


for new plants and equipment in 1955 than in any 


ings are so pertinent to a businessman some 


S. business as a whole plans to spend more 


previous year. All business together plans an increase 
of 5% over the total for 1954.” 

2. “The rising trend of capital spending may carry 
far beyond 1955, judging by industry’s present plans 
Preliminary plans for 1956 are only about 3% lower 
than plans for 1955. In the past, plans for future 
years have always been sharply lower than those for 
the current year 

as they 
1958 will 


capital ex 


“If preliminary plans are revised upward 
always have in the past—1956, 1957 and 
be years of high, and perhaps record 
penditures by business.” 

3. “The upturn in manufacturers’ capital spending 
plans is closely tied to their expectations for increased 
sales, both in 1955 and in the years immediately fol 
lowing. Manufacturers as a group expect their sales 


to increase by 7% on the average in 1955, and the 


expect an average gain of 21% last year by 


1958.” 


Ihe survey observes, 


over 


Long-run sales expectations 
are considerably more optimistic than those reported 
in the McGraw-Hill survey one year ago.’ 

16.7% 


The oil industry accounts for of all capital 


The Big Meeting 


June, 


1955 


A new type of program was tried at the mid-year 
meeting of the API Marketing Division last month 
series ol 
Then 
a general program climaxed the three-day meeting 


Instead of general sessions every day, a 
committee sessions were held the first two days 


The Marketing Division has become more a work 
ing body than a forum for general discussions 

Most of the work is accomplished by the commit 
tees and subcommittees of the Marketing Division 
So last month, the committees did two things: (1) 
They reviewed work they are engaged in. (2) Through 
exhibits and panels, they demonstrated for all mat 
keters the work they are doing. They 
of work done on their numerous projects 


also got a lot 
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expenditures planned by all business this year. Here 
are the oil industry plans reported in the survey (fig 
ures are in millions of dollars) 


Pind. % 
1955 Change 


Preliminary Plans 
1956 1957 1958 


$4,913 0 $4,961 $4,920 
? + S01 3,703 
71 


Act. 
1954 


Qil Industry $4,921 
Production 3,568 
Transportation 425 1) l } 327 
Refining & 

Chemical }s S87 
Marketing 
Other § - a 


$4,900 
100 4366 


Even a cautioning note reflects optimism: “Plans 
for years after 1955 are, of course, highly tentative, 
McGraw-Hill’s 


could be altered considerably if the business situation 


says report. “The plans for 1955 


seemed to warrant it. But, as considered in the con 
text of past planning patterns in the field of capital 
spending, the preliminary plans for future years are 
the 
Companies that participate in the McGraw-Hill 


extremely bright auguries for future.” 


survey are usually the larger companies in their in 


dustry, and this may affect the results of the survey 


This year, however, the survey includes a substan 


tially increased number of medium-sized and rela 


tively smaller firms 
( ompanies Co operating in the survey employ more 
SO% oft 


than all workers in the group of industry 


vhere capital investment is highest. This group in 


cludes oil, utilities, chemicals, steels, autos and rail 
roads 


(An NPN report on how oil marketers fit into the 


present business boom starts on page 46.) 


Object of the public committee sessions was to 
spark general interest in the activities as a means of 
popularizing the whole program. After all, the popu 
larity of the mid-year meeting determines the degree 
of its success 

In the other API divisions, the regional and mid 
year meetings are gaining in popularity and impor 
tance They are taking some play away from the 
annual meeting which has grown so large it is be 
oming unwieldy 

If the reaction to last month's program is good, the 
annual API meeting may come to hold less interest 


And the 
May will become the Big Meeting 


for oil marketers mid-year session every 
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Boom in steel output, plus record car output, and 





many new homes, call for... 


U.S. Expansion Spells Good 


The nation is in a boom period. 


Auto production is at an all-time high. Steel output is 
far above last year's level. New-house starts are con- 
tinuing at a high rate. And employment is rising. 


Business indexes are moving up. The Federal Reserve 
Board's production index is up from 125 in 1954 and 
challenging the 1953 high of 134. 


As a result of all this, hundreds of companies (including 
many in oil) report high net profits for the first quarter 
of this year. 


U.S. business as a whole plans to spend more for new 
plants and equipment in 1955 than in any previous 
year. And the rising trend of capital spending may 
carry far beyond 1955. 


( IL MARKETERS have a big 

stake in the nationwide business 
activity because it will mean continued 
rising demand for oil products. Oil 
economists predict 1955 domestic de- 
mand for products this way 

@ Gasoline demand—up 4% to 
5%. 

@ Distillate demand—up 7%. 

@ Demand for all products—up 
4.5%. 

And the oil companies are confident 
that the current prosperity will con- 
tinue. Their confidence is reflected in 
plans for capital improvements. This 
year, they will spend $4,913 million 
$13 million more than last year. 

What’s more, the oil companies plan 
to continue that high rate of capital 
spending through 1958. 


SALES HIGHER 


Region by region, majors report 
gasoline and other product sales up 
Here are a few first-quarter reports 

Cities Service Co. says gasoline 
sales are up 10%. 

Phillips Petroleum Co. says all 
product sales are up 5%. 

Gulf Oil Corp. sees a 4% to 5% 
boost in gasoline sales this year. 

But some jobber groups say in- 
creased competition—more stations 
will mean lower per-unit volume. They 
think this, plus higher operating costs, 
could mean lower profits. 


HOW ECONOMY EXPANDS 


The all-important national gross 
product—the value of goods being 
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more stations, plus 


produced—hit an annual rate of $369 
billion in the first quarter, topping the 
best previous first 1953, by 
$7.2 billion 

Some economists think the gross na 
tional product this year may reach 
even exceed—the all-time $369.9 bil 
lion 1953's 
They estimate the gross national prod 
uct may climb to $500 billion by 1965 

The Administration is 
pleased with the country’s economic 
growth. The administration’s economic 
policy is a concept of expansion based 
on a rising standard of living. It thinks 
that kind of growth is now occurring 

What's Happening 
factors that keep business moving 

Automobiles: Production is high, 


quarter, 


rate of second quarter 


Eisenhower 


Here are some 


with sales keeping pace and indicating 
an annual rate of &.2 million cars 
1.6 million more than forecast by Har 





new storage plants, and 


Times Ahead for Oil Marketers 


low M 
ident 

a demand for that many cars. But gov 
ernment officials They 
auto sales on installment credit took a 
big jump in early 1953. These install 


Curtice, General Motors pres 
Some economist says there isn’t 


disagree Say 


ment contracts in many Cases are now 
paid up. Thus, consumers can start 
over again on the purchase of a new 


car, again on credit. The government 


sees this process stimulating sales 
through 1956. And Lester Colbert 
Chrysler Corp. president, says the 


one-car family will be in the minority 


by 1975. By then, he adds, most fami 
lies will be “using three or more cars 
Steel: Mills are going at more 


than 90% 
high 60’s last year, when the heavy 
metals industry hit by 
order cancellations, a drop in machine 


capacity, compared to the 
defense 


was 


tool demand, and when auto produ 


OIL’‘S CAPITAL SPENDING PLANS 
(Millions of Dollars) 


1955 Compared 

Planned to 1954 1956 1957 1958 
Production $3,366 2' $3,501 $3,568 $3,703 
Transportation 430 Bf 387 327 271 
Refining 690 8° 656 587 518 
Marketing 368 5‘ 357 372 379 
Other 59 21° 60 67 19 
Totals $4,913 $4,961 $4,921 $4,920 
Notes—Plans for 1956 through 1958 are preliminary. Refining totals in 


1955 e 





June NATIONAL PETROLEUM 


clude chemical operations. 





NEWS 


better refineries. In short... 















Profits 
1 producer, 


tion wasn't as high as today 
S. Steel, No 
reports its best first quarter ever. FE. 1 
Weir, National Steel Corp. chairman, 
thinks steel will have to add capacity 
But with more than 25% 
tion going into autos, steel would feel 


are up: | 


ot produc 


the pinch if something cut auto de 


mand. Other auto industry suppliers 
would be in the same boat 
New houses: Construction 1s at a 


1.4 million annual rate. And sales ar 
matching construction in all parts of 
the country, the government says 
More people 
Their 
manufacturing is $5 
last 


Employment are 


working than last yea average 
weekly 
per higher than 
$75 compared to $70). Total personal 
billion higher last 


Unemployment is lower than it 


Wave In 


week year (about 


income is $7 than 
year 
was 12 months ago. With more people 
will 


working and earning more, there 


be more demand for goods that fac 
tories produce 

Plant construction and expansion 
McGraw Hill's 
Plans for New Plants and Equipment 
shows that all 
$29.4 billion for new plants and equip 
This is 5% more than 
This activity means 
for 


more employment opportunities at the 


survey on Business 


business will spend 
ment this year 
last yea! a higher 


demand construction materials 


building level, and more jobs that the 
completed plants will have to offer 


OIL MARKETING OUTLAY 


A survey of 10 
they plan $94.6 million in marketing 


oil majors shows 
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CARS, TRUCKS AND BUSES will build a greater market for fuels, lubes and TBA 


expenditures this year. High on the 
list is Union Oil Co. of Calif., with 
$8 million, 23.4% more than last 
yeal 

Other marketing expenditures 

e $19 million by Sinclair Refining 
Co.—up 20.8% over last year 

¢ $9.4 million by Sun Oil Co.—up 
19% over last year 

© $5.4 million by 
Petroleum Co 

@ $13 million by Shell Oil Co 

e $12 million by Continental Oil 
Co 

© $6.9 million by Pure Oil Co 

Gulf tells stockholders that its capi 
tal investment will be “slightly less’ 
than last year’s record $280 million 
with 11% of it going for marketing 

Socony Mobil Oil Co. (new name 
for Socony-Vacuum Oil Co., effective 
April 29) estimates its 1955 marketing 
outlay will be about the same as last 
year—$25 million. Most of it will go 
to rehabilitate terminals, bulk plants 
and other facilities, and for new sta 
tions. 

As for profits this year here’s how 
some of the majors have fared this 
year 


Mid-Continent 


Ist-Quarter Net Profits 
1955 1954 
$56,021,212 $50,848,438 
14,074,633 12,041,417 
4§,320,000 49,790,000 


The Texas Co 
Cities Service Co 
Gulf Oil Corp 
Phillips 
Petroleum Co 22,110,258 
Continental Oil Co, 12,142,000 
Warren 
Petroleum Corp 
Standard Oil Co 
(Ohio) 
Standard Oil Co 
(New Jersey) 


19,162,400 
11,608 000 


9,254,290 6,386,605 


6,080,000* 4,461,000 


117,000,000 148,000,000 


* Includes $879,000 in non-recurring profit 
| Estimated by company 


1955 DEMAND FORECASTS 


Albert J. McIntosh, Socony Mobil’s 
chief oil economist, estimates domestic 
demand for gasoline at about 3,536, 
000 b/d this year, compared to 3,393, 
000 b/d last year 

His figures for gasoline demand in 
the first quarter of this year are 


48 


January: 3,192,000 b/d, or 7.3% 
over last year 

February: 3,155,000 b/d estimated, 
or 2.5% over last year 

March: 3,368,000 b/d estimated, or 
> 8% over last year 

Ihe 4% domestic demand increase 
forecast for gasoline this year, he says, 
compares favorably with 1954’s 2.7% 
gain. Early last year estimates put do 
mestic demand up 4%. But that was 
before the business slump. In 1953, 


7 
( 


domestic demand rose 6 


Consumption—MclIntosh estimates 
the 45 million cars on the road in 1955 
will each consume an average of 695 
gal. of gasoline. Included are commer- 
cial users, such as salesmen, whose 
annual mileage is greater than the 
9,000-10,000 miles a year covered by 
the average driver 

The trend to more than one car per 
family, he adds, ups over-all mileage, 
but it doesn’t boost gasoline consump- 
tion per car. In multi-car families, 
McIntosh says, annual consumption 





Albert J. Mcintosh 


Preview of 1959 


What about business all 
phases of it by 1959? When 
compared to 1946, the first year 
afte, World War II, here’s what 
Socony Mobil Oil Co.’s chief oil 
economist Albert J. McIntosh, 
thinks it will be like 

Gross national product, up 
40% over 1946, when it was 
slightly more than $200 billion. 

Consumer expenditures, up 
33% when expressed in con- 
stant dollars or up 84% when 
expressed in dollars of the day. 





Cost of living, up 38%. 
But McIntosh sees no great in- 
crease between now and 1959. 

Federal Reserve Board pro- 
duction index, up 70%. 

Number of householders, 
up 35%. 

Employment, up 17% 

Income, up 100%. This, 
with a 38% boost in the cost 
of living, means that people will 
have more to spend, says Mc- 
Intosh. 

Cost of goods bought by 
business, up about 50%. 

Automobiles, up 100%, with 
more two-car families. Gasoline 
consumption will be almost dou- 
ble the 1946 rate. 

Oil-heated homes, 3.5 times 
the 1946 total. Consumption 
nearly 3 times as great. The 
lower consumption increase re- 
flects the greater efficiency of 
new oil burners and the smaller 
homes being built, says Mc- 
Intosh, 

He adds, “For all products, 
we estimate the increase will be 
approximately 90%. When you 
consider this with our estimate 
of 70% increase in the produc- 
tion of all kinds of manufac- 
tured goods, you can see we 
believe oil will be increasing 
substantially ahead of the gen- 
eral trend of manufactures.” 
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drops to an average of 417 gal. pet 


car. 
Distillates—Demand for distillates 
will be higher because many new 


homes will have oil heating systems, 
according to Socony. 

Another source reports that from 
Oct. 1, 1954 to March 31, 1955, heat- 
ing oil consumption neared 395.8 mil- 
lion bbl., an all-time peak 11% ahead 
of the previous heating Season. 

Other factors calling for higher dis- 
tillate demand are these: More trucks, 
buses and tractors are using diesel 
fuel. Railroads have largely completed 
the change from steam to deisel-elec- 
tric locomotives. And the increased 
business tempo more 
hauled by more trucks and more rail- 


means goods 
road trains 

Another oil major, marketing prin 
cipally on the East and West Coasts, 
sees this picture for 1955: 

8.5 million b/d total domestic de 
mand for all oil products, up 5% over 
last year 

3,517 million b/d domestic de 
mand for gasoline. The company adds 
that gasoline hasn't reached that figure 
yet. But demand is expected to pick 
up in the months ahead 

966,000 b/d demand for heating 
oils. The company estimates oil burn 
ers at the end of 1954 at 7,650,000 
up 632,000 over 1954. It sees the same 
gain in burner units this year 

1.6 million b/d demand for all 
distillates, including rail, military, and 
other uses 

Market Strong—This same mayor 
sees no weak spots threatening. The 
farm situation, it says, will not affect 
the over-all picture. The expected 
farm income drop of 3-4% will be 
offset by the upward trend in the gross 
national product. The company adds 
“With fewer people farming the same 
acreage, increased mechanization is 
mandatory.” And more machines on a 
farm mean more oil consumption 

That's the national business outlook 
Following is a look at what's happen- 
ing in various parts of the country 
starting with reports 
1955 * NATIONAI 
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PLANTS like this Amoco refinery and Cities Service terminal will 








From the East 


A large East Coast major looks for 
a4.5% to 5% gain in gasoline de 
mand, if business activity holds up. It 
expects to feel the effect of lower farm 
income On sales, but not as much as 
other companies whose marketing is 
more concentrated in agricultural 
areas 

Slow in Some Areas—The majo: 
thinks the slow textile industry in New 
England, Virginia and the Carolinas 
will affect sales. Layoffs and part-time 
work 
mean less driving to and from work 


schedules the company says 
and less driving for pleasure 

Peace a Factor 
the possibility of 


The company sees 
defense spending 
dropping, if world political conditions 
improve, an action that could result 
But, it adds 


the slowdown could be temporary if 


in a business slowdown 


lower taxes follow 

Ihe major notes that jobber mar 
gins have increased substantially. But 
it adds that part of this advantage may 
have been lost through increased job 
ber operating costs 

Independents Thrive Jobber 
groups in the East report business is 
better than ever, higher than the best 
year since World War Il. Demand for 
regular and premium gasoline and 
heating and diesel oil is up 

But commercial account business is 
a sore spot. For example, jobbers in 
Virginia say many good accounts have 
been lost to majors at prices jobbers 
can't meet. 

Collections Down 
ginia and Connecticut 
tions bad 
higher living costs, coupled with slow 


ness in the textile industry, are the 


Jobbers in Vir 
report collec 


Connecticut jobbers say 


causes. Virginia jobbers say there 1s 
less money in farm areas 
OHIO 
Economists at Standard Oil Co 


(Ohio) paint a very bright business pic 
ture in Ohio. Sohio’s retail gasoline 
sales are up 13% over last year. The 


increase is traced to more cars on the 
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road and the demand tor Sohio’s new 
premium gasoline, Boron Supreme 
New Stations—Sohio has built six 
new stations in the Cleveland area this 
year and plans 20-30 more across the 
State before the year ends. But most 
effort will go into modernizing present 


stations 


From the Southeast 


New industries are bringing to the 
Southeast thousands of new workers 
ind their families and attracting the 
hundreds of new suppliers and small 
business concerns that move with the 


veneral shift of larger firms 


GEORGIA 


This year more than 300 new plant 
will be built or expanded in Georgia 
bast year 185 such projects were com 
Auto 
zoomed. They now total 1,122,000 
nearly double the 1945 figure 

Atlanta 
building activity 
vere $25.5 million, double last year 


pleted registrations have 


stands J2th tn national 


First-quarter permit 


total for the same period 
Business Is Better 
business is up 5-10% 


Gasoline retail 
ers say the 
They think it should be higher 
But they 

new oil marketers in the area and to 
More 
competition tends to cut the pie a litth 


match 
ing other activity point to 


many new gasoline stations 
smaller 

The owner of several Independent 
tations says Sure, all of the new in 
dustry coming in is bound to increase 
products But the 


springing 


demand for our 
trouble is new stations are 
up almost in the same proportion to 
the increased demand. When you look 
it it that way, don’t expect anything 
pectacular to happen.’ 

One jobber 
says: “We'll just have to dig a little 
harder. With the fantast« 
Atlanta, there ought to be enough po 
tential to keep us on about the 1954 


level 


whose volume is down 


growth of 


Georgia jobbers report their buss 
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HEAVY OIL products will be used to fuel industrial plants like this one 


ness generally is better than last year 
They say products are better, there is 
more extensive advertising, co-opera 
tion between supplier and jobber i 
better, and collections are good 


SOUTH CAROLINA 


Jobbers in South Carolina say there 
have been more changes of supplier so 
far this year than at any time since the 
Wa;l 

But they add that business is slightly 
better than last year—and about the 
sume as the best post-war year, 1953 
But there’s slowness in farm collec 
tions because of last summer's drought 
and this spring’s freeze 


TENNESSEE 


Iennessee jobbers report higher de 
mand this year for premium gasoline 
and for diesel oil. But regular gasoline 
demand is unchanged from last year, 
and there’s a drop in heating oil and 
lube demand 

Tennessee jobbers add their over-all 
business is about the same as last year, 
with collections good, Profits, how- 
ever, lag behind the level of 1952, the 
best post-war year. Jobbers give two 
reasons for this: Loss of commercial 
accounts to suppliers and higher oper 
ating expenses 


From the Midwest 


Oil men in the Midwest say product 
sales are better than anticipated. Early 
forecasts had sales up 4%; new esti 
mates put sales up 5.3-6%. One oil 
marketing executive describes 1955 as 
“a year of competitive prosperity.” 

Here's a consensus of major com 
pany marketing executives, jobbers 
and jobber Officials on 
1955 business 

Gasoline—Demand is heavier than 
early forecasts. A fairly open winter 
led to more driving. Demand is ex- 
pected to rise the rest of the year be 


association 


cause 
Business is expanding in many areas 
of the Midwest 


SO 


.* 


New manufacturing plants are go 
ing up 

Payrolls are rising, giving people 
more money to spend 

New-house construction is at an all 
time peak 

Farm 
holding up 
lent, except for the dust-bowl areas of 
western Kansas and Nebraska 

Chis spring, farm demand for oil 
was Only slightly higher than last year 


Extremely wet soil conditions delayed 


Picture Farm 
Ihe crop outlook is excel- 


prices are 


planting in southern Indiana, southern 
Illinois, southern lowa and much of 
Missouri 

lo some extent 
leads to a pent-up demand that will 
come later, But there is also a tendency 
for the farmer to cram his work into 
a shorter period and perhaps not cul- 
tivate as much acreage. This would re- 
duce the amount of oil he consumes 

Heating Oils—Next winter's out- 
look in the Midwest is “favorable.” 
Oil expects to grab a good share of 
new-home heating, even though natu- 
Demand last year 


delayed planting 


ral gas competes 
was “reasonably good.” 

Contract Consumers 
was “much stronger” in the first quar 
ter than forecast, thanks to high busi- 
Demand for oil was up 
automobile haulers 


Demand here 


ness activily 
among truckers, 
and road contractors 

Jobber Position Strong—Although 
business is very competitive in the 
Midwest, there’s a feeling the jobber 
is “holding his own” and is continuing 
to get his fair share of the market 

But jobbers will face sharper com 
Ihere’s no shortage of prod- 
uct now or coming up. Many fear a 
surplus could lead to retail price wars 

Rockford, Ill., is an example of how 
a booming economy creates new de- 
mand for oil products. The machine 
tool industry is expanding in this area 
by building new plants 

New plants mean more workers, 
leading to a demand for new houses. 
New-house construction in Rockford 
is keeping pace with industrial expan- 
sion and will hit a new high this year. 


petition 
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Rockford’s gasoline sales are higher 
than a year ago. The oil industry also 
expects higher demand for heating oils 
from new houses, even though natural 
gas is available for heating 

New Facilities Going Up—As a re- 
sult, oil companies are building termi- 
nals and new service stations in the 
Rockford area. 

Smith Oil & Refining Co., a big 
Independent, is building a new 129,- 
QOO bbl. terminal on the Badger Pipe 
Line west of Rockford to meet highe: 
demand in northern Illinois and south- 
ern Wisconsin 

Cities Service Co. is building a 
new terminal at Rockford 

The Texas Co. is adding to local 
terminal storage capacity 


From the Southwest 


Oil business is a little better than 
last year in most parts of the South- 
west. But droughts in Oklahoma have 
cut farm oil demand and slowed col- 
lections. More service stations there 
have shaved per-unit volume. 

In Texas, controlled acreage on rice 
and cotton in Texas, plus competition 
from LP-gas, have cut farm use of 
gasoline. Butane is making inroads in 
the Louisiana farm market. 


Texas 


A San Antonio jobber says there’s 
a definite business increase for majors, 
jobbers, and dealers in that area. He 
thinks people are more willing to 
spend money than last year. 

From Kilgore, Texas, a jobber re- 
ports oil business has taken a slight 
upturn, with majors, jobbers, and re- 
tail outlets benefiting. 


Oklahoma 


Jobbers in Oklahoma report oil 
business about the same as last year 
Over-all volume is up. But the amount 
per unit is down because of many new 
stations. Lower per-unit volume and 
higher costs mean less profit 

Jobbers say there’s not enough new 
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and for asphalt roads on which motorists will burn billions of gal. of fuel. 


business in the state to support the 
increased number of stations. Over the 
years, population hasn’t increased too 
greatly. As a result, stations built to 
pump 35,000 gal. per month are doing 
far less than that and are cutting into 


the volume of other outlets 


Louisiana 


A commission agent in Shreveport, 
La., reports business is up. He says 
people are willing to spend money now 
that all business is better. 

Gasoline volume at some 
port stations is up 10-15% over a yea 
ago. Business, the agent says, will be 
better as the year moves on. His rea 
son: More new cars are being sold 
than ever before, and people are plan 


ning to use them 


Shreve- 


From the Rockies 


Things are humming in the Rocky 
Mountains, too. Here’s what J. W 
Liddell, general manager of Conti- 
nental Oil Co.’s Rocky Mountain re- 
gion says: 

“We're very enthusiastic. The influx 
of people here is providing a big boost 
to business generally. The oil industry 
is prosperous. There is nothing to in- 
dicate it won't continue that way for 
another year.” 


Colorado 


New construction is one of the big 
factors in the general good business 
picture here. Residential building is 
about 2.5 times ahead of last 
In the first three and one-half months, 
Denver issued 2,761 building permits 
for dwellings valued at $17.7 million 
Last year, only 1,114 permits were ts- 
sued for valuations of $7.7 million 
The Denver Chamber of Commerce 
says 2,300 new persons are coming 
into the area each month. 

Gallonage Up Jobbers in the 
Rockies report demand for all prod 
ucts is ahead of last year. Gasoline 
gallonage is higher than 1954, the best 
year. But profits are lower 


yeal 


volume 
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than 1952, the best profit year 

Major suppliers are opening more 
stations. Jobbers are following suit, 
but they're finding expansion stretch 
ing their finances. With more stations 
operating, the gallonage gain is spread 
area, meaning less vol 


To boost profits, 


over a wider 
ume for each station 
retailers are “beating the bushes for 
new business,” jobbers report 

Jobbers find collections are fair, al 
though there’s a drop in farmer in 


come 


From the West 


The national business pattern is be 


ing followed here. Two majors est! 
mate their oil sales will be up 5% this 
year 

Too Much Residual The West 
Coast has the chronic problem of too 
much residual. Distress sales last 
winter moved 7-8 million bbl 
areas. New coking units are also easing 
the situation. The West Coast industry 


is keeping about 25,000 b/d of heavy 


to other 


crude production shut in 


CALIFORNIA 

Gasoline Sales Up—Marketers re 
port first-quarter gasoline 
higher than last year, and they expect 
the upward trend to continue. They 
look for a marked boost in premium 
gasoline demand. New car 
the first two months of the year were 
16% 
year 


sales are 


sales for 
ahead of the same period last 
Regular grade gasoline is not being 


General Petroleum Corp 
of California have 


overlooked 
and Union Oil Co 
introduced new higher octane regular 
gasoline and are recommending that 
pre-1955 


regular 


owners of cars still using 
premium fuel try 
possibly save the price differential 
Switch to Majors—tThere is this 
trend in the West: Some of the Inde 


pendents are swinging over to Major 


grade and 


brands. And one major 1s meeting 
underselling 


Competitors says it 


even Independents in 


price-war areas 


NEWS 
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trying to regain 


after the company’s premium fuel pro 


gallonage dropped 
motion lost its competitive advantage 

Bill Coldiron of Coldiron and 
Peeples Oil Co., Redwood City, Calit 
a large Independent with 27 stations 
in three coastal states, voices what may 
be a new attitude among Independ 
I think that, over 


going to have to look at 


ents a period ol 


time, were 
the mayjor’s side of it We don't 


have carte blanche to move into a 


community with an outlet that will do 
100,000 gal. and destroy the majors 
investment in several high-cost loca 
I think we'll have to arrive at 


ace eptable to 


trons 


some pricing formula 


the majors 


From the Northwest 


An open winter let construction and 
lumbering continue with 
downs. In the Seattle area, the Boeing 
Airplane Co 
payroll in the 


few shut 


with the largest single 


area, expanded and 
hired more workers 
Ihe oi industry 
general prosperity. GP has 
Ferndale, Wash 
Shell is building a new 
Anacortes, Wash 
Natural Gas—Heating 
getting ready for natu 


is contributing to 
the area's 
its new refinery on 
stream, and 
refinery at 

Ready for 
oil distributors 
ral gas competition for the first time 
are advertising to convince homeown 
ers that oil heat is best for them. They 
are making a pitch for oil and service 
contracts and for the 10-month budget 
plan. And they're promoting replace 
ment of obsolete and worn oil-burning 
equipment. To date, the effort has paid 
off: Oil heat has shown an increase in 
the area 

Farm Sales 
farmers in the 
the same as last year 
sales aren't down is that farmers are 
planting different crops—diversifying 
And 


quires more gasoline and oil for farm 


sales to 


Steady—Oi! 
Northwest are about 


One reason why 


operations sometimes this re 


equipment than would be used in nor 


mal operations & 
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Here Is NOJC's 1954 Cost-Profit Survey 


headed by Myles F. Hall, Como Oil Co., Duluth, Minn 


(The 1954 jobber cost survey is based on reports from 


147 oil jobber companies. It was compiled by the National 


Oil Jobbers Council Uniform 


Sales Less Discount 
Less Cost of Sales 


Gross Profit On Sales 


Less Expense 
Delivery Expense 
Bulk Plant Expense 
Sales Expense 
Administration Expense 


Fotal Expense 


Profit From Operation 

Discounts Earned and Other Income 
Net Profit Before Income 
Income 


Net Profit 


I axes 
Taxes 





DELIVERY EXPENSE 


Wages, Salary or Commissions 
Payroll Tax 

Truck Maintenance & Repairs 
fruck Operation 

Truck Depreciation 

Truck Licenses 

Insurance 

Rent & Storage 

Supplies 

Miscellaneous 


Total Delivery Expense 


BULK PLANT EXPENSE 


Wages & Salary 

Payroll Tax 

Plant Maintenance & Repairs 
Plant Depreciation 

Insurance 

Rent 

Stock Loss 

Power, Light & Heat 

Property Taxes 
Miscellaneous 


Total Bulk Plant Expense 


SALBS EXPENSE 


Wages & Salary 

Payroll Tax 

Station Equipment, Maintenance & Repairs 
Station Equipment Depreciation 

Insurance 

Car Travel & Entertainment 

Advertising 


Accounting 


Committee 


Casoline 


$ per Gal. 
2095 
1810 
0285 


QOK2 
QO25 
(07° 
OO] 


QO264 


O22 


[he survey on this page is a preliminary report and had not 


been approved by NOJ 
Fuel Oil 


$ per Gal. 


0084 
0024 
0040 
0067 


0215 


OO39 


( 


Other Products 


Total 


at the time NPN went to press.) 


Total 
1953 


100 
83.3 
16.7 


ma hbwr wn 


Ss) 


“ws 


2.2 





1954 
+ of Sales 
’ §§§ 
O81 
497 
462 
625 
13% 
261 
O78 
OS 
318 


5.100 


1954 
‘> of Sales 


454 
OO} 
267 
280 
OK? 
165 
061 
066 
072 


05? 


1.500 


1954 
“> of Sales 
1.544 
020 
443 
34] 
075 
258 
437 


Property [Taxes 


Miscellaneous 


lotal Sales Expense 


ADMINISTRATION EXPENSE 


Wages & Salary—Offic 
Salary 
Payroll Tax 

Car Operation 
Office 
Depreciation 
Insurance 


€ 


Officers & Owners 


Maintenance & Repair 
Office Equipment, Etc 


Rent, Office Supplies & Postage 


Water, Light & Heat 

Travel & Entertainme 
Telephone & Telegrap 
Interest 

Bank Charges 

Legal & Audit 

Dues & Subscriptions 

Directors’ Fees 


Miscellaneous 


Fotal Administrative Expense 


nt 
h 


057 
425 


3.600 


1954 
% of Sales 


1.361 


1.523 


070 
074 
O91 
096 
REZ 
253 
050 
136 
141 
177 
OO! 
O98 
072 
O16 
219 


4.500 


REGIONAL COST-PROFIT BREAKDOWN 


Total Sales—$95,932,765 


Midwest 
(86 Cos.) (50 Cos.) 


c 
c 


Sales 100.0 


Cost of Sales & 
Gross Profit on Sales 1! 
Less Expense l 
Profit from Operation 
Other Income 

Net Profit Before Taxes 
Income Taxes 

Net Profit After Taxes 


NATIONAIL 


1.1 
8.9 
§.3 
3.6 
1.0 
4.6 
Pt, 
2.9 


PETROLEUM 


South 


East 


yf y 
% % 


100.0 
87.2 
12.8 17.9 
10.7 16.1 
2 1.8 
1.0 


100.0 
82.1 


, 
l 
1. 
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lotal 


(11 Cos.) (147 Cos.) 


% 


100.0 
83.9 
16.1 
13.5 

2.6 

9 
3.5 
1.3 
2.2 


1955 





automotive —f7j 
Gas Turbine Makes Its Station Debut 


YERVICE station dealers in Detroit 
\ have had their first look at a gas 
turbine engine 

Chrysler engineers have been driv- 
ing their Gas Turbine Special—a stock 
Plymouth powered with the revolu 
tionary new engine—on city streets 
there for the past few months. But in 
traffic it looks like just another new 
Plymouth, except maybe a little noisiet 
than a new car should be 

Then it pulled into three Detroit 
stations—and drew amazed reactions 
from the dealers. 

One said the turbine will cut pump 
island service time sharply, since there 
is no radiator to fill and no need to 
pour in antifreeze on busy winter days 

Most observers find the Turbine UNDERNEATH, the new gas turbine Plymouth is almost the same as stock models, 
noisier than conventional engine. One except for exhaust outlet. Differential is being drained here 
man said, “It sounds like a vacuum 
cleaner going real fast.” : 

Chrysler spokesmen blamed much é a a 
of the noisiness on the fact that in its , . md 
public preview the experimental en - : r 
gine idled for long periods. In order 
to prevent overheating and possible 
flame-outs (stall), the engine was idled 
at 30,000 rpm rather than the cus 
tomary 20,000 rpm 

But the real surprise about the tur- 
bine is its acceleration. A driver who 
was waiting beside the Plymouth for a 
stoplight—commenting on the noise 
of the engine—sat stupefied when it 
pulled swiftly away from him as the 
light changed. 

At one station, two teen-agers 
walked in. “Someone told us there 
was a real cool car in here,” they said, 
looking the machine over with critical a a ERNAUST free the new-style exte engine 
eye. “It must be powerful. One of the and service with ges turbine cers is het, dealer finds, but doesn’t burn 
kids said you can spin the wheels on 
the getaway.” * 





Turbine Timetable 


Gas turbine developments 
continue to come fast, lending 
more support to predictions that 
the new powerplants will be in 
production-line cars in five years 

General Motors makes no 
comment, but it is known that 
GM has developed a heat ex- 
changer for its automotive gas 
turbine. Reliable sources say it 
is similar to those developed by 
Chrysler and Ford 

One car maker is reported 
committed to a gas turbine auto 
design, which indicates produc- 
tion about four years from now INSTRUMENT PANEL is uncluttered. Motorists now driving “boilers” will be pleased 
with the new temperature gage (right), which ranges to 2,000 deg. F. 
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Sunray Aims Marketing Push 


NEW and 
4% company was born last month 
with the merger of Sunray Oil Corp 
and Mid-Continent Petroleum Corp 
It has available $100 million in cash to 
finance a five-year, expansion program 
in all branches of the company. The 
biggest part of the expansion will be 
in marketing. 

There is no question that the lion’s 
share of the new company’s expansion 
must be in marketing. Additional dis 
tribution facilities are vital because the 
newly combined refining capacity far 
outbalances present marketing ca 
pacity. 

Initial plans call for the construc- 
tion of several hundred new service 
stations, the expansion of bulk plant 


vigorous major oil 


54 


and terminal facilities, and the re- 
habilitation of several hundred other 
properties, 

The merger was such a natural that 
many oil men are wondering why it 
didn’t happen long ago. 

Sunray, primarily an_ exploration 
and producing company, owned no 
bulk plants or service stations, had no 
brand name, Its refined products went 
mostly to unbranded jobbers, to some 
majors and to the open market. 

Mid-Continent, with a tightly knit, 
hard-hitting refining and marketing 
organization, had to buy most of its 
crude. It was the largest buyer of 
crude in Oklahoma. 

The new parent company becomes 
the 15th largest integrated oil com- 


pany in the U. S. with total assets of 
$496 million. 

A wholly owned subsidiary, D-X 
Sunray Oil Co., will consolidate the 
refining, pipe line, and marketing ac- 
tivities. The parent company will han- 
dle exploration and production. 

Here is a breakdown, according to 
operating functions, of how Sunray 
Mid-Continent’s expansion program 
stacks up: 


MARKETING 


The new company will consider the 
whole midlands region from the 
Appalachians to the Rockies, from 
Canada to the Gulf — as its marketing 
territory. 

At the end of 1954, Mid-Continent 


NATIONAL PETROLEUM NEWS ¢ June, 1955 





owned and controlled about 2,715 
service stations in southern Minnesota, 
lowa, Missouri, most of Illinois and 
Indiana, southern Wisconsin, western 
Kentucky, northern Arkansas, south 
eastern Kansas, and Oklahoma (light 
gray area on map). It also owns all of 
its bulk plants and terminals. 

In an uneven circle around this ter- 
ritory (dark area on map) Mid-Con- 
tinent also distributes through about 
6,000 jobbers and dealers who sell its 
D-X brand, through nonexclusive deal 
ers in a large area extending west as 
far as the Rockies 
own stations or, under the D-X brand, 
through Independents 

The other 5% to 10% (all lube oils 
and greases) is distributed, under the 
D-X brand, through nonexclusive deal 
ers in a large area extending west as 
far as the Rockies 

The products to supply this market 
ing organization have come from Mid- 
Continent’s 70,000-b/d_ refinery at 
Pulsa 

Now, with the merger, there has 
been added the output of Sunray’s 32, 
000-b/d plant at Duncan, Okla., plus 
Sunray'’s half interest in the 25,000 
b/d Suntide Refining Co., at Corpus 
Christi (Kerr-McGee owns the other 
half). 

That gives the new company a total 
refining capacity of about 115,000 
b/d, with a good chance that more will 
be added to handle the increased crude 
output resulting from the merge! 

With this additional product to 
Sunray Mid-Continent 
iook toward new horizons. And the 
direction its expansion will take, at 


move, must 


least at the start, has been determined 
largely by the transportation situation 
The new company’s marketing ef 
forts will be aimed at areas that are on 
or adjacent to the Ohio-Mississippi 
River system, from Ohio and Ken 
tucky to the Gulf. That means expan 
sion into areas now dominated in 
varying degrees by such majors as 
Standard of Indiana, Standard of Ken 
tucky, Standard of Ohio, Pure Oll 
Phillips Petroleum, and Ohio Oil 
Sunray Mid-Continent will be fight 
ing hard to line up jobber distribution 
in its expanded territory. Mid-Con 
tinent has always been tied in closely 
with jobbers. It likes the jobber meth 
od of distribution. But it won't hesi 
tate to move in with company-owned 
marketing 
jobbers are not available 


facilities where efficient 

Although the new company expects 
eventually to saturate the entire mid 
lands, it won’t move blindly into a new 
territory. Expansion into each new 
local area will be preceded by con 
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sumer surveys and a careful study of 
marketing conditions and costs 

Not even the executives of Sunray 
Mid-Continent know how many new 
marketing facilities will be built. But 
they are thinking in terms of hundreds 
of new stations, modernization of hun 
dreds more. Many new bulk plants 
and terminals will be needed 

With $100 million available, the 
new company has money to spend 
And C. H. Wright, former chairman 
of Sunray and now chairman of Sun 
ray Mid-Continent, 
loosen purse strings. He doesn’t be 


knows how to 


lieve in status quo. His philosophy ts 
that if youre not 
you're bound to go backwards 


going forwaid 


TRANSPORTATION 


Ihe recently Oklahoma 
Mississippi River Products pipe line, 
running from Duncan, Okla., to West 
Memphis, Ark., is the key to Sunray 
Mid-Continent’s expansion, The Com 
pany will supplement it with a new 


opened 


barging system. 

Sunray already owned a 50% inter 
est in the 12-inch pipe line, which runs 
475 miles from Sunray’s Duncan re 
finery to Mississippi River terminals at 
West Memphis 

To tie in with the pipe line, Sunray 
Mid-Continent plans to set up a barg 
ing system to carry its products into 
eastern Arkansas, western Tennessee 
Kentucky, Ohio, southern Illinois and 
Indiana, as well as downriver into 
Mississippi and Loutsiana 

[he barges also will supplement 
Mid-Continent’s present movement of 
products through the Great Lakes pipe 
line from Oklahoma into the Chicago 
metropolitan area Mid-Continent 
owns an 18.96% interest in the Great 
Lakes Line 

The expansion into water transpor 
tation probably will come as soon as 
barges can be contracted for and built 
They will be combination barges, suit 
able for use on the inland waterways 
from Houston up the Mississippi, Illi 
nois, and Ohio rivers 

(At present, the company plans to 
lease tugs, although some may be pur 
chased later, depending on relative 
costs.) 

No new products lines are contem 
plated now. Only nominal expansion 
of crude lines will be made as produ 
ing conditions warrant 


PRODUCTION 


[he new company plans intensive 


exploratory and drilling operation in 
the Denver-Julesburg basin, with east 


ern Colorado being the chief scene of 
operations 


NEWS 


As of now, the merged companies 
have estimated crude production of 
90,000 b/d, 70,000 b/d from Sunray 
and 20,000 b/d from Mid-Continent 

Sunray’s 


Canadian reserves, re 


garded as “substantial,” are not in 
cluded in the estimates 

Sunray owns producing acreage in 
13 states and Canada, and undevel 


oped acreage in 20 states and Canada 


REFINING 


New refining facilities may be 
bought in western Kansas or eastern 
Colorado if crude output from the 
Denver-Julesburg Basin warrants it 

In addition, a hydrogenation unit 
definitely will be added to the Tulsa 
refinery to increase the yield of high 
octane gasoline, allow the upgrading 
of other products, and reduce the yield 
of residual fuels 

The company also plans improve 
ments in its lubricating oil plants to 
eliminate the use of filter clay and 
make for improved product at lower 
cost e 


Leonard Refineries Aims 
At 100-Octane Fuel 


By putting crude from any field in 
the country through two new refining 
units to go on stream this fall, Leonard 
Refineries, Inc., of Alma, Mich., will 
be able to produce 

@ Higher 
100. plus 

@e Cleaner and better heating oils 

A 3,500-b/d Ultraformer and a 
5,200-b/d Hydrofining unit will go on 


octane gasoline—up to 


about Oct. | at a cost to 
Leonard of $1 million. The Ultra 
former ts capable of turning out 100 


stream 


octane-plus automotive gasoline. Leon 
ard isn’t saying when, but Sales Vice 
President I B 


company will be able to meet “any 


Kamperman says his 


octane requirement anticipated in the 
next several years 

He added that Leonard will be able 
to fuel a 10:1 automobile engine if it 
on the market next year, but 
ay nothing about the expected 
octane rating of the first batch of gaso 


appear 
vould 


line to come out of the new unit next 
fall 

In the past, Leonard has been a 
number or two above most Michigan 
marketers. So with several Detroit 
premiums now above 94, Leonard's 
new product may 
could hit 98 


Leonard says the Ultraformer will 


go over 97 and 


produce top-octane gasoline from low 
straight-run product distilled 
from any U. S. crude 


octane 





No need to post such signs when independent 
jobbers work with Ashland Oil & Refining 
Company—because through the years Ashland 
Oil has respected the jobbers’ freedom of 
operation. Other than being a better source of 
properly promoted and merchandised gasoline 
and petroleum products, Ashland Oil offers 
the independent jobber much more. It offers 
the jobber plans and blueprints to insure his 


success ... and his continuing independence. 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


ALTON, ILL 2616 E. Broadway; BUFFALO, N.Y.— 800 Ellicott Square; CHICAGO, ILL. — 122 S. Michigan 
Ave.; CINCINNATI, O 1402 Fed, Reserve Bank; CLEVELAND, 0 Standard Bidg.; DETROIT, MICH P.O 
Box 6025; EVANSVILLE, IND 2500 Broadway; FINDLAY, 0 P.O. Box 210; LOUISVILLE, AY 

3005 Dumesnil; NASHVILLE, TENN 5 E. Main; PADUCAH, KY.; PITTSBURGH, PA 711 Park Bidg. 


The Independent Brand for Independents 
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Kerr-McGee Moves 


ERR-McGEE Oil Industries, Inc., 

one of the Southwest's leading 
Independent producers, becomes a 
marketing company as well with ac- 
quisition a month ago of Deep Rock 
Oil Corp.’s marketing, refining and 
pipe line facilities. 

Deep Rock, concluding a tempestu 
ous decade of reorganization, refinanc 
ing, internal upheavals and _ policy 
changes, ceases to exist as an Inde- 
pendent integrated company 

The brand name of Deep Rock, 
which flies in nine Midwest states 
along the Great Lakes Pipe Line, plus 
Deep Rock’s entire marketing organ 
ization, now belong to Kerr-McGee 

Kerr-McGee hasn't any specific 
plans as yet for expanding its market- 
ing activities. But Dean McGee presi- 
dent, declares flatly that “it is our plan 
to adopt an even more aggressive mar- 
keting and distribution setup than 
Deep Rock has had in the past.” 

With acquisition of Deep Rock’s 
19,000-b/d refinery at Cushing, Okla., 
Kerr-McGee now has total refining 
capacity of 35,000 b/d. Kerr-McGee’s 
refinery at Wynnewood, Okla., was 
recently remodeled and expanded to 
a capacity of 16,000 b/d with the ad- 
dition of a catalytic cracker. 

Kerr-McGee’s exploratory drilling 
and production activities will be 
stepped up substantially in the Gulf of 
Mexico, Cuba and the Middle East, 
as well as in the U. S. 

For the present, Kerr-McGee will 
continue to use the Great Lakes Pipe 
Line system almost exclusively for 
transporting products into the Mid 
west. Whether the new company will 
get into barging, or build any new 
pipe lines, is a question for the future. 

Less than a year ago, Deep Rock 
sold most of its producing leases and 
royalties, its Cushing refinery and 
crude oil pipe line to the General 
American Oil Co. of Texas for $27 
million. 

It leased back the refinery, pipe line 
and a handful of marketing properties 
for eight years at an annual rental of 
$250,000. These leases have been 
transferred to Kerr-McGee. 

The skeleton of the old Deep Rock 
organization, starting virtually from 
scratch, will function solely as an oil 
and gas producing, royalty, engineer- 
ing and investment company. The first 
thing it must do is find a new name. 
W. H. Garbade, youthful president of 
Deep Rock since 1948, will head this 
new company. 
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Marketing 


SIGNING the formal document that made the $17 million sale of Deep Rock Oil 
Corp. properties to Kerr-McGee Oil Industries, inc., official is D. A. McGee, president 
of Kerr-McGee. Also seated at the table are F. C. Love, general vice president of 
Kerr-McGee and Carl A. Houy, Deep Rock vice president. Standing are O. O. Kerr, 
secretary of Deep Rock and Dean Terrill, special counsel for Kerr-McGee 


It starts out with daily production 
of only 1,200 bbl. In addition, its 
wholly owned Hugoton 
Plains Gas & Oil Co., has average 
daily production of 65 million cubic 
feet of gas and 40,000 gal. of liquid 
products. Garbade’s new company will 
retain its interest in the Many Islands 
gas field in Alberta, and its interest in 
5.2 million acres in Cuba 


MARKETING OUTLOOK 


At the start, the Garbade company 


subsidiary, 


is expected to concentrate its explora 
tory and drilling activities in those 
areas where it has property. But it 
may be expected to venture soon into 
additional territories 

It may be taken for granted that 
Kerr-McGee intends to cut a wide 
swath in Midwest marketing 

And, as Dean McGee points out 
marketing expansion is vitally neces 
sary “to adequately take care of the 
capacity we now have in our two re 
fineries at Cushing and Wynnewood.’ 
Wynnewood adds 16,000 b/d of prod 
uct that the old Deep Rock marketing 
organization will be called upon to 
distribute. 

“With the additional production of 
our new refinery at Wynnewood, Deep 
Rock’s marketing needs will be much 
greater than in the past,” McGee ex- 
plains. “We intend to step up the mar 


NEWS 


keting and distribution of Deep Rock 
products until they can match the in 
creased refinery capacity the company 
now has.” 

Whether Kerr-McGee will cling to 
the old Deep Rock policy of market 
ing exclusively through jobbers is one 
of the many problems yet to be de 
cided 

Certainly Kerr-McGee may be ex 
pected to continue supplying 
Rock’s 400 
these are the people who stand for the 
Deep Rock brand in their local areas 
Ihe company no doubt will be on the 


Deep 


jobber accounts, since 


prowl for additional jobber accounts 

But Kerr-McGee probably will not 
hesitate to enter direct marketing—in 
areas not served by Deep Rock jobbers 

when favorable opportunities pre 
sent themselves 

Also, it is likely that Kerr-McGee 
eventually will expand its marketing 
activities outside the nine-state area of 
Oklahoma, Nebraska, the 
Dakotas, Minnesota, lowa, Wisconsin 
and northern Illinois that now com 
prises Deep Rock’s marketing terri 
tory 


Kansas, 


Deep Rock’s jobber customers may 
be described generally as “cautiously 
enthusiastic” over the sale to Kerr 
McGee. They realize that Kerr-McGee 
has been a strong and flourishing com 
pany for many years. They have as 
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surance of a plentiful supply of high 
quality products, The same sales rep- 
resentatives, down to and including 
the five district offices at Tulsa, Chi- 
ago, Minneapolis, Fargo, N. D., and 
Des Moines, will continue to work 
with the jobbers. But the jobbers will 
wait to see what happens before com- 
mitting themselves too strongly. 

A hint as to the future aggressive 
ness of Kerr-McGee’s marketing policy 
was contained in newspaper advertise 
ments appearing May 2, just five days 
after completing the sale 

Theme of the ads is that “a great 
brand adds new muscle.” One part of 
the ad declares that Kerr-McGee real 
izes “full well the confidence we in 
herit from you who buy Deep Rock 
products. We respect it 

“We are no strangers to the oil in 
dustry. We stand before you—an inde 
pendent integrated company—allied 
with independent self-owned oil job 
bers, staffed with the same fine sales 
people you have learned to know, Our 
job under the Deep Rock brand name 
is just starting.” 


THE TRANSACTION 


Kerr-McGee is paying the old Deep 
Rock company $17 million of cumula 
tive, 4.5% convertible, preferred 
stocks, plus a substantial oil payment 
Deep 


from undeveloped leases that 
Rock is transferring to Kerr-McGee 
Deep Rock sold most of its undevel- 
oped leases to Kerr-McGee, but re 
tained a production payment amount 
ing to $3,000,000, payable out of 5% 
gross income from new discoveries on 


these lands. 

Deep Rock also is transferring to 
Kerr-McGee $5 million cash and $12 
million in assets, including trade name, 
accounts and notes receivable, mate 
rials, supplies and equipment 

Conversion figure for the $17 mil 
lion cumulative convertible preferred 
stock was placed at $60 a share for the 
next three years. If all stock were con- 
verted at that time, Kerr-McGee com 
mon would increase by about 280,000 
shares. With 2 million shares outstand- 
ing, the increase would be about 14% 
The conversion price goes to $65 after 
hree years, to $70 after six years 

Deep Rock marketing employes will 
retain seniority rights and the equiva- 
lent of present benefits. Product sales 
will be headed by two former Deep 
Rock vice presidents and a Kerr-Mc 
Gee vice president, 

Sales of heavy products will be in 
charge of J. J. Kelly, Kerr-McGee 
marketing vice president. W. M. Mur- 
ray, former Deep Rock vice president, 
direct sales, is in charge of bulk sales 
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to compounders, refiners, marketers 
and manufacturers. J. G. Campbell, 
former Deep Rock marketing vice 
president, heads the distribution of 
branded products 

As a producing company, Kerr- 
McGee, operating 18 major drilling 
rigs, has some notable firsts. It drilled 
the first oil well in the Gulf of Mexico 
and drilled the Cuban discovery well 
that set off a big boom. It now has 
drilling crews active in Cuba, Mexico, 
the Middle East and the U. S. 

Deep Rock’s fortunes were at a low 
ebb when, in 1948, Deep Rock tapped 
Shell Oil Co. to bring in smiling, black- 
haired Bill Garbade, then 38, as pres- 
ident 


DEEP ROCK’S FIGHT 


In 15 years as one of Shell’s “bright 
young men,” he had risen spectacu- 
larly to assistant secretary and assist 
ant treasurer. He took to Deep Rock 
wide experience in several phases of 
oil operations and had helped reor- 
ganize Shell's distribution system in 
western Europe in 1946. 

At Deep Rock, Garbade found pro- 
duction pegged at about 3 million bbl. 
per year. Many wells were in old 
fields, and their output was gradually 
diminishing. 

Ihe Cushing refinery was obsolete 
It was a question of whether to scrap 
the plant or lay out $4 million for 
modernization 

Marketing facilities bulk plants 
were antiquated, 
run down. Little, if any, money had 
been spent on them for years. Untold 
millions would have been required to 
modernize these facilities 

After a special committee had con- 


and service stations 


ducted a year-long economic analysis 
of Deep Rock’s problems and opera- 
tions, it was decided to modernize the 
Cushing refinery, carve out an “eco- 
nomic” marketing territory 100% 
along the path of the Great Lakes 
Pipe Line, and to sell all marketing 
properties to the company’s commis- 
sion agents, enabling them to become 
independent jobbers. 

By converting completely to jobber 
distribution, Deep Rock hoped to gain 
enough private financing to modernize 
the marketing facilities. 

Deep Rock insisted to the end that 
it was completely satisfied with its 
100% jobber distribution. But it is 
possible that the modernization of 
bulk plants and service stations did not 
progress as rapidly as Deep Rock had 
hoped. 

One of the Deep Rock executives to 
depart when Deep Rock converted to 
jobbers was B. L. Majewski, who for 
many years had served as Deep Rock’s 
marketing vice president in Chicago 

Majewski formed the Great Ameri- 
can Oil Co. in Chicago as a distributor 
of Deep Rock products. He remained, 
however, as a member of the board 
and will continue as a director of the 
new Garbade company. 

On Sept. 7, 1954, Deep Rock’s 
board accepted the offer of General 
American Oil Co. of Texas to pur- 
chase for $27 million most of Deep 
Rock’s producing leases and royalties, 
refinery, crude oil pipe line and what 
remained of marketing properties. 

This was the beginning of the end 
of Deep Rock as an integrated com- 
pany. The final chapter was written 
when the sale to Kerr-McGee was 


completed. s 
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THOUSANDS OF STATIONS 


with Dayton’s 
UNIQUE PROGRAM 


PROFIT OPPORTUNITY UNLIMITED . . . that’s what is said 
about the Dayton Thorobred Franchise which offers a 
program specially designed for multiple-station opera- 
tions. Right on top of the market in every way it offers 
the highest quality product, up-to-the-minute design and 
proved performance resulting from fifty years experience 
and leadership in the tire industry. Ready availability 
from close-at-hand stocks keeps inventory investment at 
a minimum. 




















It’s a unique marketing program backed by powerful 
merchandising, colorful point-of-sale displays and _ field 
merchandising help right at the retail level. Compare 
the advantages of the Dayton Thorobred program with 
any other — you'll readily see why thousands of stations 
are building volume . . . boosting tire sales with Dayton. 


Here’s The Program That Does It! 


Sensible, Competitive Pricing 


Complete Highest Quality Line 
Written Service Guarantees 


Aggressive Advertising and Promotion Dayton Thorobr 
Attention-Getting Sales Aids BPibboun 


On-the-Spot Sales Training $5 
TUBELE 


Helpful TBA Field Merchandisers 


; Anest, safest eae 
Experienced Management Counsel Veta peyten’s complete PO ailitde 











Dayton is one of the leading suppliers of Private Brand Products 
to the Petroleum Industry, currently serving over 100,000 stations. 


GOLDEN me A Complete line 
— f Thorobred 
al Yj t ] Teh ia la 4 coastal 


YEARS OF PROGRESS Truck Tires 
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@ Du Pont has announced a new 
super” synthetic rubber for tire 
treads, called Adiprene, that has “out 
standing” resistance to abrasion, heat, 
oils and weathering 


SIGNIFICANCE: This is another major 
step toward the 100,000-mile tire. 


B® Khode Island legislators have ap 
proved a $30 million highway bond 
issue to help pay for $70 million in 
new highways over the next four years 


SIGNIFICANCE: No new or increased taxes 
will be needed to finance it. 


®@ Name of American Oil Co.s Texas 
manufacturing subsidiary—Pan Amer 
ican Refining Corp. of Texas City 
has been changed to American Oil Co 
(a Texas corporation) 

SIGNIFICANCE: All Amoco manufacturing 
operations now are identified with the 


brand names under which products are 
sold. 


@ W. L. Spencer, Union Oil’s man 
ager of national and refinery sales, 
now has the responsibility for contact 
ing accounts whose purchasing is done 
through offices outside Union Oil Co.'s 
marketing area under the company’s 
new sales policy. New categories un 
der his direction are bunker, railroad 
and aviation fuels 

SIGNIFICANCE: Union is making an agres- 
sive bid for sales to eastern firms with 
operations on the West Coast, but is not 
expanding its marketing area. 


@ Champlin Refining Co., now a sub 
sidiary of the Chicago Corp., is build 
ing a new 6 million-gal. terminal neat 
Columbus, Neb., scheduled for com 
pletion this fall 


SIGNIFICANCE: Champlin will expand its 
trade territory in the Plains states. 


@ Whitewall tires, gaining popularity 
rapidly, are accounting for 60% of 
all original equipment tires on 1955 


car models—up from 40% last year 


SIGNIFICANCE: Whitewalls’ share of this 
market may hit 75° by 1957. 


@ General Motors Corp. net sales 
totaled more than $3.1 billion for the 
first quarter of 1955, up from $2.4 
billion for the same period last year 


SIGNIFICANCE: This is the highest quar- 
terly sales figure in GM history. 


@ Major suppliers have raised prices 
of gasoline, furnace oil and diesel fuel 
in the Spokane, Wash., market—and 


60 


retailers have passed the increases on 
to Customers 


SIGNIFICANCE: Action follows 4.5% area 
wage increase effective March 1. 


@ Esso Standard Oil Co. has allocated 
$133 million for manufacturing and 
marketing facilities expansion this year 
largest such budget in its history. 
SIGNIFICANCE: A total of $33 million will 
be spent for development and improve- 
ment of service stations and bulk termi- 
nals. 


® Standard Oil Co. (Ohio) is planning 
a new Ultraformer at its No. | refinery 
in Cleveland 


SIGNIFICANCE: New unit will boost Boron 
Supreme octane rating from 95' to 97. 


® Construction is ready to begin on 
Peace River Oil Pipe Line Co.'s 106- 
mile line from northwest Alberta to 
connect at Edson with the Trans- 
mountain line, which serves Van- 
couver and Seattle 

SIGNIFICANCE: The line will carry 10,000 
b/d of crude to Vancouver and Seattle 
before the year’s end. 


@ National Petroleum Council has 
approved appointment of a committee 
to make another study of the oil indus- 
try’s manpower needs. This would 
bring up to date two previous studies, 
the last completed in May of 1951 

SIGNIFICANCE: The study would deter- 


mine total manpower and special skills 
needed to maintain the industry in war. 


@ After meetings with oil industry 
and trucking representatives, Interstate 
Commerce Commission is expected to 
delve into a study of tank truck oper 
ating costs 

SIGNIFICANCE: Study probably will lead 
to a uniform cost scale for the tank truck 
industry, for use in rate-setting actions. 


® Expansion required to keep up with 
the nation’s road-building boom is one 
reason Standard Oil Co. of California 
plans a $300 million capital spending 
program this year. 


SIGNIFICANCE: One-third of the total will 
zo for refining and marketing. 


@ Utah Oil Refining Co., Salt Lake 
City (Standard Oil Co. of Indiana 
affiliate), has appropriated $1.7 million 
for marketing expansion this year. 


SIGNIFICANCE: This includes 30 new 
retail outlets in its trade area. 


NATIONAI 


@ Ethyl Corp. is offering oil compa- 
nies a hand in an all-out campaign to 
promote car travel under the slogan, 
“Drive More, it gets cheaper by the 
mile.” Ethyl expects its national ad- 
vertising program to reach 40 to 50 
million people in the balance of the 
year. Special promotional materials 
tying in with the campaign—for sta- 
tion use, advertising and other pur- 
poses—will be made available to oil 
men at cost. 

SIGNIFICANCE: This may be the start of 
a concerted oil industry drive to push 
greater car travel. 


@ U. S. oil industry has the highest 
crude oil reserve capacity in its history 

more than 2 million b/d—says 
Frank M. Porter, president of Ameri- 
can Petroleum Institute. 
SIGNIFICANCE: Reserve capacity at the 
beginning of World War II was only 1 
million bd. 


@ Texas Supreme Court has okayed 
construction of 30-mile, six-lane (each 
way) toll highway between Dallas and 
Fort Worth, to cost $58.5 million. 
SIGNIFICANCE: This will be Texas’ first 
toll road. 


@ Nine major oil companies have 
been invited to send representatives to 
a preliminary conference in the in- 
vestigation of the latest gasoline price 
hike in Michigan. Companies are 
Shell, Cities Service, Sun, Gulf, Pure, 
Texaco, Sinclair, Standard of Indiana 
and Socony Mobil. 

SIGNIFICANCE: Companies have been 
asked to send representatives “who can 
speak for the company.” 


@ Nebraska and Georgia legislators 
have repealed their state turnpike en- 
abling acts and a bill now before the 
Michigan legislature would do the 
same in that state. 

SIGNIFICANCE: These are signs of the 
strong resistance turnpikes are encounter- 
ing from farmers, oil jobbers and other 
small businessmen in states that are pre- 
dominantly agricultural. 


@ For-hire tank truckers handled 
58.5 million tons of oil products in 
1954. Contract carriers lost ground to 
common carriers—their business de- 
creased 2.4% from 1953 while com- 
mon carriers gained 5.6% in tonnage, 
according to a report by American 
Trucking Assns. 

SIGNIFICANCE: Total volume for all for- 
hire carriers was up 4.3% from 1953. 
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time-tested performance, brilliant beauty 


Through research “ a better way 
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When electrical energy takes the 
path of least resistance following 
deposits over insulator tip (A)... 
it robs electrical energy required for 
proper firing at gap (B) resulting in 
partial combustion, hard starting and 


reduced gas mileage. 


] 


; 


Win friends and 


“IGNITION ENGINEERED” AUTO- 
LITE SPARK PLUGS are designed 
to maintain insulator tip temperatures 
to resist the depositing of end prod- 
ucts of combustion at (C) allowing 
full utilization of spark plug energy 


at gap (D) ... thus permitting maxi- 


mum energy for proper combustion 
at gap. Results .. . top engine per- 


formance, fast getaway, sure starting. 


AUTO-LITE MAKES A COMPLETE LINE OF RESISTOR, STANDARD, 
TRANSPORT AND MARINE SPARK PLUGS FOR EVERY USE 














INFLUENCE 
PROFITS! 


Sell the Spark Plugs that 
insure customer satisfaction 





AUTO-LITE Car owners prefer Auto-Lite Spark Plugs because they’re ignition 
SPARK PLUGS engineered for peak performance—long life—quick starts and to 
minimize the effects of spark plug fouling. 


This sign identifies you as ‘ . ike ° “We . 
an Auto-Lite Registered Auto-Lite Spark Plugs are original equipment on millions of 


Spark Plug Boater. America’s finest cars, trucks and tractors because manufacturers 
consider them best for their products. 





For full information on how you can benefit from the field selling 
and engineering facilities of Auto-Lite and the famous Auto-Lite 
Service School ... be sure to get the full facts on Auto-Lite Spark 
Plugs. 


THE ELECTRIC AUTO-LITE COMPANY 


Toledo Spark Plug Division 


“hag Anofrn - 
You profit most with Auto-Lite Spark Plugs... POWE, Ye | 
they're backed by the most effective adver- un tw S a 
\ 


** 
‘ 


tising and selling campaigns in the industry 








2 BEST OPENING 


R ADD-ON SALES 


A continuing survey of over 20,000 
service station customers shows that drivers who drink a 
bottle of Coca-Cola spend 12% more money than those 
who do not buy Coke. 


Next to gasoline, Coca-Cola is the most popular item the 
service station carries. And every bottle of Coke you sell 
puts a customer right where you want him — out of his 
car and in buying position for money-making TBA items. 


®. SS. A cooler for Coca-Cola helps you build traffic and sales 
in your station and, at the same time, pays you about twice the 
profit margin that you make on gasoline! 


Let me show you how the 
most asked-for soft drink in 


ontranney poate: -ggaaa SELL 
Yur Qoen- Ola Labiman Cli 


50 MILLION A DAY! 


* COKE” 18 A REGISTERED TRADEMARK 
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Jobbers Invade Capitol in Imports Fight 


CARAVAN of 46 jobbers de- 

scended on Washington last 
month to fight against enactment of 
legislation to restrict the flow of for- 
eign oil imports. 

In the view of the National Oil Job- 
bers Council, the result was one of the 
smoothest operations ever conducted 
by a trade association seeking to sell 
its viewpoint to members of Congress 

Otis H. Ellis, NOJC general coun 
sel, is confident that the jobbers’ Capi- 
tol visit was a key factor in passage 
of President Eisenhower's trade pro 
gram without “crippling” amendments 
The operation also established the job- 
bers as a political force that must be 
reckoned with in the future, he feels 

The dust had hardly settled from 
the jobbers’ visit when representatives 
of another industry segment—the ma 
jor suppliers—arrived in Washington 
to lodge an emphatic denial of charges 
that they have engaged in coercive and 
discriminatory practices toward inde 
pendent retail gasoline dealers 

The major oil companies told a 
House Small Business subcommittee 
headed by Rep. James Roosevelt (D., 
Calif.) that dealers represented by the 
National Congress of Petroleum Re- 
tailers had painted a false and mis 
leading picture of the industry’s mar- 
keting practices (May NPN, p. 61) 
They said proposed legislation “regu 
lating” marketers is unnecessary and 
unwise. 

Recommendations of the commit- 
tee are expected before Congress ad- 
journs in mid-summer. But the outlook 
is for the committee to urge that the 
dealers and suppliers settle the prob 
lem themselves for the good of their 
industry. 

NOJC feels it is too early to tell 
whether the “compromise” 
ment inserted in the President’s trade 
bill by the Senate will result in a 
limitation on oil imports. The answer, 
Ellis contends, rests upon the shoulders 
of President Eisenhower—and upon 
whether negotiations leading up to 
acceptance of the “compromise” in 
cluded any ironclad promises by major 
oil companies that they will voluntarily 
hold imports down. 

The “compromise” was adopted in 
lieu of the Neely Amendment—hotly 
opposed by the NOJC—that would 
have imposed a specific quota on oil 
imports. The substitute amendment 
allows the President to act when im- 


amend- 
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ports of oi or other commodities 


reach a point where “national security 


is endangered 


THE JOBBERS MARCH 


Here’s how the 
worked 

For weeks, NOJC had been bring 
ing individual jobbers in to discuss the 
trade bill with key senators. The Neely 
Amendment lost the support of one 
important Finance Committee mem 


jobbers’ caravan 


ber as a direct result of such a visit 
said Ellis 

The caravan was planned six weeks 
ahead 


jobbers who were well acquainted with 


Member associations selected 


their senators, and who were ready to 
come to Washington on short notice to 
discuss oil imports and other NOJ( 
problems 
well in advance 

The Finance Committee had hardly 


Appointments were set up 


voted out the bill when 46 jobbers 
from 31 states arrived in Washington 
and went into a three-hour huddle in 
order to co-ordinate 
Capitol Hill talks 
Next day, the discussions went like 
clockwork—-in the senators’ offices, in 


plans for the 


q 


P. W. ENGELS 


@ In the article detailing the 
membership of American Petro 
leum Institute’s new Operations 
and = Engineering 
(May, p. 53) the pictures of Vice 
Chairman P. W. Engels and 
Secretary R. A. Niles were trans 


Committee 





Capitol corridors and over a genial 
cup of coffee. It was all over by noon 
The jobbers found their senators 
inxious to talk about other oil industry 
They had plenty of op 
portunity to put in a plug for NOJ¢ 


subjects, too 


backed legislation to free independent 
gas producers from federal control 
And the jobbers told NPN they got 
the impression that congressional 
skepticism over the depletion allow 
ince IS Increasing 

Three of the jobbers called upon 
Eisenhower at the White 
House before returning home 


MAJORS HIT BACK 


Ihe Roosevelt subcommittee heard 


President 


testimony from representatives of Gulf 
Oil Corp., Standard Oil Co. (Ohio) 
Socony Mobil, Shell, Esso Standard 
Ihe lexas Co ind Ashland Oil & 
Refining Co. In addition, several deal 
ers went to bat for their suppliers 
before the subcommittee in an appar 
ent effort to refute earher testimony 

by NCPR witnesses 
Among the first witnesses for the 
majors were S. H. Elliott, Sohio’s vic 
(Continued on p. 69) 


posed. Engels is marketing oper 
ations manager for Shell Oil Co 
and Niles heads the 
tion engineering department for 
Standard of Above 


photos show the correct iden 


constru 


Indiana 
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ae an exciting program 
to help build your sales 
Here’s the first advertisement in a new program 
r mileage Starting June 9, 


designed to increase ca 
1 this Drive More Pro 


Ethyl Corporation will launct 
h national advertisements like this one, 


gram wit 
‘Drive More .. - it gets 


urging all America to 
cheaper by the mile!”’ 


weer END TRIPS ARE INEXPENSIVE when 


st 





travel because of the men 
indepet lent t 


CAR TRAVEL| arefree 
to make your driving pie ant 


t frendly, helping hat 
with a fry ping han 





Ci sia 
me inaee sober 


y the mile! 


Figures prove your cost 
ner mile goes down as your 
yearly mileage goes Up 


ae ah J: Pesta 
; RE eee 
ian i. ae eyes 


¥ 
wie ar 


VACATION py CAR. ' 


ath ail § ) 


AAA FIGURES 


YEARLY DRIVING COSTS FOR AVERAGE FAMILY 


( HUSBAND wire & ONE CHILD ) 


For 5,000 miles* F r 15,000 "" es” 


$477.36 

104.46 
16.83 
343.50 
111.00 
76.50 


$477.36 

104.46 
16.83 
114.50 
37.00 
25.50 


TOTAL FAMILY cos! $1,129.65 


) ae Cost per mm 2.5¢ 


DRIVE a 
MORE. = 


_.it gets cheaper 
by the mile! ETHYL CORPORATION New ¥ 


$775.65 


or 17, N Y 





DRIVE 
MORE 





... It gets cheaper 
by the mile ! 


How this program 
will work for you 


I'he impelling slogan “Drive More. .. it gets cheaper by the mile’’ will help 
get American motorists to use their cars more. That means more gasoline 
sales, more servicing, more ‘T’BA sales... and more profit for you. 


ADVERTISING 


The Drive More Program will be spearheaded by 
Ethyl advertising in these leading magazines, plus 
publicity and personal contacts by Ethyl! represen- 
tatives throughout the country. In addition, the 
magazines have organized an all-out merchandising 
campaign to enlist the support of all industries that 
benefit from increased car travel. 


DISPLAY MATERIAL 
Ethyl is making the following promotional material available to oil companies 


“Drive More” pamphiet—Gives the TV and radio commercials—Open 


whole story to the motorist of why end commercials ready for television 


every mile he drives costs him less and radio promotion 


than the one before 


Posters, stickers and decals—Blowups 
and decals of the “Drive More “symbol Banners — Colorful, sturdy string ban 


and slogan in many sizes and forms ners featuring the program slogan 


We invite your active participation 
ETHYL CORPORATION 


NEW YORK 17, N. Y 
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(Continued from p. 65) 

president in charge of sales, and C. J. 
Guzzo, vice president in charge of 
domestic marketing for Gulf. They set 
the tone for later testimony. 

Both marketing officials challenged 
head-on several allegations made by 
dealer witnesses: 

®@ That major suppliers set gasoline 
prices over the nation by a “price 
leader” system. 

@ That these prices are forced on 
lessee dealers through threats of lease 
cancellations, competitive pressure of 
company-operated stations that can 
post lower prices and _ purposely 
fomented price wars. 

@ That suppliers, despite recog- 
nized illegality of exclusive dealing 
arrangements, coerce dealers into sell- 
ing only the company-sponsored TBA 
line. 

Elliott and Guzzo said their compa- 
nies are vitally concerned with the 
economic welfare of their dealers. As 
the Sohio official said, “It would be 
foolish to be otherwise because they 
account for the great majority of our 
retail sales.” 

Guzzo said NCPR’s charge that 
prices are set under a “price leader” 
system is preposterous. As evidence of 
fierce competition in gasoline market- 
ing, he pointed to the success of un- 
branded, cut-rate dealers who have 
“blossomed out” from coast to coast 
with “Save S5¢” signs in front of their 
stauions. 

The Gulf official ridiculed testimony 
that the majors start price wars for 
purposes of their own. 

“Nothing could be farther from the 
truth,” he testified. “Whenever these 
price wars break out we are faced 
with the necessity of saving our deal 
ers’ economic lives by cutting our 
wholesale price to them. Price 
wars do not start as the result of any 
one’s contrivance. They start with the 
decision of an individual dealer or a 
company with several stations to cut 
their prices below those prevailing in 
the neighborhood to build up their 
own volume. ‘ 

Elliott praised the subcommittee’s 
conduct of the inquiry, and predicted 
that “every oil sales manager in the 
country has re-examined his dealer 
relationship with the intent of correct 
ing any of the alleged abuses which 
might exist in his company.” He 
added that any abuses that do exist 
result from “overzealousness” of field 
sales manager. 

The Sohio vice president said pres- 
ent laws are adequate to cope with any 
oil marketing abuses that crop up. He 
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EASIEST PUMP 
TO OPERATE 


aa 
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Readily pumped from 
difficult positions — better 
thon 21 gallons per min- 
ute with ordinary effort 





CONSTANT 
FLOW 


Pumps on both strokes 
— no waste motion. Quick, 
deon, sofe transfer from 
drums and skid tanks. 


DOUBLE-ACTION 
PISTON TYPE 
TRANSFER PUMP 


Here's a high capacity self- 
priming pump engineered 
and built to stand-up under 
hardest everyday pounding 
It's the least complicated 
pump of its type _ sere 
positive displacement auto- 
motive type piston and ring 
no diaphragms or cup 
leathers to break down 
Every detail reflects true 
Bennett qualit time 
tested Bennett features 


Light-weight die-cast alu- 
minum. Corrosion resistant 
brass cylinders, Stainless 
steel valves. Bung adapter 
adjusts on intake, 1%” or 2° 
openings. Shielded against 
water, air-vented for easy 
pumping Non-siphoning 
ose OF Spout 


Write For Full Information 


JOHN WOOD COMPANY, Bennett Pump Division 


NEWS 


Muskegon, Michigan - Offices In Principal Cities 
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advised the committee to steer clear 
of three legislative remedies which 
have been offered during the hearings 

Divorcement of suppliers from re- 
tail end of business. “Without a solid 
core of retail outlets owned or other 
wise secured, no oil company can 
continuously and fruitfully build and 
expand its refineries, transportation 
facilities or crude oil production. An 
assured outlet is the thing that makes 


low-cost operations possible 


Below-cost law such as in Michigan. 
It is not in the best interests of 
the consumers, the supplying compa 
nies or the dealers themselves . such 
laws Operate as price-fixing devices 
with inevitable increase in prices to 
consumers 
Minimum lease term. “We are 
‘trongly opposed to any such legisla- 
tion.” Elliott said Sohio leases range 
from six months to 12 years, depend- 
ing upon the dealers’ service and rec- 


a. PERFECT PAIR... 


- for Tubeless Tire Service 


THE IRON HAN 
Let the Veluat Glave. 


NEW! PORTABLE 
ROLL-A-WAY BASE 
OPTIONAL 


AND COATS 
TUBELESS TIRE 
MOUNTING BAND 


Perfect Pair for easier, faster, safer tubeless tire service 


COATS 
IRON TIREMAN 


$11950 


Only 


COATS IRON 


MIREMAN with Exclusive Rollers. safely ROLLS tubeless tires on and 


off the rim 
unlocks them gently, safely 


forces tubeless tire beads into locking position 
so tire can be inflated to seal beads 


tubeless tire. 


Two-way bead unlocker babies 


TUBELESS TIRE MOUNTING BAND 


the bead on tubeless tires; 


Holds beads firmly seated 
Adjusts to any siz passenger car 


Approved by leading tire manufacturers and oil companies, these time 
saving twins take the work and worry out of tubeless tire service—help 
you attract more customers for bigge r profits 


s ‘ j oT j 


WLGY 10 SUE 
é 


JACK P. HENNESSY *co* 


SPECIALISTS IN TUBELESS TIRE SERVICE 
12 DEPOT SQUARE, ENGLEWOOD, NEW JERSEY 
WEST COAST DIVISION, VAN NUYS, CALIFORNIA 


JV 


COATS COMPANY 


FORT DODGE, IOWA 


PIONEERS IN TUBELESS TIRE 
SERVICE EQUIPMENT 


ord. Legislation requiring longer leases 
actually would hurt the newcomers in 
the business and the oldsters who are 
slowing down because the supplier 
would be reluctant to take a chance 
on them on a long-term basis. He 
added that only 0.8% of Sohio dealers 
going out of business each year do so 


because of lease cancellation. 


What Power Accessories 
Can Mean to Oil Men 


Power accessories are leading to 
higher auto engine Output and smaller 
engines, says Charles M. Heinen, as- 
sistant head of Chrysler Corp.’s chemi- 
cal laboratories. 

He told Pennsylvania Petroleum 
Assn. last month that the new acces- 
sories also cause higher loads and 
greater temperatures at all lube points. 

What does that mean to the oil 
business? According to Heinen: 

@ Greater use of Service MS oils 
(for the most severe conditions in 
gasoline engines) and multi-viscosity 
oils, 

e Higher volatility for Type A 
transmission fluids. 

@ Use of fluids that will not affect 
synthetic rubber seals 

@ Greater attention to oil filter 
changes and to brake fluid quality 

e More powerful 
gear oil. 


multi-purpose 


Heinen sees strong indications for 
a 100-plus-octane fuel by 1960 and 
a “tendency toward sealed chassis lu- 
brication.” 

All this means, he says, “The great 
est promise for everyone working to 
supply the type of transportation that 
motorists want. Customers seem to 
want more powerful packages. They 
want push buttons to perform. trans- 
portation chores.” 

Contrary to the increased sales of 
power extras, he said, sales of over- 
drive units have declined—indicating 
motorists are willing to make conces- 
sions in economy. 
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THE 2-CAR PUMP 


The low, compactly designed Siamese 
Pump occupies little more space than a 
single-hose pedestal uses same suc 
tion and conduit. Costs less than two 
singles. And there's no confusion, for 
the customer sees only one dial 

the one serving his car. 


WRITE FOR BULLETIN FIG. 22 


BOWSER, INC., 1301 Creighton Avenue, Fort Wayne 2, Ind. 
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NOW. .. it’s easier to sell them all... 
yet keep your tire investment low! 


DUNLOP multiple ware- 
house distribution guar- 
antees service stations 
prompt delivery of any 
tires ordered. 


Big stocks of the full line of Dunlop 
passenger, truck and farm tires are 
warchoused in conveniently located 
cities ‘“righe in your backyard 

Tubeless and Tubed, Cushion and 
Conventional, Nylon and Rayon, Black 
Sidewall or White available 
IMMEDIATELY! 





OTHER DUNLOP ADVANTAGES 
TO SERVICE STATION OPERATORS 


FULL LINE OF QUALITY PRODUCTS backed by the 
longest trre-building experience in the industry. World-wide 


leadership in Tubeless Tire development 


RETAIL SALES ASSISTANCE BY EXPERIENCED 
DUNLOP FIELD MERCHANDISERS assists the sery 


ice Station Operator in the development of retail sales 


AMERICA'S MOST MODERN TIRE MANUFAC- 
TURING FACILITIES, coupled with Dunlop's research 
and production skills and backed by the most advanced 
quality control program in the industry, provide a continuing 


guarantee of Dunlop Quality 


POWERFUL NATIONAL ADVERTISING plus com 


plete dealer level promotional program creates buying desire 


Factory and Executive Offices ¢ Buffalo 5, N. Y. 
DUNLOP — FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 


NATIONAL PETROLEUM NEWS ° Juric 


YOU LINE UP WITH LEADERSHIP WHEN YOU SIGN UP WITH DUNLOP 


DUN LOP TIRE AND RUBBER CORPORATION 


195 s 





Court Gets Tire Discount Fight 


Trucking industry can expect news 
on tire discounts soon. The Justice De- 
partment expects to be in court early 
in June on the tire quantity discount 
case that they are defending for the 
Federal Trade Commission against 20 
major tire manufacturers and distribu 
tors. 

In 1951, FTC issued a rule setting 
the quantity discount limit on the pur- 
chase of tires. Their rule, covered by 
the Robinson-Patman Act, put a limit 
of 20,000 Ib. as the maximum amount 
that manufacturers could increase 
their discounts to buyers. Purchasers 
of more than 20,000 Ib. could not get 
discounts increased above this point 

Immediately after the rule was is- 
sued, all major tire manufacturers and 
large distributors filed complaints 
against enforcement of the rule. So far 
the rule has not been placed into effect 
pending outcome of the suits. 

In 1954, the Justice Department 
took over defense of the case for FTC 
and will try it before the United States 
District Court in the District of Co- 
lumbia. The 20 pending cases have 
been combined into one suit 

In making the rule, FTC said that 
price differentials granted to large pur- 
chasers of tires were unjustly dis- 
criminatory and fostered monopoly 
Their rule was aimed at helping the 
small tire dealers who are having 
trouble competing with the large buy- 
ers getting the big discounts. FTC said 
in 1926 small buyers had 90% of the 
replacement tire business while in 
1947 when they began investigating 
quantity discounts, small buyers had 
only 52% of the business. The com 
mission holds that this is an unmistak 
able trend toward monopoly with ulti 
mate extinction of small buyers 

lire manufacturers and the large 
distributors complain about commis 
sion’s action in issuing the rule. They 
argue it is price fixing by the govern 
ment and will disrupt their entire price 
structure arrangements 

Claiming they did not get a fair 
hearing, the complainants say the com 
mission is wrong On every count, and 
their figures and statistics are not ac 
curate. FTC had held informal hear 
ings. The tire manufacturers want a 
formal hearing where they can chal 
lenge the commission's evidence. 

Two issues will be aired in court 
were the hearings fair and is the rule 
justified? The court can either rule 
that new hearings should be held, or 
uphold FTC on the hearings and rule 
on the basic issue itself. In either case 
if FTC is upheld, the tire manufactur 
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ers are sure to appeal the case 

If FIC 
without the benefits of the large dis 
counts may have to raise their prices 
some. Small dealers who now have a 
small margin of profit may 
prices to climb a bit to get a breather 
on profits. They may continue at pres 


wins its case, big dealers 


allow 





TUNG-SOL 


UNIVERSAL 
SIGNAL FLASHERS 


Just about nine out of every ten service 
jobs that necessitate replacement of 
the signal flasher can be handled with 
this one Tung-Sol Universal Flasher 
The special mounting bracket takes 
the place of ten screw terminal and 
attached-bracket 
seven in passenger Cars and trucks with 
6 vole circuits and three in 12 vole 
trucks and busses. In addition, both 
the 6 and the 12 vole Universal Flasher 


mounts 


types of 


can be stripped down to replace the 
respective plug-in types Universal 


NEWS 


industry news —fj 


ent price levels and hope to get more 
of the business 


Briefs 


Capitol Hill sources say the 27.5‘ 
oil and gas depletion allowance will be 
a major topic when Congress takes tts 


For 35% of 
all Signal 
Flasher 


Replacements 











Flashers P229D (6 volt) and P241D 
(12 vole) are supplied with mountung 
brackets and special wiring connector 
Order from 


screws and nuts your 


regular supplier 


TUNG-SOL ELECTRIC INC 
Newark 4, N. J 
Seles Offices: Acianta, Chicago, Culver City (Los 
Angeles), Dallas, Denver, Detrow, Moncreal 
(Canada), Newark, Philadelphia, Seattle 
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next look at existing tax laws. Chau reau Public Roads says U. S. vehi- went down 14% during 1953 
man Wilbur Mills (D., Ark.) of the cles burned 44 billion gal. of fuel while * 
joint economic subcommittee, a sup logging 557 billion miles last year Federal gasoline tax collections 
porter of the allowance in the past . totaled $667.3 million for the first 
will head the study. “Outside expert Net profits of oil refiners (including eight months of this fiscal year (July, 
in business, labor and other economic integrated companies) rose 2% in 1954, through February, 1955), up 
fields will make the study and are ex 1954——from $2,177 million in 1953 to from $597 million the previous year. 
pected to report by October $2,230 million—says a joint report Lube oil levies dropped to $49.1 mil- 
° from Federal Trade Commission and lion from $53.2 million the year be- 

Lion Oil Co. has bought out three Securities and Exchange Commission. fore; pipe line duties rose from $21.4 
jobbers in its move into two new mar Profits before taxes dropped 4%. For million to $33 million and diesel tax 
keting areas. Lion has expanded into all manufacturing industries, net was brought in $36.1 million, compared 
Louisiana by purchasing Ball and down 1% and profit before taxes with $13.4 million the previous year. 
Simone Oil Co. of Pineville. Entry into 
the south-central Tennessee market 
came with purchase of Elk Oil Co. of 
Fayetteville and Consumers’ Oil Co 
of Winchester—-for a total of 48 retail 
outlets and 700 farm, kerosine and 
wholesale consumer accounts 

° 

Largest tank truck operator last 
year was System Tank Lines, Inc 
Oakland, Calif., with gross revenue of 
$7.2 million. Ruan Transport Corp 
Des Moines, lowa ($6.3 million), and 
Rogers Cartage Co., Chicago ($6.2 
million), were next. Total interstate 


business for 193 Class I carriers was 


$247 million, compared with $238 +. in sizes of 


million in 1953 35 — 50 — 90 — 
® 150 — 200 — 300 
Hoover commission wants sharp G. P.M. 


restrictions in post exchange opera 
tions, but no specific mention has been W 
hether you prefer packed 


made of service stations. The com 
or mechanical seal equipped 
mission wants PXs confined to areas , 
Viking Truck Mounting pumps, 
where adequate or reasonably con 
either are available in the 

venient services are not available” and 
complete range of sizes 

open only to “military personnel ex 
cept in isolated and overseas loca For positive, leak-proof opera 
tions Ihe commission report also tion, the simple mechanical seal 
> . ( é « 

says prices should cover costs and equipped pump (shown in cut-away 
view here) is the answer. The packe 

consideration should be given to con packed 

Dp w x Ors 
tracting out PX operations type pump with extra long packing box 


e and lantern ring also gives long, de 





Barge operators have filed a long pendable service 

list of exceptions to the initial decision Both pumps feature revolvable casing for 

to permit conversion of “Little Inch handy port location. Makes much easier pip- 
pipe line to oil product transmission ing arrangement, regardless of cramped space 


Federal Power Commission will re 
Integral thrust bearing for positive con- 
view the favorable ruling of its hear 

trol of pump rotor assures long, uninter 
ing examiner before making a final 


rupted service and, in addition, permits handy 
decision. Bargers contend they would 


adjustment for wear when needed. 

be forced out of business by the con ' 
Slow speed of pump permits direct connection to 

version and that national defense i I Pi 

niin en tates power take-off without speed increaser and assures 

wo 4 4 } 
longer life of pump 

° 


Percentage increase of cars. trucks Send today for new catalog Section Gr for additional 

and buses was higher in Europe during information on Viking Truck pumps and other bulk plant 
1954 thanin U.S 12.5% as of Jan pumps and tank gauges 

1 compared with 4.3% in U. S., says 
Ihe American Automobile, a Mc 
Graw-Hill publication. World increase 

was 6.3% Bul the actual number of ; VIKING PUMP COM PANY 
additional vehicles was higher in U. S., ; f we 


Cedar Falls, lowa 
See our catalog in SWEETS 


) 


million 
to 57.6 million, European increase was 
from 15 million to 16.9 million. Bu 


where the total rose from 55.: 
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How Jobber 


Texas Marketer Found His 
Operation Overextended. 


He Cut Back and Found 
the Way to New Profits 


‘IVI 
owner of 
ston, Tex., 


Marshall 
Traylor Oil Co., 
decided his operation was 
time had 


Traylor 
Living 


years ago, 


overextended and that the 
come to cut it down 

Today his consolidation program is 
almost bulk plants 
and his part ownership in a third have 
Another has been opened al 
Lufkin, closer to the Livingston head 


completed. Two 


been sold 
quarters. His truck fleet has been cut 
trom 10 vehicles to three 

And now, the Phillips jobber be 
lieves his company will earn profits at 
least 
hard-to-control setup 

He thinks this because 


equal to those under the old, 


He is consolidating in an area he 


believes has the greatest potential 
growth 

By staying in a small area, he can 
go in more for “sidelines” to his gaso 
line marketing business, such as liquid 
fertilizer and LP-gas 


has been growing slowly in Traylor’s 


maybe LP-gas 
area, 

Traylor believes what happened to 
him ts 
jobber faces who spreads his opera 


a good example of what any 
tions to such an extent that he can't 
“keep his finges 
on 


on everything going 


WHAT HAPPENED 


In 1950, Traylor owned bulk plant 
properties in Livingston, Dayton, O1 
[he first three he 
while he was part 
at Huntsville 


ange and Huntsville 
outright, 
owner of the one 


owned 


These cities, situated along the 


lower tip of 


his Operation was spread out over sev 


southeast Texas, meant 
eral hundred miles 

All of his 
good business, and he found none of 


Fach 
was within 100 miles of his principal 


propertics were doing 


them uneconomical to operate 
source of supply, except the Orange 


plant, about 125 
away 


which was miles 


loo, Traylor has always been 


June, 1955 © NATIONAL 


management —F4 


‘Expands by Contraction 





PALESTINE 


HUNTSVILLE 





HOUSTON ff 


C } TERRITORY ELIMINATED 
NEW TERRITORY 
MM OP eeseNT rereirory 





KSONVILLE 


DAYTON 
° 





strong advocate of direct delivery, by 
passing his bulk plants where hi 
He concentrated his 


could 
service stations 
along the direct routes his transports 
followed from Phillips 


to the bulk plants 


WHY HE CUT BACK 


But while he was able to ke ep over 


loading rack 


head down by using direct delivery 
when possible, he wasn't able to keep 


vhich 


consumel 


close checks on his bulk plant 
served principally farm and 
And that | 
he ended up selling three plants and 


accounts the main reason 
seven trucks 

He had tried various types of opera 
tons 

At Dayton, he 


ator in charge. The operator 


had al salaried opel 
young fellow with a good record 

But apparently temptation got the 
better of him. He collected $3,000 in 


farm credit accounts and didn't bother 
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INGSTON 
lk plant 
/ 





to turn the money tn or record it a 


being paid. Audits failed to uncovet 
anything, since according to the rec 
ord the acc 
to the farmer 

After collecting the $3,090, this fel 
low left. That Iraylor found 
out what was going on. When he tried 
to collect the farm account the 


howed paid receipts 


ount were still charged 


WwW hen 


farmers 
[he operator wa iught eventually 

ind agreed to pay back the money 

installments. But that hasn't 


either 


monthly 
worked out too well 

At Orange 
run the bulk plant “every way 

First, he put the operator on salary 
Ihen, he 
igent. About this time, the operator 
aid he would like to be a 


So Traylor agreed to let him buy into 


Traylor ty he tried 


made him a commission 


ub-jobber 


the busine 
Ihe agreement wa that Traylor 
tock the plant with the 


would Opel 
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ator eventually buying all the stock 
But monthly inventories soon showed 
stock was disappearing from the ware 
house. 

After several months of checking 
up short, it became clear that the 
jobber” was selling stock and spending 


sub 


the money, without accounting for it 
By this time, Traylor was $2,500 short 

It was the operator’s first offense, 
100 


TIME TO SELL 

experiences at these 
Traylor it was time 
to tighten his operations to where he 
could keep an eye on everything, and 
the only solution he could see was to 


[hese 
plants convinced 


two 


sell some of the properties 

Ihe Dayton plant, which was do 
ing over 100,000 gal. per month, was 
the first to go. Traylor sold it in 1950. 
Ihe Orange plant, doing 50,000 gal 
at the time, was sold in 1953 

He then Huntsville, 
where he and his partner had built up 
a monthly gallonage of 75,000. There 
Huntsville, but 
decided it was time to sell if 


sold out at 


was no dishonesty at 
Traylor 
he wanted to complete his plan to con 
dense his operations. It happened that 
his partner was in bad health, so both 
agreed to sell out 

In all three cases, Traylor disposed 





— 


—— 
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.} 
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of the bulk plant properties only, and 


continued his service station leases 


NEW PLANT CLOSER 


As part of his program, he then put 
in a bulk plant at Lufkin, an East 
Texas town about 45 miles from Liv- 
1954 with 
plants close to- 


ingston. So he ended in 
only the bulk 
gether, where he could keep on top of 
everything going on 

Lufkin, as Traylor sees it, is the 
coming town in East Texas. The Liv- 
ingston-Lufkin area is well known for 
its timber business, and there are sev- 
eral paper plants in the area. Cattle 
raising and farming are the other two 
major industries, but a plan to provide 
Lufkin with an almost unlimited water 
supply points toward a general growth 
in industry. 

As it 1s, 


two 


Traylor has already built 
his gasoline gallonage from zero to 
50,000 gal. per month. By the end of 
this year, he expects to pass the 100, 
QOO gal. per month figure 

He now has only five employees 
They handle the 50,000 gal. business 
at Lufkin and about the same amount 
at Livingston. He believes he can in- 
crease his gallonage by at least 75,000 
gal. without adding any new men 

He is able to keep his overhead 
down mainly by direct delivery. Both 


S 





BETTER BOOKKEEPING is one result of Traylor’s consolidation program. Here Traylor, 
left, and Jesse Tullos, Traylor Oil bookkeeper, look over the company’s accounts. 
Tullos keeps the accounts for both the Livingston and Lufkin bulk plants, making it 


easier for Traylor to watch his operation 


76 
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Livingston and Lufkin are on U. S. 
Highway 59. His metered transport 
truck loads at Houston, and has a di- 
rect shot up Highway 59 to Lufkin, 
dumping supplies enroute. He now 
supplies 25 service stations. 

The two bulk plants are used princi- 
pally to store products for local farm 
and commercial accounts. There is a 
small delivery truck at each plant to 
handle these. 


EXPANSION AHEAD 


Between now and the end of this 
year, Traylor has plans to move into 
Cherokee and Houston Counties, 
which will expand his operations north 
and Lufkin. But he has no 
plans to get over 45 or so miles out 
from the Lufkin bulk plant. 

Iraylor sees where his consolidation 
also is giving him time now to con- 
centrate on other things that he didn’t 
have the time to handle under his old 
setup. 

In Lufkin, he has just opened a tire 
store On a partnership basis. 

He also has gone into the liquid fer- 
tilizer business by installing a 10,000 
gal. storage tank at his Lufkin plant. 
He supplies an agent in the Lufkin 
wholesale and the 
agent in turn sells retail to farm ac- 
counts. 

Traylor thinks liquid fertilizer (an- 
hydrous ammonia, injected into the 
ground) will eventually be one of his 
biggest operations. The agent has 
equipment that places the liquid direct 
into the soil, three to four inches deep, 
where the fertilizer solidifies. It is ther 
82% nitrogen. 


OUTLOOK GOOD 


He has found farmers in his market- 
ing area go for this in a big way, and 
he sees his fertilizer business as an aid 
to his farm gasoline selling. Both he 
and his agent help each other in selling 
gasoline or fertilizer to the farmers. 

LP-gas might be another field Tray 
lor will get into before long. But for 
the time being, he’s not too eager to 
do so. 

“IT might fool around and get right 
back where I was before,” he says. 
“And I’m enjoying myself too much to 
do that. I have a good chance to wind 
up earning as much money with what 
I have now as I did with four bulk 
plants. And my operating problems 
are much, much less. 

“So I don’t want to push any of 
these things too fast. I'll expand where 
I see I can do so without over-extend- 
ing myself again. Where I see I might 
have to put up with what I did five 
years ago, I won't.” % 


west of 


area On a basis, 
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For a better winter motor oil 
consider Du Pont Lube Oil Additives 


Vhinking of a new motor oil for “fall and 
winter changeover’? 

Developing one with special advan 
tages for low-temperature, short-haul win 
ter driving may be easier than you think. 
And one of the new DuPont Lube Oil 
Additives—564 or 565—can help you do 
it. Such a winter oil has tremendous ad 
vertising and merchandising advantages 


as compared to ordinary oils. 


Benefits you can sell 


Oils that will prevent engine sludge .. 
particularly 
power, short-trip driving conditions... 


under cold-weather, low- 
have important sales appeal to the mass 


passenger car field, as well as in commer 
cial urban fleet markets, 


If you are marketing a multi-grade oil 
having these cold-weather advantages, Du 
Pont Lube Oil Additives 564 or 565 will 
provide a substantial part of the viscosity 
index improvement which is needed. For 
this reason, these ashle ss polymer addi 
tives are very economical in the produc 


tion of such oils 


Du Pont Lube Oil Additive 564, because of 
its relatively low molecular weight, pro 
vides motor oils with good shear stability 
and viscosity index improvement, coupled 


with outstanding detergency. 


DuPont Lube Oil Additive 565, having a 
higher molecular weight, provides the 
same outstanding detergency under low 


duty driving conditions plus high viscos- 


ity index improvement. These character 
istics enable you to manufacture multi 
grade oils of superior quality at consider 
ably reduced treating costs 

Commercial quantities of both addi 
tives are now available You can readily 
test their effectiveness in your own base 
oils by obtaining samples from any of 


our regional offices listed below 


Better Things for Better Living 
through Chemistry 


Petroleum Chemicals 


E. |. DU PONT DE NEMOURS & COMPANY (INC 
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A. | out of 2 car owners will 
buy a battery this year 


&. 3 out of 4 battery sales will 
be emergency purchases. 


1) AC EL 
Story of the 


PREST-O-LITE 
PROFIT PLAN 
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BATTERY BUSINESS |i 


C.Your customers will 
buy the battery you 
recommend...if you 
sell a nationally 
advertised 

quality line. 
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| Detaile-WRITE 


ee, _ 
~ 
rd 


PREST-O-LITE 
BATTERY 
MALE 









This tag will tie your batteries to 
U.S. Peerless’ Rubber Separators’ 
national advertising 


If you are a maker or merchandiser of bat- 
teries equipped with U. S. Peerless Rubber 
Separators, then be sure to hook one of these 
tags on each battery. The tag will remind 
your customers instantly of the U.S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 


Send for your 
free supply of 
these tags 


UP TO THESE ADS WITH THIS TAG! 

@ The tag slips on quickly and easily to the 
battery post. 

@ The tag dresses up the battery. 

@ It can also be used as a price tag. 

@ It gives the salesman more ammunition 
to sell premium grade batteries. 


Write today for your free supply of these tags. 


US UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 


sO 
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it probably sounds like our market 
research emphasizes profit well 


that's a fact 


We don't want to get caught short 
when new marketing ideas come 


along 


Standard of California’s G. B. Hargens Tells . . . 


How Market Research Will Build Profits 


N THE tightening competition of and Chevron stations) and Signal sta search work in the departments, and 
the western oil market, Standard tions—and research was the part-tims inalyze data collected 
Oil Co. of California has set out to responsibility of several peopl Backbone of the new operation is a 
find out just where the profit comes Under the new system, Hargens and marketing data reporting system that 
from 1 small staff will co-ordinate the rr has taken Standard four years to or 
Early this year the company created ganize. The data, reported quarterly 
the post of manager of marketing re ee overs 23 elements of expense in the 
search in its Western Marketing Divi Western Division marketing of 15 groups of products 
sion and named George B. Hargens to lhe new market research ck It is further classified by 2% geographi 
fill the job partment described on this pag il districts (in the seven western 
Hargens will handle the new post in was set up in Standard of Cali tates, Hawai, and Alaska), 17 trade 


addition to his responsibilities as as fornia’s Western Operating D lassifications and six methods of dis 
tribution. The information is analyzed 


in an elaborate IBM system 





sistant to Howard G. Vesper, vice vision 
president in charge of marketing and This division was established 


supply and transportation in the West aS an Operating entity last Au 
ern Division gust. Comprising the seven west HUNTING FOR THE PROP 


Hargens points out that the com ern states, it is being shaped int With these tools Hargens plans to 
pany has always been conducting mar an integrated oil company. Th find out which operations are making 
ket research, but the work was done head of it is F. J. McClanahan a profit and how much. “We're doing 


within the various marketing depart vice president ill these things, making all these prod 


ments wholesale, retail (Standard (Continued on p. 83) 
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SALESROOM of the MONTH 


‘ &9hure 


[- The Finest 


u oe oe a BUILT MOTOR cans 








YOU 100 CAN INCREASE GAS AND OIL SALES... 


by having attractively displayed and highlighted many 
home, garden, do-it-yourself and TBA _ items—your 
customers will buy on impulse. This also creates repeat 
visits to your stations. 


Write for folder showing full line and suggested 
arrangements for sales-room and lube-room. 


= Shure 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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(Continued from p. 8&1) 
ucts, but are we making any money on 
them?”, Hargens asks. 

“The petroleum industry is like the 
meat industry—you cut up a cow, but 
how do you figure what costs should 
be assessed to hamburger, what costs 
to steak?” 

Findings of the market 
staff will be the basis for changes in 
the company’s Hargens 
sees the possibilities of altering prices, 
improving methods, and re-allocating 
capital budgets to correct poor profit 
situations 

The changes will be made by the 
management of the operating depart- 
ments. Alternately filling the chair of 
the market research committee will be 
Hargens, H. R. Cuyler, manager of 
wholesale sales, and E. D 


research 


operations 


Thompson, 
manager of retail sales 

Hargens, a Standard executive of 
20 years experience, has modern ideas 
about management and old-fashioned 
ideas about profit. “It would be foolish 
for research that 
doesn’t show a return,” he says. “Our 
statistical system alone costs $200,000 


to spend money 


a year to operate, but it ts paying off, 
and it always has.” 

The system has already increased 
profits in several operations 

Losses on the sales of a specialty 
product to the food industry 
turned to profits by switching the dis 
tribution from bulk plants to jobbers 
selling other products to the industry 

Kerosine prices, traditionally based 
on bulk plant handling, were increased 
to reflect the fact that most keresine ts 
now handled in (“We lost 
some volume at first, but nearly all 


were 


drums 


the other companies are up to our 
price now.”’) 

Marketing equipment in one opera 
tion was “practically given” to dealers 
when research determined that high 
maintenance cost on the equipment 
was eating up the profit 


emphasizes that stream 


Hargens 
lined operations and increased produc 
tivity are the means most likely to be 
studied to increase profits, but he 
doesn't rule out price increases where 
necessary. “I figure if we are hurting 
somewhere, our competitor probably 


Is LOO but maybe he doesn’t know it 


GIVE YOUR CUSTOMERS COMPLETE 


Engime Prstestion 


IN THE “HOTTEST” SUMMER WEATHER WITH 


CHAMPLIN 


lOW-30 


ALL-SEASON MOTOR OIL 


In hot summer months every precaution should 


be taken to be 
- ow - ae 


sure engines are protected with j ? 
fe oe te oe ee oe ee we ee ee) G5 


management —F4 


Some of the western marketing 
problems Hargens would like to tackle 
soon are 

@ The effect on the Northwest mat 
ket of the pipeline into Spokane and 
the new refineries in the Seattle area 

e The impact of 
on the retail market 


premium “give 
uways 

e The effect of the product pipeline 
Southern Pacific Railroad ts building 
on its right-of-way from Los Angeles 
to Phoenix 

More general problems that might 
be investigated are 

e Increasing labor costs. Hargens 
believes completely new methods must 
be found for increasing productivity 


e Service station turnover. New 
methods for upgrading the service sta 
tion operation must be found, and new 
ways to attract good men who will 
stay with the work 

e Octane number What's — the 


future in octane? How high should it 


, 
vo 


kno \ 


don't know 


e Motivation research We 
what people do, but we 


much about why they do tt # 


TEST NO. 1 
Ordinary conventional oils 
tend to leave heavy carbon 
and varnish deposits which 
contribute to greater wear 
and loss of power 


TEST NO. 2 
In today’s average high de- 


tergent oils there is « ten 
dency for less deposits 


yet there is sufficient resi 


due to mar top engine per 


formance 


a high viscosity oil that will provide a tough 


film over all critical wear parts. Friction is re 


duced and witl proper detergent action par 


ticles of dust and dirt that cause excessive wear 


are held in suspension 


Complete Warehouse Stocks of HI-V-I oil avail- 
able: Enid, Oklahoma City, Okla.; Superior, 
Omaha, Grand Island, Lincoln, Nebr.; Hutchin- 


TEST NO. 3 
Champlin new type addi 


tive for 


deposits 


son, Kans.; Mason City, Rock Rapids, Cedar 
Rapids, lowa; Fulton, Mo.; Amarillo, Texas; 


Denver, Colorado 


CHAMPLIN REFINING COMPANY 


ENID, OKLAHOMA 
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NEW CHAMPLIN 


NEWS 


10W-30 
MILEAGE WITH THOROUGH, CLEANSING 


10W-30 actually 
keeps engines cleaner and 
remarkably free of power- 
robbing varnish and carbon 


INCREASES GASOLINE 
LUBRICATION! 








Most Mode 


arom Tracks 


Money Can Buy! 


They're totally new... with a whole truckload 
of advanced features that make Chevrolet, more 
than ever, made-to-order for your hauling tasks. 


New High-Voltage Engines. Chevrolet's new Task-Force engines 
are all sparked by a new 12-volt electrical system. And 
what a difference this big extra size makes! 

You'll notice it the first time you turn the key. For 
now you get those sure, quick, economical starts—even 
on the coldest days! Next you'll feel the big new wallop 
of action you get in every mile you go. Chevrolet’s new 
high-voltage power goes to work the instant your foot 
gives the command to the throttle! 

You'll agree there’s nothing like it, especially when you 
see how much on-the-go economy there is in these new 
engines. For when you put High-Voltage and High- 
Compression together, as Chevrolet does this year, 
you've got the savingest engines in the stop-and-go 
field. And with New Overdrive* or no-shift Truck 
Hydra-Matic*, you'll save even more time and money. 


On and on—completely new. Chevrolet even puts styling to 
work for you! So distinctive that it becomes a profitable 
advertisement-on-wheels for you and your business. 


Driver and load get a far easier ride over all roads 
with Chevrolet’s new front and rear suspension systems. 
A safer ride too, with the blow-out protection of Tube- 
less Tires on half-ton models at no extra cost. 


Frames are new, more rigid, with ladder-type construc- 
tion and full-length parallel side members. There’s new 
High-Level ventilation for better air circulation in all 
kinds of weather; new linkage-type Power Steering* 
for added driving ease and safety; new Power Brakes* 
that stop with up to one-third less pedal pressure. 


Don't stop here. The rest of the “‘all-new’’ story is equally 
great. So see your Chevrolet dealer. Be sure to ask 
about his trade-in deal too. Makes good listening for 
buying today. .. . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


*Optional at extra cost, Overdrive available on 4-ton models; Truck Hydra 
Matic on 4-, %4-, and |-ton models; Power Brakes standard on 2-ton models, op 
tional on all others. Power Steering available on all except Forward-Control models. 


NEW CHEVROLET 
mer Jask-Force trucks 
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“GOOD OLD DAYS” 


TODAY... you can service ¢ars 
FASTER and EASIER with... 


BALCRANK HOSE REELS 


for dispensing lubricants from original containers, temotely 
located using Jet Power pumps mounted for quick & 


for easy drum changing on a 


chassis grease 
motor and gear oil 


automatic transmissions BALC RANK 


air and water 
AIR LIFT 
Only Balcrank has 
pumps 
The only pump that WILL NOT FOUL 


The greatest volume of any grease at 
highest pressure at any temperature 











Models for 


BALCRANK sini 


4 
g Want more facts and illustrated literature about the profitmak- 


Simplified Lubrication Equipment § ing advantages of Balcrank Simplified Lubrication Equipment? § 





§ Address your inquiry to Dept. 16 


BALCRANK INC. © Disney 5St., Cincinnati 9, Ohio ; for prompt attention 
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= associations 


Vichigan Petroleum Assn. 


Jobbers Eye Supreme Court Ruling 


\V ILL fuel oil distributors benefit 
from the Supreme Court Phillips 
natural gas decision? 

Discussion at the 21st annual meet 
ing of Michigan Petroleum Assn. in 
Detroit this spring indicate that any 
benefit from the decision might be 
short-lived 

Samuel B. Pettengill, Pure Oil Co 
attorney, told MPA that if the Phillips 
yas decision is allowed to stand, na 
tural gas supplies will be diverted from 
northern and eastern states, creating 
critical shortages 

He said transporting and distribut 
ing natural gas takes about 90¢ of 
the consumer's dollar and is regulated 
as to price by either state or federal 
government, The remaining tenth of 
the dollar goes to the producer 

If the federal government forces a 
0% reduction in average price now 
received by producers for natural gas, 
it would save the average home owner 
only 10¢ a month, But if producers 
are not allowed sufficient 
cover the risks of wildcatting, they 
may divert gas from interstate markets 


profit to 


to those located in gas-producing 


states. This would remove the prod 
uct from federal price control 

If this happens, Pettengill predicts, 
there will be an accelerated movement 
of northern industry and capital to the 
producing states where industry can 
be sure of an ample supply of gas 
from nearby fields 

What Jobbers Think—First jobber 
reacuhion ts that diversion of natural 
gas from an area will benefit fuel oil 
distributors by easing competition 

With gas unavailable to many home 
owners, fuel oil dealers would have 
the field pretty much to themselves 
except for coal. New homes would, 
for the most part, install oil burners 
and many gas-heated homes would 
switch to oil 

One jobber said the situation might 
also improve oil prices since oil would 
no longer have to cope with natural 
gas Costs 

Bul discussions among themselves 
caused most jobbers to re-evaluate the 
potentials and conclude the Phillips 
was decision could affect them = ad 
versely 

Among the unfavorable possibilities 
considered by jobbers in their off-the 
record talks were these 

e Since most gas wells also yield 
oil, it is conceivable the tederal gov 


SO 


ernment might conclude it also has 
the right to control prices of oil prod- 
ucts moving interstate for heating 
purposes 

e If natural gas supplies dwindle 
or disappear in certain areas and fuel 
oil takes over, then fuel oil distributors 
might be considered as public utilities 
and come under public utility controls 

Most jobbers agreed that while they 
would not go on record as supporting 
the natural gas industry, neither would 
Indirectly, 
they indicated, they might be opposed 
generally to any type of federal con- 
trols on product prices 

Officially, MPA took no action on 
the matter. Four bills are now pending 
in Congress to amend the Natural Gas 
Act of 1938 to exempt independent 
gas producers from federal price con- 
trol. 

ihe Automotive Market—A _ fast 
market for 
products was predicted by George P 


they oppose it in any way 


growing automotive oil 
Hitchings, manager, Ford Motor Co. 
economic analysis department 

He told MPA this year’s produc 
tion of passenger cars indicates the 
kind of market being created by auto- 
mobiles. The first half of 1955 will 
see about 3.7 million cars produced 
[his exceeds the full year production 
for all prewar years except 1929 and 
1941 and is 20% greater than the first 
half totals for the peak postwar years 
of 1950 and 1953, 

Hitchings also said the number of 
two-car families is increasing, creat- 
ing new and larger markets for service 
stations. In 1952 only about 4% of the 
families had two cars. In 1954 about 
8% had two cars 

Fuel Oil Deliveries—Seconds saved 
on various Operations, improved rout- 
ing and careful selection of accounts 
to be delivered each day will save 
hours, truck mileage and dollars in 
each day’s fuel oil deliveries, Carl A 
Goddard, sales manager, Scully Signal 
Co., told Michigan jobbers 

He cited studies made of three fuel 
oil companies and then described with 
hypothetical examples how each of the 
three companies could improve thei 
delivery efficiency. 

By more careful routing, Dealer A 
could reduce his daily mileage from 
90 to 55 and work his trucks one hour 
less a day. By more careful watch of 
the degree-day system and needs of 
individual customers, the gallons per 


delivery could be increased 20 gal 
This results in a gain of 46.5. gal. 
delivered per mile of driving and 91 
gal. per hour. 

Dealer B, by increasing the size of 
each delivery by 50 gal., working one 
hour more a day and improving rout- 
ing, could boost total gallons delivered 
per day by 1,528 gal. Daily mileage 
would remain about the same but gal- 
lons per mile would go up 33.9 and 
gallons per hour would rise 192 gal. 

Dealer C merely increased the daily 
mileage and reduced the day’s work 
by one and one-sixth hours. He 
gained 116 gal. per hour delivered 

W. K. McCulloch, assistant man- 
ager of advertising and sales promo- 
tion, Ethyl Corp., described the pro- 
gram Ethyl is making available to oil 
marketers to help them recruit: and 
train young men for service station 
business. 

Legislative Action—Michigan Petro 
leum Assn. went on record supporting 
proposed legislation to repeal the 
Michigan Turnpike Authority 

Ihe jobbers also voted support of 
a bill that allocates 75% of gasoline 
taxes for state highway use and 25% 
for county and municipal highway 
use. Currently the state gets 44%, 
the county gets 37% and cities get 
19%. 

Penalties imposed on Michigan job- 
bers because some farmers used tax- 
exempt gasoline for highway use 
caused MPA to back two House bills 
designed to correct the situation, 

The two bills remove the jobber 
from responsibility for the use to which 
a farmer puts his gasoline. Once the 
exemption certificate is signed by the 
farmer, the marketer’s responsibility 


ends, 


Vew England 
Good Relations Pay 


Ihe Oil-Heat Institute of New Eng 
land is campaigning for better rela- 
tions between heating oil distributors 
and their accounts. “Too many of us,” 
says Fred N. Beckwith, OHI’s execu- 
tive secretary, “have forgotten how 
important our present customers can 
be.” 

He believes that distributors, who 
seem to be willing to spend at least $5 
for each new heating oil account they 

(Continued on p. 89) 
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IN PETROLEUM (Lubricants and Gasoline Additives 


Products that lead in sales are the products that deliver 


dependable quality and performance. And where quality 


and performance count, rely on Enjay. Enjay supplies 
the chemical, surface coating and petroleum industries 
with a complete line of uniform, high quality petroleum 
chemicals, backed by pioneering research, experience 
and proved results. Enjay is also ready to assist you in 
developing new or improved products through chem- 
istry. Call Enjay next time for your chemical needs. 


Enjay Company, Inc. ¢ 15 West Sist Street, New York 19, N. Y. 
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IN CHEMICALS 


PETROLEUM 
PARANOX 
PARATONE 
PARAILOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 

Metnyl Etny! Ketone 
Dewasing Aid 

Ethyl! Ether 
Isopropyl! Ether 
Reference fuels 


RUBBER 


ENJAY BUTYL 
/ISTANEX 


(Synthetic Fabrics) 


SURFACE COATING 
PETROHOL 91 
PETROMOL % 
PETROHOL 1 
JAYSOL 
Secondary Buty! Alcohol 
lary But@ Acetate 


Methyl Etnyl Ketone 

One yclopentadiene 

Ethyl Ether 

tsopropy! Ether 
Naphtnenn Acids 

180 Octy! Alcohol 

Decy| Alcohol 
Denatured Etnyt Alcohol 


CHEMICAL 
PETROWOL 9 
PETROHOL 
PLTROWOL 
jAYSOL 

v0 Octyl Alcohol 
Decyl Alcohol 
Denatured Ethyl Alconot 
Tridecyt Alcohol 

bu yclopentadiene 
tsogrene 

Butadiene 

Ethyl Ether 
isopropyl! Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Beniene 

Ae wtone 

Methyl Einyl Ketone 


35 successful 
years of 
leadership in 
serving industry 





brings you the HOTTEST news ia 
« <2 SPARK 
nother in a series o "ey A 
— Cod PLUGS 


ysive 
Exel BUTTRESS-TOP insulator design! 


> AC’s exclusive buttress-top insulator provides 


a longer path of resistance to electrical leakage than 
any other make of spark plug. This is the much dis- 
cussed electrical “flashover’” length. This greater 
insulator surface-length feature is an extra that AC 
provides. Under unusual dirt or moisture conditions, 
this buttress-top design greatly reduces “shorting” 
or “flashover.”’ 


cxelusiv? COPPER-GLASS seal! 


In AC Spark Plug manufacture the 
center electrode is sealed in the insulator 
by a patented copper-glass seal. This seal, 
comprised of powdered copper and glass, 
is rammed in place, heated to soften the 
glass, and then compressed around the 
terminal pin and center electrode head, 
This assembly is gas-tight and the me- 
chanical bond is more than equal to any 
condition of use. The seal is resistant to 
heat shock and vibration far beyond 
normal plug life. Electrical conductivity, 
of course, is excellent. Constant in-pro- 
duction tests insure these qualities 


Exelusivé HOT TIP feature! 


Not only did AC develop the mod- 
ern ceramic insulator material that out- 
moded poreelain—AC engineers found 
a way to form this material into long, 
thin, recessed insulator tips. Only AC 
has been able to do this. Because of their 
thinness these tips heat up faster to 
burn away combustion by-products that 
would foul ordinary plugs. The HOT 
TIP plug is the industry’s top develop- 
ment—an AC exclusive. 


PLUG AC SPARK PLUG DIVISION 


GENERAL MOTORS CORPORATION 
FLINT, MICHIGAN 


GM AND AC MEANS CONTINUED LEADERSHIP 
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get, also should spend something to 
keep present customers happy 

As a result, OHI is advocating that 
distributors include with each month's 
statement a small pamphlet or stuffer 
with a message of thanks for patronage 
and offering the various facilities of 
their organization to the customer as 
a further expression Of appreciation 

“No elaborate piece is necessary,” 
Beckwith says. “Distributors can pre- 
pare such a personal message and have 
it printed locally at a cost of 3¢ each 
Based on 12 monthly statements, the 
cost of such a program per custome! 
for the distributor would be less than 
50¢ a year.” 


Heat and Cold Show 


More than 100 exhibitors have 
signed up for Oil-Heat Institute of 
New England’s biennial oil heat and 
home cooling show at the Hotel Statler 
June 7-10. Exhibitors 
burner manufacturers, boiler makers 
accessory firms, and cooling equip 
ment manufacturers. More than 5,000 
persons are expected to attend 


include’ oil 


Connecticut 


Jobbers Hopeful 


Connecticut Petroleum Assn. says 
chances look good for legislation that 
would let jobbers keep 1% 
tax collections to help pay for costs in 
handling tax collections. 

The bill that makes all this possible 
is awaiting action by the finance com- 
mittee of the lower house following 
hearings. 

Jobbers say that they'll receive 
about $250,000 a year, based on cur- 
rent gallonage. 

CPA says that if there is any objec- 
tion to having jobbers get 1% on all 
gallonage handled, it is willing to put 
a ceiling on the tax take at 12 million 


gal. 


of gasoline 


Georgia 
Taxes in Limelight 


At their Savannah meeting, Georgia 
Independent oil men turned the spot- 
light on the liability insurance they are 
paying on their trucks and came up 
with some interesting observations 

Locally, insurance companies clas 
sify trucks in two categories—up to 
1,000 gal. at $50 annually—-over 1,000 
gal. at $200 annually. By far, the 
majority of the trucks operated by the 


June, 1955 ¢ NATIONAL PETROLEUM 


associations — 


nies Will follow suit. As a consequence, 
savings to the members 

As a result they are paying the $200 will result in some $150-$200 a year 
per truck rate. In an effort to get a Another source of financial relief 
more uniform rate, association secre that the Georgia oil men want ts an 
tary-treasurer ( Wylie Stalter of 
Savannah, approached his insurance 
company with the request that they 
raise the first classification to include 
up to 1,500 gal. The company agreed 


members fall in the 1,200-1,400 


class. the average 


increase in the current $25,000 cor 
poration surtax exemption. And in this 
field, they have plenty of support from 
all small business firms 

As one oil jobber puts it, “The sur 
tax exemption was really intended as a 


and there is litthe doubt among the 


members that their respective compa relief for the small businessman. Now, 


“Pump liquid materials safely, 
Oe, 


efficiently, economically with 


BLACKMER HAND PUMPS" 


Now you can 
get Blackmer 
quality in both 
rotary and 
piston type 
hand pumps 


Ihe same Blackmer quality control that has brought 


you high quality rotary purnips tor dispens! iv. tran 
ferring and retuelin jobs is built into the new 


Blackmer Blackmer 


name on any issurance of top pet 


Klo-master hand pump The 


pump is your 


formance 


lhe I LO-MASTER 


liquid materials handling ™ 


BLACKMER— 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 


BLACKMER PUMP wee GRAND RAPIDS 9, MICHIGAN 


ON SALES OFFICE 
NEW YORK « ATLANTA « CHICAGO « GRAND ®APIDS « DALLAS « WASHINGTON « 
See Yellow pages for your local sales representative 


SAN FRANCISCO 





— associations 


with rising costs and the 
devaluated, the 


st doesn't do 


rising prices 
dollar has 


exemption ji 


way the 


what it wa 


supposed to do doesn't provide any 
relief for the little guy. How ts a small 
business going to grow in the face of 
higher operating costs and continuing 
high There just isn’t 


left for expansion and we 


taxes? anything 


small com 
panies don’t have any other source 
for getting expansion 

As a result, the Georgia marketers 
are joming in the appeal to congress 


for an 


funds 


increase in the surtax exemp 
tion from $25,000 to $100,000 

Ihe diversion of gasoline tax reve 
nues to areas Other than highway con 
truction 


for its 


and maintenance came up 


usual going over. The associa 


tion bundled this up in a resolution 
calling for a halt to all toll road build 
ing (Georgia has no toll 


construction and Gov 


roads under 
Marvin Griffin 
is on record as being firmly against 
toll highways). They petition the state 
to see that adequat funds for highway 
construction are provided without the 
infervention” of the federal govern 
ment in. the program. The 
resolution asked that the federal gov 
ernment cease taxing gasoline and that 


these tax funds be 


highway 


used by the states 
for new highways 

Apparently the association feels that 
i more localized and complete control 
of the highway program within the 
state would result in an effective block 
of toll road proposals 


/ dyeiniad Jobber Ss 


Commercial Account Blast 


Commercial account price-cutting 
was among the industry problems that 
came under fire at the spring meeting 
of the Virginia 
Assn. The condemned the 
“uneconomic practice of giving a pref 


erence to a particular 


Petroleum Jobbers 


jobbers 
class of con 
sumer for reasons that cannot be justi 
fied 
marketing vice presidents of several 
oil companies 

In the 
suid that selling to commercial con 
sumers at tank 


seriously the 


in a resolution that was sent to 


resolution Virginia jobbers 


prices below 
affect normal 
functioning of the petroleum jobber in 
the marketing pattern of distribution,’ 
and called the practice a threat to the 
economic health of the whole industry 

In other 


Wwavon 
could 


action, the Virginia job 
bers went on record against any leg 
islative restrictions on crude or residual 
oi imports, and named a committee 
to study recommendations of the Clay 


Road Commission 





New officer 
include 

F.C. Moore 
ton, president 
Adams & Dawson, 
rectors are R. | 
chester; J. D. Lawrence, National Oil 
Richmond; and D. E. Quarles, 
Jr., Quarles Oil Co., Fredericksburg 


elected at the session 

York Oil Co., Hamp 
and V. Wayne Dawson 
Dillwyn. New Di 


Buncutter, Win- 


Corp 


California 


New Dealer Groups 


Iwo new deale 
sprung up in the 
Angeles 
formed 1s 


organizations have 

highly 
Basin. The 

apparently 


competitive 
Los latest group 
composed of 
former members of the Independent 
Station Assn. Calling them 
selves the Southern California Service 
Station Assn 


ment 


Service 


the group issued a state 
declaring to be “for dealers, of 


dealers and by dealers 


Temporary 
president of the group is Gene Pitta 
luga, Texaco dealer 

Spokesmen said they plan to become 
affiliated with the California Gasoline 
Retailers National 
of Petroleum Retailers as soon as pos 
Among the 


objec tives is the 


and the Congress 


sible announced 


group’s 
discouragement of 
giveaway practices, and trading stamps 
in particular 
Los Angeles a_ bitter 
price war brought about the formation 
of the San Gabriel Valley 
Dealers Assn 

Ihe group was formed at the height 
of a price war that saw prices below 
tank 


dred 


In northeast 


Petroleum 


wagon in some areas. Two hun 


dealers showed up after closing 
for a meeting to found an organization 
to “do something about 
Smith, a 
Co. dealer in 
president, L. | 
was 


prices 
Signal 
Rosemead was elected 
Bills, Mobilgas dealer, 
John 


George Gasoline 


named secretary, and 


Vernon, Texaco, treasure! 

Smith appeared as a witness at the 
Roosevelt subcommittee hearings in 
Los Angeles on behalf of his group 
Southern California Serv 
Assn. has said it plans to 
maintain contact with the San Gabriel 
Valley and 


such groups 


The new 
ice Station 


Assn encourage other 

California Gasoline Retailers, mem 
ber of the NCPR, has begun publica 
tion of a regular monthly magazine 
for members and all dealers in the San 
Area 


California 


Francisco Bay 

Called the 
Dealer, it) issues 
office of | I 
the Bay 


The magazine will be a major 


Gasoline 
Berkeley 
McKinney, secretary of 


from. the 


Area Council of the group 
tool 


in the group's membership drive 






NATIONAIT 






New York Oil Heat 
Action On Gas Urged 


Quicker natural 
gas threat should be taken by the oil 


action against the 
heating industry, representatives from 
oil heat groups in New England, New 
Jersey and Philadelphia told members 


of New York Oil Heating Assn. at 
their May meeting 
The speakers—-Robert Crane and 


Willard Heddon of the Fuel Oil Dis- 
tributors Assn. of New Fred 
N. Beckwith, executive secretary of 
the Oil-Heat Institute of New England; 
and Edward E. Esterline, executive 
secretary of the Greater Philadelphia 


Jersey; 


Fue} Conference—called for united 
action 
They suggest distributors improve 


sales and installation techniques and 
provide for better maintenance of ex- 
isting burners 

Their talks were part of the New 
York funds for a bill- 
hoard newspapel ad Campaign to pro 


drive to raise 


mote oil heat in the metropolitan area. 


Empire State 
New Chapter Added 


Efforts of the Empire State Petro- 
leum Assn. in forming local organiza- 
tions throughout New York are paying 
off. The fifth regional unit, Tri-County 
Chapter, is now organized. It covers 
Wayne and Ontario counties and part 
of Monroe County 

Officers are Frank D 
Webaco Oil Co., 
and Ellsworth I 


Bertch of 
Webster, chairman, 
Sawyer of Welsey S 
Sawyer, Inc., The 
board of governors includes Wayne 
Van DeViver of Co-operative G. L. I 

Exchange, Inc., Sodus, and Arthur L. 
Stell, Wallington 


Newark, secretary 


More On Fertilizers 


In polling its members to see how 
they feel about liquid fertilizers as a 
summer sideline, ESPA got 126 replies 
that show 

One used his fuel oil truck last year 
for spraying lawns 

Seven plan to market fertilizer this 
year 

Four made inquiries 

Forty-eight are 
possibility 


interested in the 


Forty-three are not 
Twenty-two are 


interested 
undecided or not 
interested at present 
And member 
handle fuel oil 


one said he doesn't 


(Continued on p. 95) 
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..and completely eliminates the 
biggest problem in auto lift maintenance 


TURN THE PAGE for one of the most 
important announcements ever made to 
auto lift buyers and users 
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Lasts for years without replacement! 


Positively prevents oil leaks! 


Hydra-Seal 
is a single molded ring 
A special synthetic, completely un- 
affected by oil, is used for the 
Hydra-Seal. It is melded in a single 
ring that slips over the head of the 
plunger and into place. No fitting or 
adjustment is necessary. It can be 
installed in minutes. 


Springs assure constant contact 
Non-corrosive phosphor - bronze 
springs keep the wiper edge (at top 
of Hydra-Seal) and sealing edge (at 
bottom) in constant contact with the 
plunger, These springs take up any 
slack resulting from normal wear, 
and compensate for eccentric loading 
. , . 8 there is no chance for oil 
leakage, There is no expansion or 
contraction of the springy to cause 
fatigue or make them wear out. 


ge eee 
nile 















































Never requires adjustment! 


Reduces plunger friction! 


Hydra-Seal utilizes oil pressure inside jack to prevent leaks 


Gland holds Hydra-Seal in place 
A malleable iron gland is bolted to 
the jack over the Hydra-Seal, 
flush with top of the _~ 
Once in place, it never requires ad- 
justment or tightening of bolts. 


Oil pressure 

forces seal against plunger 

The Hydra-Seal is designed so that 
oil pressure inside the jack forces the 
seal against the plunger. The higher 
the pressure the tighter this seal be- 
comes, yet even under conditions of 
highest pressure there is no binding 
of the plunger. 

Designed for faster downspeeds 
The lower lip of the Hydra-Seal 


offers no resistance to the plunger 
during lowering so that faster down- 


speeds are q 





HYDRA-SEAL OUTPERFORMS ALL TYPES OF PACKING 
IN SEVERE TESTS IN LABORATORY AND FIELD 


Absolutely no oil leakage in a test 
equivalent to five years of normal wear 


Hydra-Seal used successfully to stop 
oil leaks in many troublesome field installations 


Phis 1 ew Hye 


HYDRA-sea, is 


E ROTARY LiIFTs 
very new Rot z shag 
at Oil leakage 
ig Hydra-Seal.. 
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installed on all 
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Hydra-Seal is an exclusive development of Rotary Lift Co., Memphis, Tenn. 
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This sensational new lift cuts lubri- 
cation time 50 to 60% .. . and does 
a better job because it relaxes all 
spring suspensions, It gives maxi- 
mum undercar accessibility, bringing 
hard-to-reach parts out in the open 
for easier, faster brake and tire work 
and repairs on all cars, 


Hydra-Seal prevents oil leaks 
Rotary’s exclusive new Hydra-Seal, 


Greatest lift ever developed for service stations 
. ++ now equipped with exclusive Rotary Hydra-Seal 
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described on preceding pages, is now 
standard equipment on the Rotafy 
Frame Pick-Up and other Rotary 
lifts. This amazing new development 
replaces old-style packing. The 
Hydra-Seal utilizes oil pressure in- 
side the jack to positively prevent 
oil leaks, It never requires adjust- 
ment, reduces plunger friction, and 
lasts for years without replacement. 














































Before you buy any auto lift 
check these features of the 
Rotary Frame Pick-Up 





¢ Handles all models new and old cars and pick-up trucks 


* Handles 


frameless | 


automatic transmissions, intricate wheel suspensions and 


TT vce Ss 






© Handles 98% of all cars without axle supports o1 adapters. Easily- 
attached adapters furnished as standard equipment 
e Safety-grip rubber Pick-up Pads grip the frame securely, prevent 


vwecidents and minimire danger of damave to out-of position inder- 


car part 













e Automatic combination Non-Rotator and Safety Leg furnished as 





tandard equipment 


Easy, fast front wheel spotting 














(Continued from p. 90) 

ESPA 
were not interested because they didn't 
think there 
for the service in their 
Others 
they keep trucks and drivers busy dui 


adds Several members 


would be much demand 
rural areas 
were not interested because 
ing the summer distributing asphalt or 
dust-settling products 


Road Plan Gets Nod 


Support of New York state’s $750 
million bond issue for new highways 
approval of the federal highway pro 
gram if two policy changes are made, 
and opposition to any boost in federal 
gasoline taxes were voted by Empire 
State Petroleum Assn. members at the 
spring meeting in New York City 

ESPA also voted to keep closer tabs 
on commercial account raiding by ma 
jor suppliers after the gasoline policy 
committee reported it had no solution 
to the problem 

Close Vote on Bonds 


the state’s highway bond issue was by 


Support ol 


Fireworks started after 
committee, headed by 
Savory Oijl Co., 


approval 


a close vote 
ESPA’s tax 
George Savory of 
Binghamton, 
of the bond issue along with the higher 


recommended 


gasoline and diesel fuel taxes that are 
tied to the plan 

Savory said a new law forces the 
state to earmark the tax increases— 2¢ 
per gal. for gasoline and 3¢ per gal 
for diesel fuel—to retire the bonds 

Several jobbers in border areas ob 
jected to the higher taxes, pointing 
out business would go over state lines 
to where taxes—and the price of gaso 
line—were lower. Others warned that 
taxes, Once put on, are seldom r 
pealed 

Policy Changes Requested—In ap 
proving the federal highway construc 
ESPA State 


funds to use that 


tion program, wants 
federal 


money to retire toll road bonds. In 


receiving 


that way, toll roads would becom 
freeways as soon as possible. Under 
present policy, states can use federal 
funds to build more roads or retire 


bonds 

ESPA also wants no service station 
or other service monopolies on toll 
roads. It feels these services should be 
provided by independent operators on 
parallel roads and that toll roads 


should lanes to. such 


have aceess 
parallel roads 
Cost Should Be Shared——In voting 


against any increase in federal gaso 


line taxes to finance part of the na 


tional highway program, ESPA points 


out that these highways are needed for 
national and civil defense. As such 
all costs for the program 
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should be 





shared by all segments of the popula 
tion, not just by the car owners 

The association makes these claims 
(1) gasoline is already taxed at above 
luxury rates, (2) linking federal gaso 
line tax to highways ignores the fact 
the tax was imposed as a temporary 
emergency levy and that it has always 
been used for general government op 
erations, and (3) when coupled with 
the higher taxes on motor tuels slated 
for New York tat iny imecrease In 


federal fuel taxes would pul an “un 
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fair and unsound burden on motorists 
of New York, many of whom depend 
on gasoline to earn a living 
Commercial Account File——At the 
suggestion of Harry Hilts, executive 


secretary jobbers will document all 


cases of commercial accounts being 
majors at prices jobbers 

int meet This data will be filed at 
ESPA he idquarters 
be taken up with lop level officials of 


i ibbed Dy 
and each case will 


upplying companies in an attempt to 


| 
Oolve the | roblem 


IF you're in the 
MOVIE business / 


+ Q=— 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 


Petroleum or TBA 


industries we're 


about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 








THE CALVIN CO. 


1105 TRUMAN ROAD 
KANSAS CITY 6. MISSOURI — HA. 1230 
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GOOD NEWS! 


oe e *, CESS RE re eam ca 
— # “ i imme oe — 


CHAMPION SPARK PLUG GOMPANY 
TOLEDO 1. Ouro.U.S.A. 


June l, 1955 


Dear Champion Dealer: 
In 1954, Champion merchandisers enjoyed their biggest. 
Now -— here's what we're doing to make 


most profitable year 
1955 even better for you! 
Champion's advertising pudget —- already the largest 


for any spark plugs - has been increased again! Your sales 
Eso 

messages will appear before a larger audience than ever 

before! 

Champion advertising 

in the high readership publications shown on the opposite 

page. And this year - you will notice — our list has been 

include the fabulous Reader's Digest now 


now appears on regular schedules 


expanded to 
carrying advertising 


for the first time to its ten illion 


readers. 

And you can again count on Champion eor effective 
sales promotion support through posters, decals, point-of- 
sales material and sales literature, roadside signs and 
other proven sales stimulators. 

In addition, Champion research and engineering — which 
produced the sensat ional new Turbo—Action Champion and many 
other spark plug improvements during 1954 - will continue to 
anticipate the needs of your customers and yourself, supply- 


ing you with the best - first! 


Sincerely, 


p. S. Champions powered the mighty 1955 Packard when it 
rewrote the record book in a 25,000 mile endurance run at 


aks an average speed of 104 m.p-h. | 
Sy ' : few test | 
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TS PERFORMANCE THAT COUNTS 





It’s performance that counts. This is the 
story Phillips 66 Advertising is telling 
motorists about Phillips 66 FLITE-FUEL 
and Trop-ArtTic Motor Oil. It’s a selling 
story that is bringing thousands of motor- 
ists to Phillips 66 pumps. And the great 
new Phillips 66 products live up to that 
slogan. They give motorists top perform- 


ance—the type of performance that makes 
them steady customers. 

Capitalize on this profitable combina- 
tion: selling advertising and top perform- 
ing products. For information about a 
Phillips 66 franchise, write to: Sales De- 
partment, Phillips Petroleum Company, 
Bartlesville, Oklahoma. 


Successtil Businesses are Built with Suecesstal Products! 


OR 
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, é 64,000,000 GALLONS OF GAS PER YEAR... that 
aviation grade gasoline handled by the Air Terminal Fuel Corporation at New York Internatior 
Airport, the country’s largest commercial field. Marlow Self-Priming Centrifugal Pum 
preferred and used exclusively by Air Terminal Fuel Corporation for loading rack and tank truck 


.. . service because trouble-free Marlows offer high capacitic with low maintenance osts 


MaAarlOwWws wo tre job faster! 


Fuel oil marketers everywhere, majors and independents alike, are using more Marlow 
Self-Priming Pumps to speed operations and cut operating and maintenance cost 

Marlows, designed specifically for petroleum service, can handle high-octane gasoline 
or home heating fuels with equal ease. For complete information on these high-perform 


ing pumps, see your Marlow dealer or write for Bulletin PM-50. 






MARLOW PUMPS « RIDGEWOOD, NEW JERSEY 
as in Canada: PUMPS & SOFTENERS, LTD., LONDON—CANADA 
Division of BELL & GOSSETT COMPANY 





HOWARD-REED OIL CO.'’s new warehouse. Texos jobber firm cut construction costs 20% by building on the ground level, 


How Ground-Level Warehouse Cuts 


[' CURRENT plans materialize, the 
I 


foward-Reed Oil Co., Beaumont, 
fex., will launch a big expansion pro 
Ihe result should 
be several new retail outlets 


gram this summer 


lo prepare for this growth, Howard 
Reed-—an Independent 
dling Continental Oil Co. products 
recently completed a $60,000 bulk 
plant and designed to 
streamline the handling of bulk oil 
supplies 


jobber han 


warehouse 


Ihe new plant solves problems that 
have bothered Howard-Reed a long 
time: how to provide economical stor 


INTERIOR of the warehouse is well stocked, but leaves room 


age for both trucks and supplies, and 
how to load oil drums and other 
heavy supplies on delivery truck bod 
ies Of varying heights 

New construction ideas embodied 
in the warehouse whipped these prob- 
lems. The company saved money on 
building costs, too, according to Willis 
Reed, who 1s Howard-Reed’s general 


manager and 50% owner 


HOW IT WORKS 


The foundation of the new ware 
Building it 
this way, instead of on the 


house is at ground level 
usual 


raised foundation, provided the an- 
swer to storage and loading difficul- 
ties. 

Storage—Delivery trucks are actu- 
ally driven into the 40 x 100-ft. ware- 
house, and that’s their garage for the 
time being. Should the day 
when all of the warehouse space will 


arrive 


be needed for storing supplies, then 
Howard-Reed will enlarge it This 
can be done easily. Constructed of 
Steel and corrugated iron in 20-foot 
units, the back of the warehouse can 
be pulled down and re-used after the 
extension on the building is made. 


MAIN OFFICE of bulk plant occupies one end of warehouse. 


in the beck for parking delivery trucks overnight TV set and deep freeze (rear) are occasional sales items 


100 
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wound up with more space for supply storage, truck housing, offices 


bulk plants ss 


PARTNERS in firm are C. T. Garth, 
Willis Reed, and Robert Faucett 


Costs for Expanding Jobber 


Loading—Driving trucks directly 
into the warehouse, Howard-Reed has 
found, makes it much easier to handle 
bulk cartons of oil or TBA supplies 
Ihe truck can be driven to the exact 
point in the warehouse where the bulk 
supplies are stored 

lo solve the problem of getting oil 
drums and other heavy supplies onto 
the trucks, the company bought a 
service station hydraulic air lift, with- 
out the frame. A pit was recessed at 
one double-door section of the ware- 
house, and the lift was put in. A small 
platform was built on the lift 


LARGE WINDOW (right) gives Reed full 
view of warehouse interior 
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Counting the cost of the lift, au 
compressor and platform, the com 
pany spent $1,081 for its loading fa 
cilities 

For this amount, Howard-Reed got 
a rack that can be adjusted to accom 
modate a truck of any body height 
better 
when the savings realized by building 
the warehouse at 


[he bargain becomes even 
ground level are 
added 

Reed says it would have cost his 
company exactly $4,000 more to have 
constructed the warehouse on a raised 
foundation. He adds that there are 


COMBINATION shower and rest room is 
also located in new building 


times when he puts the air compresso 
and lift to other uses, too 


PLANT FEATURES 


Ihe foundation of the warehouse 
made of reinforced concrete, and | 
five inches deep. Driveways leadin 
into the bulk plant 


products loading rack ire also con 


ind to the liquid 


crete 

Other features of the new plant in 
clude 

Plastic 


warehouse rool 


skylights in th 
There are 


(Continued on p. 103 


sheet 


eight of 


HYDRAULIC LIFT replaces stationary plet- 
form in unloading operations 





" 
( Ad 


CHsCOOH 


shipped best in 


GATX 


aluminum tank cars 


Glacial acetic acid stays put when it’s shipped in GATX aluminum 
tank cars. These cars can’t corrode—the product stays free of 
contamination. There’s no leakage or damage—no special linings 
are needed. 

There’s a General American tank car that’s built or can be built 
to meet your bulk shipping needs. You can choose from over 200 
different types in the fleet of 48,000 cars designed, built and oper- 
ated by General American. When you depend on General American 


‘you get the right cars for your product, at the right time, at the 
\ right place—without capital investment. For details, call your nearby 
General American district office. 


r\ 





GATX 


i” 

typical products successfully shipped in 
GATX aluminum tank cars °¢ Glacial Acetic Acid « Hy- 
drogen Peroxide « Fatty Acids ¢ Ethylene Glycol ¢ Acetates @ Nitric 


> Acid (Over 85°) ¢ Refined Tall Oil © Ammonium Nitrate 


features of GATX aluminum tank cars* 


, Flued Dome Construction** ¢ All-Welded Tank, Jacket and Underframe 


Corner Posts and Girth Bands Riveted to Underframe ¢ Safety Dome 


| Platform (Available) ¢ Insulation (Available) ¢ One-Piece Longitudinal 


Bottom Plate ¢ *All features standard unless otherwise indicated. 
**The one-piece flued dome saddle was designed and pioneered by 
General American as early as 1938, 





GENERAL 

AMERICAN 

TRANSPORTATION 
CORPORATION 

135 South La Salle Street @ Chicago 90, Illinois 
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bulk plants #3 


(Continued from p. 101) 


these, equally spaced the length of th Where Oronite Lube Oil Additives 


building. 


A combination shower and rest 


* 
room for the employees helped improve 


A liquid products loading rack 
that can load two trucks simultane 


ously. aircraft oil performance 


All-underground storage. This 
was needed because of a Beaumont 
city Ordinance, but Reed says it also 
cuts down on evaporation losses and 
fire insurance. The company has 42, 
000 gal. of underground storage 


This unique Cooperative Universal Engine 
equipped with a single cylinder from on 
Mahogany ply wood-paneled of ‘ : ' aircraft engine, “flight tests” aviation oils 
fice and display rooms, with acoustical x ‘ S in the laboratory. (Improperly compounded 
tile ceiling and asphalt tile floors i ; aviation elle can couse the type piston 


failure shown at left.) 
A large plate glass window in the 


general manager’s office, giving him a 


~ 
full view of the warehouse interior 


A small attic in the warehouse, 
for storing literature, signs and othe 
small items. 


Year-around air conditioning in 
the office and display rooms. 

Reed and his partners—Robert 
Faucett and C. T. Garth, Jr.—fully 
appreciate the big new layout, for the 
old Howard-Reed bulk plant was very 
small. The warehouse was only 18 ft 
by 26 ft., behind a service station. The 
lot the company was Operating on was 
crowded with underground storage 
tanks. 

The new plant, on the other hand, 
is on a block-long lot 





COMPANY HISTORY 


Ihe firm’s history has been one of 


continuing growth. F. B. Howard, an ;' ots " tor role 
uncle of Willis Reed, started th Oronite additive research played a majorroe = Add 
Cc s cad, ‘ ec e y : t ) nite ‘ itives 
in establishing the cause and finding the solu- ith Oron ‘ 
Conoco jobbership in 1937. Reed and y you can formulate oils to 
meetthe new A.PL Service 
¢ j Cc ded ‘ ils. This extensive researe h { lassifications and can 
— ae ae: See er i “ne, page Idit { j meet spe ifications for 
"es ‘din a detergent type additive tor avia- sper atio 
out. resulted in a g yI MIL-1e 21044. MIL«E 
9000 Supplement I and 
and then sold 25% interests to Faucett tion in engine deposits and wear without the Ranten © atte 


and Garth. hazard of preignition. 


i o aircraft engine preignition from addi- 
one of his brothers joined him in tion to a é | 


In 1950, Reed bought the company tion oils which will provide a marked redue- 


P “i PARTIAL LIST OF 
When the three partners took over Oronite specializes in “custom-formulating OTHER ORONITE PRODUCTS 


in 1950, the company owned two sta additives to your exact needs—meeting your Ges Odorants 
tions, but did have a good farm and price and performance specifications. Because Polybutenes 
industrial business. Since that time, of Oronite’s advanced research program, elabo sine ents 
eight stations have been added. About rate testing and manufacturing facilities, Oro- Fuel a6 Aine 
that many more are planned for 1955 nite’s custom-compounding packs more into 

There has been an increase, also, in your oil at a given treating cost, 


farm business. Industrial business has Why not talk over your problems with an 
gained, but to a lesser degree ‘ 


° gist 

Oronite additive spec ialist. Contact any Oro- é ‘ 
While Reed ts the general manager nite office. 

and largest stockholder, he says all 

three partners work together on ex OGORONITE 

pansion plans and other operating CHEMICAL 

California | COMPANY 
problems 


If there are differences of opinion » 4 
and there have been—then the route 
that any two of the three members 


agree on is taken & 
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You get 
speed, 
safety, 
economy 
when you get 


EVER-TITE 


QUICK 
COUPLINGS 


E ver-Tite Couplings 
Rive you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression, 


You just slip the 
coupler over the 
adapter, and close 
the handles. 

If you want to make 
it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration, In 
stainless steel, bronze, 
aluminum, steel and 
malleable iron. Ask 
your distributor now. 


EVER-TITE COUPLING CO. INC 


254 West 54th Street 
New York 19, N. Y. 


EVER-TITE 
Standard 
Adapter and 
Coupler 


EVER-TITE 
Adapter and 
Coupler 
for 
Tank Car 
Unloading 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 


;} tion of 


a What They're Saying 


[hat we have done a good job in 
finding and producing oil and gas and 
in turning them into useful products 
been 
enough. We have failed to explain the 
business, its risks and 
hazards A. L. SOLLIDAy, executive 
vice president, Stanolind Oil & 
Co., Tulsa, Okla., in 
Phillips natural gas ruling 


at reasonable prices has not 


nature of our 


Gas 


discussing the 


Oil heat industry 
not measuring up to national averages 


It’s time to 


profits are 


of other major industries 
dust off management techniques 

to let personalities in who have the 
quality to know more about the busi 
PAUL K. ADDAMS, 


Oil-Heat Institute of 


ness 


dent 


past presi 
America 


Ihe flow of funds into exploratory 
and effort must 
from the sale of refined products. If 
this flow is impaired because products 
have to be sold on a break-down basis 


development come 


or at a loss just because there’s a tem- 
porary glut in the market, availability 
of future supplies may be affected ad 
versely.” L. F. MCCOLLUM, president, 
Continental Oil Co 


Builders haven't dressed 
heating system 
kitchen 


assistance in 


up the 
have the bath 
What's 


service, 


as they 
needed is 
and 
a desire for oil heat.” Grorat 
FE. Hocus tein, president, Oil-Heat In 
stitute of 


room and 


sales crea 


{imerica 


(oil heat) 
selling job to be done at the dealer in 
Stallation level. There must be a harder 
and better selling job. We’ve got to 
WILLIAM 
chairman 


Ihere’s a tremendous 


push doorbells 
SMITH, 


Oil-Heat Institute of 


more 
market research 


{merica 


1 am with [the oil industry] in [its] 
fight against a new federal price con 
the country 
Shall we now, in time of peace, estab 


trol in gas fields of our 
lish federal price control of this great 
natural resource never before sought 
even in time of war? WILLIAM G 
STRATTON, governor of Illinois 
e® 

Oil imports continue to be exces 
sive, violating the recommendations of 
Cabinet and 


(a special) committee 


NATIONAL 


every rule of reason and equity. The 
only assured solution is Congressional 
action, which will assure this nation 
adequate and available supplies of oil 
and gas at reasonable prices.” IMPORTS 
Poticy CoMMITTER, Independent Pe- 
troleum Assn. of America 


In view of the fact that the United 
States consumes two-thirds of the oil 
produced in the free world and con- 
tains only about one-fifth of the 
proven oil reserves, we find it hard to 
understand why such a measure (to 
restrict crude oil imports) should be 
urged. It is harder still for us to be- 
lieve it will be sanctioned.” J. R. 
Wuite, president, Imperial Oil Lim- 
ited 


“It seems very likely that the chemi- 
cal business and the petroleum busi- 
ness gradually will merge and become 
almost indistinguishable. We will be 
forced more and more to break up 
crude oil into small building blocks 
reassemble them to form the 
molecules we want.” CHESTER PF. 
SMITH, vice president and director, 
Standard Oil Co. (New Jersey). 


and 


“Give private industry a chance, 
and if it doesn’t meet its responsibility 
then the state can step in.” G. ALBERT 
HILL, highway 
commissioner, testifying for legislation 
there that would prohibit state-con- 
trolled limited-access 
highways and freeways. 


former Connecticut 


stations along 


oe? 


“American private capital invest- 
ments overseas are potent dollar pro- 
ducers for good customers in other 
lands. They help develop our neigh- 
bors’ internal economies as well. Since 
the war, $11 billion of American pri- 
vate funds—one-third from oil com- 
panies—has been put to work in this 
way.” EUGENE HOLMAN, chairman of 
the hoard, Standard Oil Co. (New 
Jersey). 

e®* 


“Our tariffs, with a few exceptions, 
certainly are not outrageously high. 
But I firmly believe that it is to the 
long-range benefit of all U. S. citizens 
to have our government move con- 
sistently toward reducing tariffs and 
quota restrictions.”” EUGENE HOLMAN, 
chairman of the board, Standard Oil 
Co (New Jersey) 
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Above 1200-gallon capacity 


ive compartment $5( dK 


SM-55 TRUCK TANKS 


with All These Columbian Advantages! 


Only Columbian SM-55 Truck ‘Tanks give you all of these out 


eT-3; ‘Em eTiitd '4 standing construction advantages that make the big differenc 


in profit and loss operation day after day. Check these features 


Save the olh ed -ta-111 4-44 that actually cost you less 


e Exclusive Columbian }-point support and = integral 







You get ‘em when you want ‘em...quick... 
and at a money-saving price. These Colum- 
bian SM-55 units are immediately available. 
Savings resulting from volume production 
are passed on to you. And Columbian’s 
famous construction features save you 
money every day of operation 






mounting 
Double bulkheads for mixed loads 







Full length all steel subframe 
Pipe lines of welded tubing that eliminate leaky and flow 







restricting threaded joints 
Skirting stress points doubly reinforced to prevent “drum 





ming’ and fatigue due to vibration 

t large cabinets for barrels, case goods, and TBA items 
Streamlined dome flashing concealing 8-in. fill plug 
Streamlined trim skirting modified for off-highway opera 
tion. 

Anti-slip safety rail formed on outer edge of runboards 
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Write for Free Catalog 


giving prices and complete facts (On, ~ 
about three popular sizes — 1,000, AN 
1,200 and 1,500-gal. capacity, with 
five compartments. Illustrated and 
describes many other models avail 
@ (Above) 1500- able on special order. 
t 
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SPACEMAN set likes replica rocket ship 


TRUCK transports 30-ft.-long ship to fairs, civic events 


6 BLAKELY 9 
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TYPICAL station has 12 pumps, complete motoring service, canteen. Blakely operates in Arizona, California and Nevada 
106 
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How Advertising Splash Pulls Them In 


MONROE BLAKELY, the Ari- 

* zona Oil jobber with a chain of 
multipumps, has an ironclad formula 
for keeping his driveways busy 

Phoenix's — private-brand 
impresario: 

@ Starts with a sound service sta- 
tion Operation 

® Adds a whopping dose of pro- 
motional fireworks. 

@ And comes up with results that 
are mildly phenomenal—2 million gal 
monthly over a three-state area, and 
a number three ranking in oil sales to 
central Arizona consumers. 

Blakely’s ascent—like that of the 
rocket he uses as his emblem—has 
been spectacular. His current opera- 
tion started in 1949, with a 15,000 
gal.-per-month self-service station in 
Phoenix. Today it includes 42 stations 
in Arizona, California, and Nevada 
14 of them company-owned, the rest 
under franchise. The old self-service 
(he pioneered in Arizona) has given 
way to a full-service program with 
multi-pump stations, well-trained per 
sonnel, balanced 
stocks of TBA 
items, and a 
forceful customer 
sales campaign. 

Behind all this 
is Monte Blake- 
ly’s strong belief 
in the value of 
hard-selling pro- 
motional effort. The burly Arizona 
native—who bills himself as the state’s 
largest exclusive retailer of gasoline 
likes to put it in rhyme: “Early to bed, 
early to rise, and always, always ad 


gasoline 


“... Early to bed, 
early to rise, 
and always, always 


ADVERTISE!” 


vertise.”’ 

Advertise he does, in a way that 
makes southwesterners blink. Staying 
away from price cutting (Blakely gaso- 
line today is a cent Over some major 
brands) and circus-poster price signs 
(only the pump meters display prices), 
Blakely 
by 


monopolizes the public eye 


Splashing the Blakely name over 
stations, trucks, roadsides, newspapers, 
IV, and the radio. 

Giving away an automobile and 
an occasional TV set at bi-monthly 
intervals. 

Maintaining a private rocket ship 
for the spaceman clientele. 

Lighting the sky each night with 
a big “Blakely Searchlight.” 

Dressing up his stations with 
everything from refreshment canteens 
to Canopies 
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Keeping motorists Blakely-conscious 
has become a full-time job, and all 
promotion is now under the supervi 
sion of R. L. MacDowell. Blakely, 


who until recently combined all the 
functions of idea man and advertising 
department, thinks it has to be full 
time: “Aside from the quality of the 
product,” he says, “advertising is the 


most important aspect of our busi 
ness.” 

“Thanks to our 
points out, “Blakely products are pre 
sold to the motorists. We have found 
that nine out of ten Blakely customers 
ask for a Blakely battery. It’s the same 
with tires. Sales are soaring since the 
Blakely brand name was put on the 
market last year.” 


advertising,” he 


The firm allocates an advertising 
budget on each unit sold and recom 
mends that procedure for other busi 
ness. “In that way you are always 
sales,” Blakely 


building for bigger 


observes. 

The “pre-selling” 
ducted by Blakely and MacDowell, is 
likely to take radical forms. Stations 
are individualized with giant standing 
signs and the rocket trade mark. The 


process, as con 


company name is posted in practically 
every available space on the gleaming, 
red-and-white buildings. Bright red 
pickup trucks with chrome racks al 
ways fly Blakely flags, and manage to 
turn up at all crowd-gathering attrac 
tions 

On the newspaper front, the com 
pany often will buy a full page of 
space—and then leave most of it 
blank. A recent Phoenix ad of this 
type brought so many inquiries that 
the newspaper had to run an explana 
tory article 

Saturation advertising blankets ra 
dio and IV. Tele 
vision efforts are 
concentrated on a . I's just a 
half-hour filmed 
show featuring 
Edward Arnold 
ind top. Holly 
wood stars. Radio Blakely habit .. . 
newscasts are 


question of getting 


customers into the 


sponsored — daily 
over several stations 

Automobiles have been the theme 
of Blakely promotions for years, and 
large crowds attend the regular give 
aways. At a recent one, more than 
2,000 people braved the rain to watch 
a vaudeville show and consume 3,000 


cups of coffee and untold numbers of 


NEWS 


Blakely is currently 
away Rocket 88 Oldsmobiles they 
used to be Rocket Red in color, but 
now every meal salesman has a red 


donuts giving 


car; no distinction He disposes of 
them every 55 days, because it’s 1955 
Next year the interval will be 56 days, 
and so on. At his latest giveaway, 
Blakely added a bonanza item in the 
form of an RCA Victor 21-inch color 
IV set 

The company’s rocket ship is a 


Blakely picked up 


sure-fire attraction 


RUNNING the show are comptroller Alma 
Best, president Monte Blakely, promo- 
tional director Bob MacDowell 


the 30-ft.-long model second-hand 
and restyled it to promote his prod 
ucts. It puts in an appearance at fair 
and business events 


Blakely’s 


moves to a different 


searchlight—-war surplu 
tution every 
night, or is sent free of charge to civic 
openings and charity events. At pres 
ent it has made over 1,300 consecutive 
showings 

Promotional gimmicks get the mo 
torist into stations, nd 
Blakely keeps him coming back with a 


make purchases 


company 


two-point program 
convement, and make the purchaser 
comtortabl 

Buying from Blakely 1s easy All 
stations get the full outlay—lube and 
wash rack full accessory displays 
and refreshment canteens. Blakely ad 
to sell gas to get them 
but adds that “every 


on the ground and 


mits “You have 
into the station 
auto has four tire 
inother in the trunk, and they all use 
batteries. It’s just a question of getting 
Blakely habit so 


they come to us for all their auton 


customers into the 


tive need He markets his own brand 


name oil, his own oOne-price battery 





—fej stations 


(>12.95 for any 6 or 12 volt battery 
on any make car), and his own tire 
(supplied by Goodrich). He gets his 
gasoline from Standard Oil Co. of 
California 

Multipump stations, thinks Blakely, 
are the key to successful merchandis 
’ Self-service 
is Only history in his operation. “You 


ing and customer “pull 


can't talk accessory sales to a guy 
who’s doing his own pumping,” he 
says, “and multipumps have more cus 
tomer appeal than conventional sta- 
tions——there’s an illusion of speedier 
service,” 

He’s positive that the gasoline mer 


Chant should always keep upgrading 
his customer relations. Fast, efficient 
service, Clean stations and neat attend- 
ants are musts in the Blakely chain. 

Customer comfort is a strong Blake- 
ly selling Multipumps don’t 
ordinarily have canopies, but all of 
Blakely’s will have. Temperatures in 
Arizona top 110, and parked cars be 
come ovens. Blakely finds that a cus 
tomer who can park in the shade is 
willing to take his time. He's more 
agreeable to accessory servicing, and 
he patronizes the canteen, another 
Blakely innovation 

Each station has its own refresh 


point 


MOTOR OIL 


INCREASE FLOW RATES 25% WITH 


“VISA-FIL' TIGHT | 


CONNECTORS 


Make more gasoline drops daily with the help of this new, 


imple, light-weight connector. Tight connections reduce expen 


ive turnaround time by speeding the flow of liquid as much as 


25'+. Because no vapor escapes, a dangerous fire hazard is 


eliminated. Bulls-eye windows, through which flow can be closely 


watched day or night, prevent overfilling 


another serious fire 


threat. A quarter turn locks the easy-to-handle aluminum alloy 


coupling, and accidental loosening is checked by an automatic 


safety latch. For complete information on this new, low cost 


connector write: 


GILBERT & BARKER MANUFACTURING COMPANY 


WEST SPRINGFIELD, MASS. 


TORONTO, CANADA 


ment center—an array of soft-drink 
dispensers, candy, peanut and popcorn 
machines, and a cigarette vendor. 
Some station canteens are right on the 
pump islands, others alongside the 
station building under a carport-type 
shelter. The aim is to spread the habit 
of going to the service station for a 
pack of cigarettes or a soft drink, in- 
stead of to the drugstore 

“That Coke machine was one of the 
best additions we ever made,” says 
Blakely. “Motorists head for it like a 
busload of tourists rushing a slot ma- 
chine during a ten-minute Las Vagas 
stop. 

Monte Blakely’s rise to eminence- 
he was elected president of the Ari- 
zona State Chamber of Commerce 
earlier this year—is due partly to his 
sweeping imagination, and partly to 
the fact that he knows his business 
thoroughly. 

“Been pumping liquids all my life,” 
laughs Blakely, who used to milk cows 
on his father’s farm in Mesa. When 
the senior Blakely acquired a car 
agency and service station in 1918, 
Monte simply switched to gasoline 
and oil and kept on pumping. He 
started his present chain in 1949, after 
he had operated a civilian station at 
Phoenix’s Williams Air Force Base. 
He still runs stations at several mili- 
tary installations—San Bernardino, 
Cal., Nellis AFB, Nev., and Williams 
AFB and Fort Huachuca, Ariz. 

Figuring that a system that worked 
well for the military could be dupli- 
cated for the civilian market, Blakely 
began his chain. He expanded it fast 

so fast that it cost him some sta- 
tions, at one period. But the same 
stations are now coming back on the 
Blakely bandwagon. 

For a number of years, Blakely was 
a favorite target of competing major 
companies. But the heat is off now, 
thanks to a zooming area market and 
Blakely’s refusal to quit under fire. 

Today, 42-year-old Blakely bosses 
a thriving enterprise. He maintains a 
central warehouse in Phoenix for ac- 
cessory storage, and carries his own 
paint, construction, sign and mainte- 
nance crews. 

A big TBA truck-trailer makes regu- 
lar trips to West Coast supply centers, 
packing a payload of 1,100 Blakely 
batteries. Standard of California sup- 
plies gasoline to the 42 Blakely sta- 
tions—each has three 10,000-gal. 
underground tanks—and to the com- 
pany’s main distribution point at the 
Phoenix warehouse, where 90,000 gal. 
are stored underground. Gasoline 
comes from a Los Angeles-area re- 
finery ® 
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YOU CAN BE 
SITTIN’ PRETTY 


in this 
Famous Folding Aluminum Chair 


by FREDRIC ARNOLD 
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As a thrilling EXTRA to its outstanding 
1955 Oil Filter Cartridge Sales Program, 
WIX offers you this handsome, feather- 
weight Chair. As advertised in LIFE Maga- 
zine, this famous Fredric Arnold Chair 
features tubular ALCOA Aluminum legs 
and frame, woven Saran fabric seat and 
back in multi-colored plaid, and extruded 
aluminum arm rests polished to mirror 
finish — weighs only 72 ounces and folds 
flat to 3” x 23” x 28”. 

WIX is the outstanding sales and profit 
opportunity for you—the Oil Filter Line that 
gives you more of everything —-SUPERIOR 
QUALITY ... COMPLETE COVERAGE 
... GENEROUS PROFITS. ..TOOLS TO 
SERVICE ALL FILTERS... and now... 
this ‘Sittin’ Pretty” Chair Program. Get 
your Featherweight Folding Chair NOW 
— call your nearest WIX Jobber today! 


OIL FILTERS #4 CARTRIDGES 
AUTOMOTIVE + INDUSTRIAL * RAILROAD 


WIX CORPORATION + GASTONIA «+ N.C. 
In Canada: Wix Accessories Corp. Ltd., Toronto 
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Over 150 leading manufacturers of cars, trucks, buses, tractors and engines 


now specify FrRAM Filters for use on some or all of their products. In addi- 


tion, millions of vehicles have been FRAM equipped by their owners Only FRAM 
Result 


More than 30,000,000 engines are protected by Fram! 


Is it any wonder, then, why so many ‘TBA managers are capitalizing on offers ALL 


what they call the Fram market? 


How about you? Investigate Fram for your TBA line NOW! Ask us for 


facts and figures advantages 





FRAM CORPORATION. Providence 16. R. | Fram Canada Ltd., Stratford, Ontario 
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Motorists prefer FRAM more than 2 to /! 


FRaM is standard equipment on more cars and trucks! 

F RAM is custom-engineered for most every engine! 

F RAM is backed by the industry’s strongest, broadest, 

most liberal, unconditional money-back guarantee the only 


arantee of its kind! 
wi OIL + AIR + FUEL + WATER 
Fram Cartridges are protected by work-saving, 


sales-making metal! > j : : i fa v 


FRAM gives you the most effective advertising 


merchandising program in oil filter history! 
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Extra! 


Another big, extra 
promotion push for 
TEXACO DEALERS 


.-».now sponsoring the 


TEXACO NEWS REPORTER 





Nationwide — on the 346-station ABC Radio Net- 
work. Twenty-two 5-minute newscasts every week- 
end — eleven on Saturday, eleven on Sunday. 


More than 250,000 newscasts all told. Each with 
a friendly, forthright message to remind motorists 
at home and on the road of Texaco Dealer products 


and services. 


This is one more sales builder for Texaco Dealers 
in all 48 states... another example of the powerful 
advertising support Texaco Dealers always enjoy. 
It is in addition to magazine and newspaper adver- 
tising...TV and other radio programs... coast- 
to-coast billboards ...dealer displays and extensive 


promotion material. THE TEXAS COMPANY 


are such busy Helens 
R . 
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Oil Marketers and their servicemen tell us that the 
priceless advantages of Bennett ownership are their 
traditionally low maintenance costs and their year 
in year out dependability. 


Jennett has been so soundly engineered and carefully 
built that it adds to the profit possibilities of every 
gallon of gasoline. 


Little wonder, then, that Marketers regard their 
3ennett pumps with such deep enthusiasm — just as 
you will once you standardize on the new Bennett 
with its low maintenance cost. 





JOHN WOOD COMPANY - Bennett Pump Division ~© Muskegon, Michigan 








Build your sales with 


| ECO ISLANDERS and TIREFLATORS 


~ Sign of the most progressive stations 








eCO 
ISLANDER 











™ MODEL 244 AWT 
for water and 
automatic air 
service only. Other 
models include 
cash box, sign, 
mushroom light 
fixture, fluorescent 
and bracket types. 


ECO TIREFLATORS 
are available for 
installation on 
drive, wall, post 
or in overhead re- 
mote locations — 
fo meet any sta- 
tion's needs, 








Modern, fluorescent lighting p/as convenient water supply 
plus dependable, accurate tire inflation . . . all combined 
in one attractive, efficient unit right at the island... 
give you eye-appealing layout, ease of entrance 

and exit and quick service with ECO ISLANDERS. 

The world’s most modern stations rely on ECO 
ISLANDERS to give them the added sales advantages 
that keep customers satisfied. Ask your JOHN WOOD 
Representative for full information about the 

ECO Islander and how it builds sales and profits. 


Joun Woop Company 


BENNETT PUMP DIVISION 
Muskegon, Michigan 


‘ Pa 


won \ 
woop J 
eee / 


District Offices: Albuquerque * Atlanta * Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dollas * Denver * Detroit + Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia * Pittsburgh + Rochester + Salt Lake * Seattle + St. Paul * San Francisco 


IN CANADA: Toronto * Montreal * Vancouver * Winnipeg 


EXPORT; John Wood International Corporation, 29 Broadway, N. Y. Cable ‘‘WOODINTER" 





Eimo D. Hidy 





THE PLAN 


Each driver is an independent. 


They buy their trucks and pay 
all expenses. 


They bill Arrow monthly for 
volume delivered and are paid 
on that basis. 


They route their own deliveries. 


THE RESULTS 
The problem of carrying drivers 
at slack times is gone. 
Volume has climbed 50%. 
Personne! has been upgraded. 


Need for personal supervision 
has been eliminated. 


Customers get better service. 











transportation (-} 


SALESMAN and commission driver, right, talk over new business. Arrow backs its 
drivers strongly, turns over new accounts to them by territory 


How Commission Driver Plan Pays 


6é E’VE brought our business 

out of the red during the 
summer months, and increased per- 
sonnel efficiency to the point where 
we are handling over 50% more fuel 
oil with the same number of trucks 
and drivers.” 

That is how Elmo D. Hidy, owner 
of Arrow Petroleum Co. in Cincinnati, 
Ohio, describes the benefits of the 
commission driver system he started 
two years ago. Now Hide is working 
on plans for three sub-bulk plants on 
the outskirts of Cincinnati to help 
boost delivery efficiency. 

Before Hidy set up his drivers as 
independent agents they had been paid 
on a salary basis. As a result, the com- 
pany had to carry them at a deficit 
through slack summer months if they 
were to avoid losing men. 

Many of the personnel problems at- 
tendant to the salary system prevailed 
at Arrow. Close personal supervision 


of the men was a must because many 
of them failed to take a real interest 
in their customers and in building thei 
routes. Overtime during peak periods 
was a drain on the company’s re- 
sources. Overhead was high, because 
the drivers neglected their equipment 

In looking for ways to eliminate 
these weaknesses one fact struck Hidy 
If the men were paid on a commission, 
rather than salary basis, it would not 
be necessary to carry them at a deficit 
for part of the year. Under a commis 
sion they would be paid only when 
they were producing, and therefore 
would no longer be a source of loss to 
the company. The incentive of a com- 
mission, also, might eliminate many 
personnel problems 


HOW HE DID IT 
But how could an arrangement of 
this kind be worked out satisfactorily, 
since the men would have to make 
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enough money during the busy seasons 
to compensate for summer layoff? And 
how could these men be held, so that 
they would come back to Arrow every 
fall? 

Io find the answers Hidy made a 
thorough time study. He figured ex- 
actly what it cost to deliver a gallon 
of fuel oil under the prevailing method 
of payment 
mission based on these findings. It was 
set up so that the men, by doing the 


Then he figured a com- 


same amount of work on a commis 
sion basis as they were doing on a 
salary, would make the same amount 
of money. 

lo hold the employee over the sum- 
mer, and to increase efficiency as well, 
he decided to put each man in busi- 
ness for himself. Today each agent is 
an independent operator under con 
tract to Arrow to deliver its oil 

When an agent signs a contract with 
Arrow he is given a territory and is 


113 
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sold the truck he will use. The tank, 
pump, meter, hose, and other equip- 
ment are loaned to him at no charge, 
but he agrees to pay all operating and 
maintenance expenses himself. 

He is paid a flat commission on 
every gallon of oil he delivers. This is 
figured by zone and the size of the de- 
livery made, with higher rates for de- 
liveries under 100 gal. and for dis- 
tances over 10 miles, 

At the end of each month the driv- 
ers bill the company for the number 


With 








of gallons of oil they have delivered. 
There is no overtime to figure, for the 
men are self-employed and their hours 
are no longer the company’s concern. 

“When this system went into effect 
it made all the difference in the world 
in the efficiency of our personnel,” 
Hidy declares. “Before, the men were 
never concerned about the number of 
deliveries they could make in a day. 
On a salary basis they had little incen- 
tive to see just how efficiently they 


could operate. But now they are con- 


jn a 


Highest quality materials... fine 
workmanship ... rugged construc- 
tion... plus all these important fea- 
tures that assure years and years of 
low cost, trouble-free service. 


> Shaft, valves, valve plates and 
springs of stainless steel. 


) Durable housing of die-cast aluminum 
alloy—Permolited inside and out. 


) Self-adjusting suction stub. 


x Flexible diaphragm of tough molded 
synthetic material. 


) No parts to leak, stick, freeze or jam. 


’ Double-action—delivers 20 gallons 
per minute (100 strokes)— steady flow. 


a few changes in parts, you can convert 


this versatile pump to ‘most any use—from pipe 


lines to drums, or underground tank, with hose 
or spout outlets. Altogether, 22 different mod- 
els! Call your Tokheim representative or write 


TlOw * 
prwelion 
¥ a 
\S 
G; 


L) 


/ 


we / 
a 
2 
A 
+, 


a 
LR s+ gow? 
“Saad Factory 


= directly to factory for literature. 


General Products Division 


"y TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 
y 1650 Wabash Ave. 


Since 1901 Fort Wayne 1, ind, 
Branch: 1309 Howard St., San Francisco 3, California 


Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ont, 


stantly conscious of the importance of 
producing at a maximum speed, and 
whenever they see ways that manage- 
ment could help them improve their 
efficiency they’re quick to let us know 
about it. 

“It’s the same with customer serv- 
ice. Our agents realize now that their 
income depends on keeping the cus- 
tomers on their route satisfied, and are 
much more careful to give a high de- 
gree of personal service.” 

Route building has also become 
vital to the driver under the commis- 
sion system. To illustrate this point, 
Hidy cites the case of one man who 
brought in 65 new fuel oil accounts 
by soliciting his territory during the 
summer months. 

Still another advantage of the sys- 
icin is that it has eliminated the petty 
jealousies that often exist among 
salaried employees. “The men are so 
busy with their jobs that they don't 
have time or an inclination to think 
about each other's business,” Hidy 
explains, 

As a result of these improvements 
in the men’s efficiency and attitudes, 
the company is handling over 50% 
more volume today with its 10 agents 
and tank trucks than it did two years 
ago. The only personnel increase has 
been the addition of one office worker. 
And although delivery cost per gallon 
of oil runs about the same as before, 
overhead has dropped. 

According to Hidy, this is due 
mainly to the improved care the 
equipment now receives. “The men 
used to be careless to the point where 
there was almost always a truck or 
some piece of equipment in the shop 
for repair,” he says. “Now, however, 
the men take it upon themselves to 
prevent deterioration and rarely lose 
time because of mechanical diffi- 
culties.” 


WHAT IS NEEDED? 

“Success of the incentive system de- 
pends to a great extent on the type of 
personnel you take on,” says Hidy. 
“It is important to be very selective in 
hiring men for these jobs, and we 
screen all applicants carefully. In fact, 
if a promising applicant does not have 
the money to make the investment in 
the truck that we require, we'll help 
him finance it rather than turn down 
a good man. This is much wiser, in 
our opinion, than hiring a less desir- 
able applicant simply because he has 
the necessary capital. 

“Since instigating the commission 
plan we've been able to upgrade our 
agents, and have a higher type of rep- 

(Continued on p. 119) 
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Nothing sells service better than 


BETTER SERVICE! 


Improve service 


(and save money!) 


by ordering the 


Buckeye ‘‘Service Package 
as a unit. 


Coupon brings details. 














Buckeye No. 4101 Multi-Swivel.* 
Makes awkward filling positions easy; 
‘no hose marks on the paint. 











The station that cares improves service 
—and increases business. 


The No. 820A Safety-Fill Nozzle has 
been responsible for more new fill-up customers 
than any other one thing for many years. Buckeye No. 820AS “Service Package” = /| 
Now, it’s even better. Lighter for easier handling —The perfect combination 
Needs no oiling. Contains permanent packing. for better service. 
Precision manufactured, too. 

The No. 4101 Multi-Swivel is like adding 
a foot or two to the hose. Rotates 
completely at both ends of the fitting, eliminates 
kinks or twists, prolongs hose 
life many times. 














BUCKEYE IRON & BRASS WORKS, Dept. N 
Dayton, Ohio 


Please send facts on 

The Buckeye “Service Package.” 
NAME 

ADORESS 


* Listed under re-examination 
service of Underwriters’ Laboratories, Inc 


ciry__.. . i A ——— 
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YEAR OF LEADERSHIP 
if ie IN CONTAINER RESEARCH 


= 


American Can Company opens the most modern 


Dedicated to creating cans that will add new convenience to your products 


This new research center is the latest link in The shape of cans to come 
the chain of progress which began with Canco’s Who can even venture to guess what new miracles 
prog % aS 
container research laboratory—the first in will be born at Barrington? For here, Canco’s 
Americamwhich was opened in 1906, creative scientists will have the finest equipment 
Through Canco research have come such important and the most up-to-the-minute facilities of anv 
developments as the doubletite paint can, the motor container laboratory in the world, 
oil can. the non-drip liquid detergent can, and Many dreams are already taking shape under our 
: g g 

new packages for drugs, medicinals, insecticides, new roof. Studies are progressing in the use of 

| pi x prog £ 


blood plasma, and a host of other products. atomic energy in the “cold sterilization”’ of foods. 
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AMERICAN CAN COMPANY RESEARCH CENTER BARRINGTON, ILLINOIS 


research center in the can-making industry 


Accomplishing the “impossible” 
Even more dramatic is the search for ways to make 


tin cans without tin... America’s major source of tin 


lies directly in the path of current aggressors 


The problems are staggering—but the results will 
be even more so. We call this vitally important 
program Operation Survival—a name which may one 


day mean exactly what it says. 


“Good” isn’t good enough 


Experience has taught that no container manufac turer 
can hope to make significant contributions to 
the nation’s economy without constant research 


advancement. The good ways are not necessarily good 
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enough. The formula for growth is constant change, 
constant HWnproveme nt, constant search for new 


and better contaimers, 


It is to this kind of change that Canco’s new 
Barrington Research Center is dedicated— 
to provide still better packaging for the products 


of America’s agriculture and industry 


Go First to the People Hho Are kirst! 


AMERICAN CAN COMPANY 


New York, Chicago, San Francisco 









FIRST BY 


FAR 


FOR TUBE AND 
TUBELESS TIRE 


PUNCTURE REPAIR SERVICE 









ONLY 

$995 
For Tubeless Tire Repairs 
DILLECTRIC “U” CLAMP No. 6690 


Includes ‘‘U’’ Clamp, Secondary 
Wire, Ground Wire, Buffer 
Designed for use with regular Dillectric clamp 
which supplies the operating current and trans- 
former. Uses standard small size Dillectric Speed 
Patches with Filler Rubber for permanently vul- 
canized “Deep Cure” puncture repairs, Tire Center 

Display included Free. 


DILLECTRIC | 


First Choice of over 


DILL VALVES FOR 


DILL RUBBER COVERED 
SNAP-IN VALVE 




















TOOL No. 5215 


5 to box 




















of the valve provides leak-proof 











or hex nut are required 













Easily 
No, T-151-8 applied 
in a “jiffy” 
ony with 
. ae 
ATC each APPLICATION 
Packed 


»% This valve snaps into rim hole before 
SP mounting tire. The thick rubber cover 


sion seal of the rim hole. No washers 


Complete 
Service 


GET 
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ten- 


out of rim with 
























Packed 5 to box 


Designed with base that slides into 
rim hole from outside. A damaged 
rubber snap-in valve can be pulled 


placed with this valve, 


THE DILL MANUFACTURING CO., CLEVELAND 3, OHIO 


Approved by 
Underwriters’ 
Laboratories, Inc. 


em, 


“om 


a re 4 


ONLY 


$199 
For All Tube Repairs 
DILLECTRIC OUTFIT No. 6695-1 


includes Deluxe Clamp and Supplies 
for over $170 worth of repairs 


Cash in with the exclusive advantages of Dillectric 
service. This liberal offer includes the Dillectric 
Pressure Clamp and 220 Dillectric Speed Patches. 
In addition you receive a Free Bonus of a Wire 
Buffer, a Tire Center Display and a beautiful set 
of Pomtongs. 


B "Deep Cure" REPAIRS 


20,000 Service Stations 







Recommended by 
all leading tire 
ond oil companies. 


/ 


TUBELESS TIRES 


DILL ALL-METAL DILL 
CLAMP-IN VALVE ALL-METAL 
No. VS-710-R CLAMP-IN 
for quick valve VALVE 
-— —s No. VS-185-8 
removing tire Apply to rim 
from rim before tire is 


mounted 
Dealer Price 


4lc 


Kin 
» Dealer Price 


Packed 
5 to box 


This valve is used on many 


pliers, then re- tubeless tires now in service. 





1402 S$. Los Angeles St. 
Los Angeles 15, Calif. 
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(Continued from p. 114) 


resentative than ever before. Turnover 


has been virtually eliminated, of Use ] Lithium — — 
course, for each agent signs a five-year 


contract (which we may cancel if he 
fails to produce) when he joins us.” 

Ihe second factor in the success of 
Arrow’s personnel set-up is the sup 
port that the company gives its com- 
mission drivers. Although technically 
the agent is not Arrow’s employee, he 
is backed up as strongly as if he were 

Take Arrow’s training procedure, 
for example. When a new man is hired 
he is sent out with an experienced 
driver for 30 days and paid a retainer 
during this time. That way he gets an 
opportunity to acquire a firm founda 
tion before going out on his own 








SELLING HELPS 


Nor does Arrow’s training program 
end there. Monthly sales meetings are 
a key part of the system. 

“These are friendly sessions,” Hidy 
explains, “designed to give our men an 


opportunity to air their problems and 
increase their know-how in an in f 
formal atmosphere. We start with a 


steak dinner, after which our question 


I at All Temper atures 


and during the month the men drop in 
(anonymously, if they wish) any sug 
gestions, criticisms, or questions they 
would like discussed. We listen to their 


You will keep your “‘payloads”’ rolling at lower cost 
per mile when you use ONE lithium base, multi- 
stories at this time and undertake to purpose grease from bumper to bumper. Correct 
solve any problems that come up lubrication is assured because you use the same 

“Additionally, we take advantage of grease for wheel bearings, chassis, water pump and 


any constructive ideas they put for universal joints . . . greasing operations are simpli- 
ward. Since instituting these meetings : 


the men have bean. iestramestel ia fied .. . inventory is reduced. All of these advantages 
streamlining our office procedure and and savings can be yours. 


in calling our attention to the fact that Here is the important thing to know—a lithium 
our degree-day posting was off. That’s 


proof positive, I believe, that the com base, multi-purpose grease is the ONE grease that 
mission system is effective, for until resists water and lubricates effectively under all 
it was put in use the agents never conditions at temperatures ranging from —S0'I 
showed concern over such details to over 350°F. 
“Whenever possible we also have a 
guest at the meeting to give the men It will pay you to contact your grease supplier 
instruction in selling. These are experi for lithium base, multi-purpose lubricating grease 
enced people who can help them im 
prove their customer approach and We will be glad to send you a copy of 
sales technique.” “Front Wheel Bearing Lubrication, 
Arrow’s drivers also receive selling an N.L.G.1. report 
aid from the company in the form of 
point-of-sale material that they use in 
their customer contacts. The company 
has its own sales staff that solicits — 
through architects and contractors. All i adie 
of this new business is given to the 
drivers by territory 


Consistent advertising, both in news FOOTE MINERAL COMPANY 


papers and in the form of statement ' 
stuffers is still another help Arrow 444 Eighteen W. Chelten Bidg., Phila. 44, Pa. 


gives its representatives RESEARCH LABORATORIES: Berwyn, Pa 
What about actual aid to the agents PLANTS: Exton, Pa.; Kings Mountain, N.C.; Sunbright, Va. 


LITHIUM HYDROXIDE 
FOR INDUSTRY 
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as far as handling their routes is con- 
cerned? “One of the advantages of 
making our men independent opera- 
tors is that we no longer need to give 
them close personal supervision,” Hidy 
points out. “Each man plans his own 
route and is responsible for making 
his deliveries on the day they are due. 

“We do, however, handle all the 
degree-day posting for him, setting up 
the deliveries and giving him his tickets 
already addressed and indicating the 


grade and amount of oil to be deliv- 
ered, From that point it’s up to the 
man to load his truck and handle the 
delivery on his own. 

“By hiring the right type of person- 
nel and giving them strong support we 
have been able to make the system pay 
from the first,” Hidy sums up. “It has 
not only proved to be good for the 
company— it’s good for the men. They 
are making more money than ever, 
due to their increased efforts, and 
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ON BULK PLANT 
CONSTRUCTION 
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Fig. 343 


The Morrison Compact Valve Control elimin- 
ates ‘Pipe Fitter’s Dreams” in hooking up Bulk 
Plants. Just run the lines from the tanks to the 
pump. The control does the rest. The Fig. 343 
Concentrated Control is Simple — Compact — 
Easy to Install — cuts out guess work and saves 


WRITE FOR COMPLETE DETAILS TODAY. 


$ $ JAVS 


$ $ JAVS 








MORRISON BROS. COM PANY 


Oll EQUIPMENT HEADQUARTERS 


DUBUQUE, 


1LOWA 


many of them are able to hold other 
jobs in the summer. 

“For our part, we are no longer 
beginning each fall season in the red, 
nor do we risk losing men over this 
period. They are happier in their work, 
and not liable to walk out on a job in 
which they have an investment.” 


ARROW’S PROGRESS 

This “independent agent” plan is 
not the only business and profit builder 
Arrow has started since going into fuel 
oil in 1946. The company has a num- 
ber of “firsts” to its credit: 

e First in its locality to put in un- 
derground storage, it has facilities for 
150,000 gal. of No. 1 and 2 oil. 

e First in Cincinnati to offer budget 
terms to its customers, the firm has 
built a good volume on this service. 

e First in Cincinnati to ask the 
State of Ohio to test and seal its meters 
to assure accuracy. The city has since 
passed an ordinance requiring all fuel 
oil dealers to follow suit. 

At present, another Arrow first is in 
the process of development. Hidy is 
planning to open three sub-bulk plants 
on the outskirts of Cincinnati. 

“Most of the fuel oil business in this 
city is in the suburbs today,” Hidy 
explains. “With building going farther 
and farther out, it is only a matter of 
time until the bulk of the business will 
be beyond the efficient reach of our 
present plant. By installing sub-stations 
now at points from 15 to 18 miles 
from our home location, we will be 
prepared for this situation. And in the 
meantime, we'll be operating more 
efficiently than ever.” 

Hidy expects to add one extra load 
a day to each truck’s capacity by this 
move. As he explains it, “The drivers 
will load their trucks at the home plant 
in the morning and work on the way 
to the sub-station. By loading again 
there, they will eliminate coming back 
with an empty truck, and thus use the 
time productively that formerly was 
entirely lost.” 

Each of the sub-plants will have a 
service station front. They will be 
leased to someone who will operate 
the station and oversee the bulk plant. 
Storage facilities will be about 30,000 
gal. at each location. 

“Although it is impossible to predict 
the outcome of this venture until we 
actually give it a try, we expect the 
investment to pay for itself in a short 
time,” Hidy concludes. “We should be 
able to increase our volume substan- 
tially, without increasing our person- 
nel or trucks. And this is the policy 
that has been so successful for us in 
the past.” * 
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HANNAY 


GUIDEMASTER 


G' Mark 


Guided = WINDING 
us 
level REWINDING 


for Your Fuel Hose 


Now you can quickly and easily make deliveries to the right 
or left sides of your truck without turning it around. One-way 
streets are no longer a problem. The Hannay Guidemaster 
also gives a practical, simple, and economical method for 
controlled, level rewinding of hose. For more profitable fuel 
oil delivery install the Hannay Guidemaster. 


Easily guides hose ‘around the corner"’ 
from cabinet to either side of truck. 


One-hand operation for controlled, level 

rewinding. Pushbutton switch. 

Low first cost; pays for itself in time-savings. 

Ball bearing aluminum-alloy rollers ease 

hose on and off reel. Greatest Name 
Protects hose from sharp edges on truck body, in Hose Reels 


Thoroughly proved in actual 
field service. 


Can be installed with new or WAN NAy 


“se 4) fer on 


existing reels. HOSE REELS ) 


CLIFFORD 8. HANNAY & SON, In 
“tstem0. mew * 





By Leonard Castle 


Tips on Contracts 


A veteran Midwest distributor of 
major brand oil products offers some 
sound advice to young jobbers, and 
men hoping to enter the jobbing field, 
as to what they should seek in their 
jobber-supplier contracts. 

He lists five specific subjects, some 
of which are usually omitted from 
written contracts, that he feels should 
be hammered out ahead of time and 
then, if possible, written into the for- 
mal agreement. 

[hese five points are: 

Financial loans, transportation of 
products, pricing of products, adver- 
ising and sales help 

Jobber-supplier contracts are usu- 
ally the main discussion topic when 
two or more jobbers get together, this 
distributor observes, and thousands of 
words have been printed about com- 
plaints over the agreements. 

Although an Independent distribu- 
tor for 20 years, he admits that he has 
never succeeded in getting all five 
points spelled out as he wants them, 
even though he’s had three different 
suppliers 

But, he points out, competition in 
the Midwest is getting tougher all the 
time and most jobbers find themselves 
in a good bargaining position. And re- 
cent developments, such as the merger 
of Sunray Oil Corp. and Mid-Con- 
tinent Petroleum Corp. (see p. 54), 
and the sale of Deep Rock Oil Corp.'s 
marketing properties to Kerr-McGee 
Oil Industries, Inc. (see p. 57), indi- 
cate that future competition will be 
even keener. 

He recently has been approached by 


122 


two outside majors asking him to 
switch brands. Sales representatives of 
these companies are still backing away 
from some of his contract demands 
but he feels that he’s making progress. 

“It has been interesting to listen to 
their story of all the things they will 
do for a jobber that they can’t put into 
their written contracts,” he says. 

“Even a veteran jobber like myself 
wonders how and why he signed his 
original contract without a more thor- 
ough understanding of what it should 
and did contain,” he says. 

“But most young jobbers, like I was 
20 years ago, are so eager to get into 
business that they are willing to take a 
district manager’s word on disputed 
points. Then all of a sudden there’s a 
change in the district office, a new 
man moves in, and your verbal agree- 
ment is out the window. 

“Many young jobbers have asked 
me what they should have in their 
agreements, My best advice to a jobber 
signing a new contract is to wait until 
every possible point of issue is settled, 
even if it means a long delay, and 
don’t take anyone’s word on anything 
of importance, for some day you'll be 
sadly disappointed. 

“In my own case, if I hadn’t been 
so eager in the beginning, I would 
have made a lot more money the past 
20 years.” 

Definitions Are Needed—For the 
sake of proper understanding, to en- 
able the jobber to plan for the future, 
and to assure a long and amicable 
relationship with his supplier, he in- 
sists, the jobber should ask these ques- 
tions and insist on a definition of these 
points: 

1. Financial Loans Does your 
company make loans to jobbers, and 
what are the terms? Is the jobber 
forced to sign options that run for 
several years? 

“My company has never offered to 
loan under any conditions, but would 
like to build their own stations in my 
territory so | won't have to tie up my 
capital,” he says. 

2. Transportation Does your com- 
pany permit a jobber to do his own 
transporting, and under what condi- 
tions? Do you as a supplier force the 
jobber-transporter to meet the lowest 
published rate for hauling? From what 
points does your company ship oils 
and greases? 

There are great disadvantages to 
getting products from long distances, 
the marketer explains. It forces the 
jobber to carry twice the inventory and 
the jobber, hard as he tries, is always 


out of some product before a car gets 
in. A jobber also has a great oppor- 
tunity to sell trucking firms their gaso- 
line and oil when the product can be 
hauled by truck, where we never have 
an opportunity to sell the railroads. 

3. Pricing of Products As a sup- 
plier, what formula, if any, do you use 
in establishing prices on gasoline, 
No. 1 and 2 burning oil? Are you 
going to complain if your jobber buys 
some product from a broker who sells 
up to 0.5¢ per gal. off contract from 
the same terminal from which you de- 
liver? Will you protect your jobber 
when his commercial accounts are 
being raided by other majors, at prices 
1¢ per gal. below the jobber’s cost? 

On your national accounts, do you 
let the jobber sell and make a profit, 
or do you insist on direct delivery of 
gasoline, oils and greases? Is your 
company competitive in the industrial 
oil and grease business? What kind of 
protection do you give your jobber in 
gasoline price wars? 

“My company has never allowed me 
to hold a commercial account with a 
special price. I have had co-operation 
in industrial business and gasoline 
price wars,” he says. 

4. Advertising Will your company 
participate with the jobber on news- 
paper, radio, billboard, and television 
in helping him plan ads and share the 
cost? Is your company competitive on 
a national basis, with a good national 
I'V show, and in national publications? 

5. Sales Helps Would your com- 
pany be as active with sales assistance 
as though it were operating in my ter- 
ritory direct? Would you have a repre- 
sentative assisting me each week in 
calling on new dealer accounts, com- 
mercial accounts and providing gen- 
eral sales assistance for the jobber? 
Could you supply a specialized engi- 
neer for the industrial business, and 
what assurance can you give as to the 
availability of industrial products? 

“Anyone becoming a jobber should 
certainly have the answers to most of 
the above subjects,” this jobber con- 
cludes. “Most all companies will say 
that they have all of this and much 
more, but insist that they just can’t put 
it in a written contract.” 


How Co-Operation Paid 


Another way in which local oil 
men’s clubs can help solve industry 
problems is related by Myles F. Hall 
of the Como Oil Co., Duluth, Minn. 
The Duluth city council was consider- 


(Continued on p. 125) 
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MULTI-PURPOSE 


One grease, one gun, when lithium- More work between greasings, say Major oil companies report substantial 


base, multi-purpose INLUCITE 21 users of INLUCITE 21... less stop- savings in man hours and product cost 


replaces ordinary specialized greases. page at planting and harvest time when when INLUCITE 21 replaces four dif 


And a better job in every case. men and equipment work overtime. ferent single-purpose greases. 


USERS CUT OPERATING COSTS WITH INLUCITE 21 





“down” time and INLUCITE 21 is made under our Versatile INLUCITE 21 can he 
exclusive patents. Write for details. handled in all types of dispensing 


INTERNATIONAL LUBRICANT — equipment. It’s an all-weather grease 


that pumps freely at any temperature. 


Fleet operators cut 
maintain trucks longer, save on inven- 
tory and eliminate mistakes with unex- 


celled, multi-purpose INLUCITE 21, CORP., New Orleans. 
With Research Comes Quality, With Quality Comes Leadership 
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“roe OL PRODUCTS 


Tankers © Oil Barges BIRTANK all-welded, leak-free storage tanks stand up 
eoeundt under the most rugged conditions, giving stout year-in, 
Oil Drilling Barges year-out service. The cost is no higher for the BEST .. . 
Marine Bulk Storage as proved by BIRTANK users in every part of the 


Tenke © OF ane country. Whatever your oil or gas storage problem, 


Builders of 


Ne specify BIRTANK . . . to save time, money, 


and for long-life product-protection. 


FOR COMPLETE INFORMATION ON BIRTANK write: 


Pa BIRMINGHAM TANK company 
A TYPE AND SIZE inka Ol 


FOR BYERY O1L STORAGE \\ ™ viverr wena ssa 
R LH TREMENT SALES OFFICES: NeW YORK, cHicAeo, PITTSBURGH 
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ing an ordinance to require each bulk 
station to stock a sizable supply of 
Foamite as a fire precaution. This 
would have meant considerable ex- 
pense for each operator in the city. 

But the local oil men’s club came up 
with a compromise plan. The fire de- 
partment would carry a stock of the 
material sufficient to handle any emer- 
gency, the cost to be pro-rated among 
the oil men. If a fire occurs, the dam- 
aged company replaces the material 
used to fight the flames. 

This solution satisfied both the 
council and the fire department. As 
Hall points out, the plan saved indi- 
vidual oil men a lot of money and 
assured adequate protection. 








By Richard Elwell 





They’re Winning Friends 


Standard of California has shown 
some more improvement in its public 
relations standing 

Recently the company issued the re 
sults of the survey taken last year. The 
public opinion poll covers all sorts of 
provocative questions, such as: Are we 
good, bad or both? How well do we 
serve our customers? Are we too big 
and powerful? Who decides prices? 

Response to the question “Is Stand 
ard a good company, bad or both good 
and bad?” showed 59% thought Stand- 
ard was a good company; 12%, good 

7-6 


and-bad; 7%, bad company and 22 
had no opinion 





June, 






Response to the question How 
well does Standard serve its custom 
ers?” The outcome was good—75% 
scored Standard with good service; 
7% , fair service; 1%, poor service and 
17% said they didn’t know 


Response to the question: “Does 
Standard have much competition?” 
was as_ follows 50% said they 


thought Standard had a great deal of 
competition; 21%, medium amount of 
competition; 21%, little competition 
and 8% had no opinion 

And 32% of the respondents said 
they thought Standard is too big and 
powerful while 51% did not consider 
Standard too big and powerful. The 
remaining 17% had no opinion 

As for profit 33% said they 
thought Standard made too much 
money; 35% said they thought Stand 
ard makes the right amount. 1% 
didn’t think Standard makes enough 
and 31% said they didn’t know 

Standard asked this question: “Who 
decides prices?” They got these an 
swers—49% said that the oil compa 
nies get together and set prices; 39% 
said they set their own prices inde 
pendently and 11% had no opinion 

Standard said this survey was based 
on 2,617 interviews scattered through 
out the seven western states 

Standard describes the results as 


‘good.”” 


Oil Aids Litter Fight 


Tide Water Associated Oil Co. its 
lending a hand in a California State 
Chamber of Commerce campaign to 
squelch highway litterbugs 

lide Water has donated 1,000 reno 
vated 55-gal. oil drums to be spotted 
along county roads in the state. The 
Chamber hopes that car travelers will 
deposit car-accumulated trash in them 
instead of strewing it along the high 
ways 

Ihe oil drum donation is the second 
part of a three-step campaign to clean 
up California’s highways. First was a 
public education drive, second was the 
placement of adequate trash contain 
ers, and third will be stricter law en 


forcement 


Why Customers Buy 

Union Oil Co. of California has 
tipped its dealers to some interesting 
facts about some interesting people 
their customers 

Company interviewers quizzed | 
200 service station customers on buy- 
ing habits—why they stopped at a par- 
ticular station and what they bought 

Forty-eight per cent of regular gaso 
line customers said they traded at a 
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station because of service, 30% said 
convenience was the reason and 16% 
gave product quality. Three per cent 
said “credit card.” The survey indi- 
cated that credit card customers are 
nice to have. They buy 12.1 gal. per 
stop, compared with 8.7 for cash cus- 
tomers, and 85% of the credit card 
customers buy premium gasoline, com- 
pared with 69% for the cash cus- 
tomers 

The researchers were surprised to 
learn that only slightly more than half 
of the regular gasoline customers were 
lube customers. Twenty-eight per cent 
bought lube jobs at their auto agency 
and 20% just went elsewhere 

From this the researchers concluded 
that a dealer stands a good chance of 
nearly doubling his lube business by 
concentrating on his regular gasoline 


customers 


Richfield Fellowships 


Richfield Oil Corp. has established 
seven one-year fellowships for gradu- 
ate study, with grants of $1,500 each 
at five California universities for the 
1955-56 academic year 

The fellowships, entitled the Rich- 
field Oil Corp. Fellowships, have been 
set up at: Stanford University in pe 
troleum engineering and business ad 
ministration; University of California 
at Berkeley in chemical engineering 
and petroleum engineering; University 
of California at Los Angeles in Geol- 
ogy; California Institute of Technology 
in chemistry; and Claremont Colleges 
in geology 

In presenting the 
Charles S. Jones, Richfield president 
said, “Here in the West the industry 
must solve the problem of developing 
sufficient reserves of crude oil to keep 
pace with a steadily growing demand 
One of the most certain and efficient 
means of increasing supplies is through 
the conservation of oil energies. It is 
hoped that graduate study in our uni- 
versities will stimulate interest and 
effort toward recoveries of oil from 


fellowships 


existing and future fields.” 


An Old Friend Goes 


One of the oldest institutional pro 
motion programs in the oil industry 
was dropped this month. Standard of 
California’s weekly radio concert, The 
Standard Hour, concluded a 29-year 
run June 5 (1,456 programs) 

Every Sunday night, the Standard 
Hour broadcast the music of fine sym 
phony orchestras and prominent artists 
throughout the seven western states 


(Continued on p. 128) 
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Another Rockwell First 
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Operator sets Predetermining Quantity Control Register on a 6” Model 6-BLX Rockwell Rotocycle meter 
equipped with a 6” No, 744 Multistage valve for smooth closing from 800 gpm to zero in less than 15 seconds. 


MADE WITH STEEL CASES FOR REFINERIES 


Sizes up to 6-inch and 800 gpm 


This Rockwell system, with its smooth oper- 
ated multistage control valve and sturdy 
steel case construction, is especially suited 
for use at refineries when loading tank cars 
or tank trucks. The systematic method it 
provides for tapering flow when tapping off a 
load prevents errors common to manual oper- 
ation. The multistage control is timed exactly 
for each closing stage and is coordinated with 


¢ Series 15 or 30 flanges 


microadjustment to compensate for low flow 
rate registrations. 

Other money saving applications for the 
Rockwell Quantity Control System include 
automatic filling of field storage tanks, sea- 
going tankers and barges, as well as for spac- 
ing service to the inlets at product pipe lines. 
Complete engineering counsel is available by 
writing Rockwell. 
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SHOCKPROOF 














Automatic Quantity Control 
WITH ACCURATE ROCKWELL METERING 











The Rockwell Multistage Quantity Control 
system provides an accurate shockproof way to 
automatically shut off flow after pre-selected 
quantities of liquids have been metered. You 
simply pre-set the quantity you wish to measure 
on the Predetermining Register. This initiates 
action causing the automatic valve to close in 
three (3) successive stages when the desired 


volume is reached. 





YOU CAN RELY 


Atlanta Boston Charlotte Chicago Dallas Denver 


Philadelphia Pittsburgh San Francisco Seattle Shreveport 
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AND SMOOTH MULTISTAGE SHUT OFF 


The final shut off occurs the instant that the 


Rockwell ROTOCYCLE Meters 





ROCKWELL MANUFACTURING COMPANY ° 





Houston Kansas City, Mo 





predetermined quantity has been measured 
Multistage valve closing entirely eliminates 
destructive ‘‘water hammer” or hydraulic shock. 
It adds materially to the life of all related 
equipment joints, fittings and gaskets as 
well as to the meter itself. It provides all the 
advantages of automatic quantity control 
accuracy, speed, and trouble-free operation 
for those metering liquid inventories to cus- 
tomers. Write for bulletin OG-454. 


ON ROCKWELL 





PITTSBURGH 8, PA, 








Los Angeles Midland, Texa New York 


Canadian Petroleum and Industrial Meter Sales: Peacock Brothers Limited 






2 BL METER 
for smaller flows 
down to 60 gpm 


—Predetermining Register is first set to 


quantity desired 


—Latch Box then transmits automatic clos 


ing action 


—WMultistage Valve systematically shuts 


off flow in three smooth stages 
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(Continued from p. 125) 
Despite the regional coverage, the pro 
gram attained national recognition. 
Television and the growing popu- 
larity of hi-fi records have come “to 
supply the need for fine music that 
The Standard Hour had previously 
fulfilled,” Standard says. 


By Marvin Reid 


Tour Finds Weak Spots 


After hearing TBA marketers dis 
cuss the need for better training of 
service station personnel in merchan- 
dising and repair methods at the Oil 
Industry Midwest TBA Group meet- 
ing in New Orleans, I recalled some of 
my experiences in traveling around the 
Southwest, 

Most of my driving in the past cou- 
ple of months has been done in Texas 
and Louisiana. About 3,500 miles 
were covered, including several trips 
from Houston to inland Texas, and 
one swing down into Louisiana as far 
as New Orleans 

The courtesy on the part of the 
driveway salesmen was good and in 
some cases, excellent. But I noticed 
that few of them tried any real selling 
job of TBA, motor oil, or of their 
premium gasoline. 

I stopped at between 20 and 25 sta- 
tions. And I remember seven of these 
because the station personnel failed to 
clean my windshield. One of these 
stations was a brand-new layout where 
an oil and lubrication job was ordered, 
and 13 gal. of premium gasoline pur- 
chased. 

The operator of this station is sell- 
ing the products of a company whose 
sales manager believes the penalty for 
such an offense should be about 40 
lashes. 

In defense of this particular opera 
tor, it must be said there was a big 


128 


rush of business on at his station at 
the time. 

Oil Check Lags—What I remem- 
bered most, though, was how the help 
at more than 75% of the stations 
seemed to be afraid of lifting the hood 
without first asking if oil and water 
should be checked. Some just disre- 
garded it, unless asked to make the 
check. 

And the way they asked if I wanted 
the oil, battery and radiator checked. 
Most said, “How about that hood?” or 
“Hood okay?” 

Only three or four asked if they 
could fill my tank with premium gaso- 
line. Instead of trying to promote 
premium sales, driveway salesmen 
generally greeted me with a welcome 
but no sales pitch. 

On the trip back from New Orleans, 
a muffler leak developed. 

At the next stop for gasoline, I men- 
tioned to the driveway salesman that 
I thought I had a leak. He listened, 
and agreed. But that’s all he did. 
Whether he sold mufflers at his station 
or not, I didn’t find out. I had to as- 
sume he did not, since he didn’t try to 
sell it 

My stops included stations selling 
almost every brand of gasoline sold 
in the Southwest, both major and pri- 
vate brand 

Good Service Here—At one private 
brand station I was given faster and 
more complete service than at any 
other stations. Four men were working 
on our Car at one time. 

One checked the oil and water. A 
second wiped the windows. The third 
man swept the inside of the car. And 
a fourth pumped the gasoline. 

At another private brand station, 
however, I felt I had been “taken.” 

This station, located near the Texas- 
Louisiana line, advertised low prices 
for gasoline and cigarets. It turned out 
the gasoline advertised was a third- 
grade product, with the “regular” 
grade selling at the same prices other 
stations in the area were charging. 

The cigarets available at the low 
price were off-brand, some we had 
never heard of before. Popular brands 
were no cheaper than anywhere else. 

Generally, I felt I had received my 
money's worth in service and quality 
of products purchased—except where 
I didn’t get my windshield wiped. 

Always a Problem All of this 
points up the manpower problem in 
the Southwest. It is still tough sledding 
for companies to find top-notch men 
with money to lease their stations. 

And it is just as hard for the dealers, 
in turn, to hire and keep good helpers. 

rhis lack of capable labor is espe- 


cially true in the bigger cities, jobbers 
and suppliers report. There are still 
cases where new stations stand idle for 
three or four months, waiting for a 
dealer. 

A. A. Adams, a Continental Oil 
jobber in Dallas, says there seem to be 
men available now for service station 
work. His dealers have no trouble in 
getting them. But they do have trouble 
keeping them. By the time a man is 
trained, he leaves to do something else 
for a living. 

Some Southwest jobbers report good 
luck in getting dealers. Notable among 
these is Barney Holland, Continental 
jobber at Ft. Worth, and Ed Amar, 
Shell jobber at Hammond, La. 

Jobbers in smaller towns, too, gen- 
erally report better success in keeping 
their stations staffed. 


by Cornelius Brodersen 


Tax Fund Fight 


Gasoline distributors in New York 
will fight any attempt to put a ceiling 
on their “take” of gasoline tax money. 
Under the law, they can keep 1% of 
the amount they collect to pay for 
handling tax funds. In 1954, this came 
to about $1 million. 

One attempt came at the close of 
the 1955 legislative session, but the 
bill died in committee. Distributors 
realize that new attempts could be 
made at a special session (none sched- 
uled) or at any future regular session. 

In asking for the ceiling, Gov. 
Averell Harriman says higher gasoline 
and diesel fuel taxes would mean 
$600,000 more to distributors if the 
state’s highway construction bond is- 
sue, to which the higher taxes are tied, 
is passed by voters in the November 
election. Gov. Harriman adds dis- 
tributors would have no additional 
costs in handling the extra tax money. 

To this distributors reply: 

1. The highway construction bond 


(Continued on p. 130) 
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Now -out of Chrysler Corporation...come 
the most rugged trucks ever built! 


Announcing new 


Dodge trucks! 


The power line with full view design! 


NEW! Super Power-Dome V-8 engines—169 to 202 hp.— 
the world’s most powerful low-tonnage V-8’s—and the most 
dependable sixes! 

NEW! Full-view design with biggest wrap-around windshield 
of any make! Wrap-around rear window available, too! You 
get greater safety, easier handling! 

NEW! Higher payloads, new no-clutch transmissions, power 
steering and braking, fuel-saving overdrive! Plus smartly-styled 
interiors, colors, 2-toning! Over 100 new features! 


eis odie 


‘ 


Now on display at your int See — 


dependable Dodge 


Truck dealers! 


et 
vt 
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Outdoor 
Display 
ideas... 


> PENNANTS 


(7 
For long or short term use. In drill-cloth, paper, 
polyethylene, or plastic-impregnated cloth 


Printed or plain. Variety of colors. Any length 
desired, Ready to hang 


eevee eeveeeeneeeeeeneeeenenee 


> LETTER-BANNERS 


BBL RIT DALY M@SIAILE 


We spell out your message with big 13’ x 19” 
sturdy cloth letters, sew on sisal ropes and ship 
ready to put up. White letters on red or blue 
background; or red Day-glo letters on blue 
background 


> WINDOW 
DISPLAY 
LETTERS 


Heavy paper cutout letters and numerals faced 
with fluorescent. For windows. Sizes: 9’ (5 col 
ors) and 20” (red only). In any assortment or 
96-character set. 


oeeeeeveeeeee eee eeeeeeneee 


> CUSTOM-MADE DISPLAYS 


From your rough sketch, 
we will develop and 
produce practically any 
outdoor display in pa 
per, cloth or plastic 
Quick, accurate setup 
for collating, mailing or 
drop-shipping to one 


point or 20,000. 


> FREE CATALOG 


Full details on these and other outdoor: display 
items made by Pratt will be found in the new 
Pratt catalog. For your copy, mark the card 
in this magazine, or write... 


The Pratt Poster Co. 


NOIANAI 4 iN 


a &| regions 
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issue isn’t passed yet, and there is 
strong Opposition to it 

2. If higher taxes do go into effect, 
the amount coming to distributors 
would be $100,000 less than the state 
estimates, 

3. In some cases, administrative 
costs would increase, due to additional 
bookkeeping. 

4. The present 1% does not cover 
administrative expenses in all cases. 
Many small distributors find it hard to 
break even at this rate. 

5. The 1% collections are in lieu of 
evaporation and spillage allowances. 
Any tampering with this figure means 
the industry will fight for an allowance 
on evaporation and spillage. 


Profit in Traffic Jams? 


A non-car owner in the McGraw- 
Hill Economics Department is toying 
with this idea: Campaigning for bigger 
and better traffic jams. His reasoning: 
Iraffic congestion in New York City 
is costing motorists $25 million an- 
nually in wasted gasoline. That means 
more than $3 million in added gaso 
line taxes for the state. He sees the 
day coming when the state can finance 
all activities from traffic jams. 


Windows Won't Leak 


Let the winds and rains come. But 
they won't get through any of the 
3,200 vertically pivoted windows of 
Socony Mobil Oil Co.’s new 42-story 
office building in mid-New York City 

Fests at the University of Miami 
(Florida) show that the windows fitted 
with neoprene gaskets and _ stainless 
steel sash, the product of Republic 
Steel Corp.’s Truscon Steel division, 
can withstand water-saturated winds 
of 145-mph. velocity without a drop 
of water or wisp of wind leaking 
through 


New Burner Course 


The commercial-industrial division 
of the Oil-Heat Institute of America 
and the Springfield Trade School, a 
state-supported vocational school in 
Springfield, Mass., are offering a two- 
year course in commercial and indus- 
trial oil burners. The school starts 
Sept. 7. 

Charles Pesterfield, professor of 
mechanical engineering at Michigan 
State University and technical secre- 
tary of the OHI’s commercial-indus- 
trial division, says the Springfield 
school may be the first of three to be 
set up. Other schools are planned for 
the Midwest and for the West Coast. 


Burner and accessory manufactur- 
ers are donating $50,000 in equip- 
ment. In addition to cutaway and 
operating models of oil burners, they 
are giving such items as tanks, pumps, 
combustion chambers and combustion 
testing equipment, pressure gages, 
preheaters and primary and secondary 
oil burner controls. 

Burner manufacturers are also. of- 
fering scholarships to sons of em- 
ployees who are high school graduates. 
The scholarships cover the $3,750 esti- 
mated costs ($275 annual tuition and 
$150 monthly board) for the two-year 
course. 

English, mathematics, college alge- 
bra and trigonometry, electronics, 
shop math, engineering and technical 
drafting, physics, chemistry and social 
sciences will be the subjects offered. 


American Oil Moves 


The American Oil Co. is now in its 
new 19-story, air-conditioned office 
building at 555 Fifth Ave., New York 
City. The move from the Chanin 
Building, 122 E. 42nd St., where 
American had been for 26 years, was 
made in a week end without the loss of 
a working day. 

It took more than 40 hours and 150 
vanloads of equipment, files and furni- 
ture to make the switch. Some 5,000 
pieces of office equipment and furni- 
ture and 2,500 cartons were handled. 

The move was nothing more than 
a change in working location for more 
than 500 employees. But for personnel 
from 16 departments in Baltimore, in- 
cluding M. L. Schwartz, vice president 
in charge of sales administration, the 
move involved a change in living 
location. 

The company now says that all its 
sales department is under one roof. 
Amoco calls the move “another step 
in its reorganization.” 

Amoco occupies 10 floors in the 
new building, with a total of 115,000 
sq. ft. of office space. In the Chanin 
Building, the company had 80,000 
sq. ft. of space. 


Evolution in Taxes 


Delaware now collects more than 
21 times the gasoline tax it did 32 
years ago, when it first put motor fuel 
under tax, according to R. S. Zinn, 
chairman of the Associated Petroleum 
Industries of Delaware. 

He estimates that gasoline tax col- 
lections for the state will hit $7 mil- 
lion this year. In 1923, the first year 
of the tax, Delaware collected $318,- 
OOO at 1¢ a gal. 

The increase in collections, he says, 
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is due to: 4.5 times as many cars 
registered in the state as 1923 and 
State tax of S¢ per gal. 

With a federal tax of 2¢ per gal 
added to the state tax, motorists in 
Delaware this year will pay $9.8 mil- 
lion in motor fuel taxes. Zinn says 
taxes on gasoline are about 33% of 
the retail price of regular-grade gaso 
line. 


Socony Dealer Schools 


Socony Mobil Oil Co.’s New York 
City Division expects to have all of its 
new service station training centers in 
the division’s seven sales districts op 
erating this month. The centers are in 
northern New Jersey, Bronx, West 
chester, Queens, Brooklyn, Manhattan 
and Long Island. 

Paul Guernsey, New York City Di 
vision marketing assistant, refers to 
Socony’s new training program this 
way: “It’s a fresher approach to the 
problem. The job of training is never 
ending.” 

In setting up its new training pro 
gram, Socony remodeled existing sta 
tions or built new stations. 

The centers are offering courses for 
dealers and station employees. For 
dealers, there is a course in manage 
ment, covering retail factors, new 
business activities, bookkeeping and 
profit and loss analysis. Depending on 
the dealer’s ability, this course will 
take from one day to a week. 

For station employees basic and ad 
vanced courses are offered. The basic 
course covers methods of driveway 
service, lubrication, tire, battery and 
products service and fan belt installa 
tion. This course, Guernsey says, can 
be tailored to fit individual needs. For 
green hands, he says, it means two 
weeks’ study. 

The advanced course, which takes a 
week, includes spark plug sales and 
servicing, Oil filter sales and servicing, 
distributor lubrication, universal lubri- 
cation, wheel balancing and starting 
of cars. 


10th Safety Award 


Coastal Tank Lines of York, Pa., is 
doing a little bragging about its high- 
way safety record in transporting oil 
and other liquids. 

Coastal has received the merit 
award of the National Tank Truck 
Carriers, Inc., in its annual highway 
safety contest for a class that covers 
10 million miles and over. It’s the 10th 
national award Coastal has won since 
1948. 

Another record the company is 
proud of is hauling 3 billion gal. of 


cargo without a fire loss. Distance 
travelled in handling this gallonage ts 
more than 75 million miles 


Below-Cost Bill Backed 


Gasoline retailers in Allegheny, 
Erie and Cambria counties in Penn 
sylvania are behind House Bill 508 in 
the state legislature. The bill would 
price discrimination, untau 
competition, and destructive 


outlaw 
trade 


THERE’S MORE 
INSIDE EXIDE 
THAN MEETS 
YOUR EYE 


practices in the sale of oil products at 
all levels of the industry—refinery, 
production, distribution and retail 
One of the bill's provision prevents 
the sale of the same grade of product 
at different prices either within the 
same section or city or between sec 
The only difference in 
price allowed would be in the actual 
transportation cost. Also banned would 


tions or cities 


be gifts, premiums, rebates, refunds 
and commissions a 


Inside or outside, one battery looks much like 


another. Even the 


powerful Exide ULTRA 


START” with its amazing performance rec 


ords, doesn’t /Jook especially different. But 


what a noticeable difference in battery life! 


Only the Exide ULTRA START has Silvium; 
the patented grid alloy that combats the two 


deadliest battery killers 


overcharging and 


sulphation. So, in any kind of driving —stop 


and-go or high mileage 


ULTRA START Bat 


teries stay healthier. . . last longer. 


Although you can’t see the difference in Exide 


inside or outside- 


you can see the differ 


ence in satisfied customers and freedom from 


come-backs 
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Some secrets of 
Skelly’s amazing success in 
winning new customers: 


Skellymen are busy these days. 
Only a Skellyman can make all these And so happily busy! Because 

- thousands of new customers are 
statements to win new customers: being brought across Skelly drive 
ways by one of the most startling 
and positive offers ever made to 
TO WIN NEW GASOLINE CUSTOMERS: TO WIN NEW MOTOR OIL CUSTOMERS: motorists: 


WE GUARANTEE 10% WORLDS LOWEST A puscentes of 30% mere nee 

Are MORE MILES OR 10 = <——w'.. CONSUMPTION oline mileage —or 10 gallons 

, pOALLONS FREE (MOTOR OlL free (when motorist switches 
mes 4 . 


yes , : és 

Gay to the Skelly Supreme “Power 
Pair’’—both gasoline and 

motor oil—for 30 days.) 








Why does Skelly dare to guar- 
antee more miles to the gallon, 
while competitors merely claim 
[ it? Is there a “catch” or a gim- 
mick? No. There is no “catch.” 
Every Skellyman can now guar Never before has the complete Skelly fs 10°% more gaso 
antee 10% more mileage or 10 superiority of a motor oil been so line mileage only because Skelly 
gallons free when customer acknowledged by its competitors! has the products to back it up 
switches to Skelly Supreme Gaso Performance being claimed today (And believe us, Skelly dealers 
line and Motor Oil. Isn't this the for so-called “new” multi-grade are profiting from it, too!) 
kind of strong selling you'd like motor oils was surpassed by 
to use to win new customers? Skelly Supreme over 5 years ago! Read the statements at the left 
They're just a few of the strong 
TO WIN NEW LUBE CUSTOMERS: selling weapons you could use if 
you were a Skellyman, too. Why 
1000 MILE MONEY BACK not find out how easily that can 
WRITTEN secon. Gee be arranged? Write today for the 
=< full story —let us prove to you 
how you can make more money 
with a Skelly franchise. 























» This Skelly Advertising Helps 
Win New Customers Daily: 


famous Greasemaster Lubrication @ Radio 


Plan. N the le any , . l 
Plan. No other off company offer First Network News Analysis 
* — Me of the Day. 28 NBC stations, 


Skelly vigorously promotes its 


Alex Dreier, with the 


more effective promotion to win Mond 
those profitable lube customers— ree 


and keep them coming back! @ Redio—Lioyd Burlingham. 
“This Farming Business.” 28 
NBC stations, every Saturday 
morning. 


You get more customers...you make Wl chckiedns balt-hews 


A i" shows in 15 key markets in 
more money with a Skelly Franchise! Skellyland 


@ Newspaper —large space ads 
in 58 dailies throughout the 
year. Plus, special fuel oil 
campaign 


. through Saturday 


WRITE, WIRE OR PHONE 
@ Farm publications—continu 


SKELLY OIL COMPANY ing campaign in 12 major 


farm papers 


PLUS traffic-building ... 


P. O. Box 436, Kansas City, Mo 


Division Offices; Kansas City + St. Paul - Omaha @ Highway signs. 
Cedar Rapids - Chicago - Tulsa @ Point-of-purchase displays. 
Wichita - Denver - Dallas 
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FASTER LUBRICATION 


Wheels and 
hang free; and every lube point 


service men to work faster, 
“~~ without obstruction. 





suspensions | 


is within easy reach, permitting | 


SERVICE STATIONS ACROSS THE NATION 


INCREASE PROFITS AND VOLUME 
WITH GLOBE’ Frame-Kontact’ HOISTS 


These increases are reported by a dealer 
in Norfolk, Va., who recently changed to 
a Globe “Frame-Kontact’’ Hoist. And 
dealers everywhere find that nearly all 
service jobs are more efficiently handled 


on these revolutionary time-saving Hoists. 


From lubrications and tire changes to 
replacing mufflers and tail pipes . . . profits 
are going up and up as the volume and 


quality of these services are raised. 


“BEST LUBE HOIST IN U.S 

"| think it is the best lubrication 
Hoist in the U.S. It is faster, easy 
to drive onto, and the suspen 
sion is free.” 


St. Cloud, Minn., dealer 


"NEAT APPEARING 
“Wt is a very efficient and neat 
appearing piece of equipment 
much easier to work around 
on the grease rack than the con 
ventional type 


Philadelphia, Pa., dealer 


“HELPS SELL MERCHANDISE 


“BEST FOR CHANGING TIRES...” 
“it's the best Hoist | have ever 
used for changing tires, putting 
on chains, packing wheels, and 
adjusting brakes. Very easy to 

work under.’ 
Yorkville, N.Y., dealer 


Trade Mark Reg. U.S. Pot. Off. Globe “Frame-Kontact” 
Hoists are made under one or more of the following US 
Patents: 2458986 — 2593630 — 2593635 — 2612344 

2612355—2654443. Other US. & Foreign Patents pending 
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“BEST ON MARKET 


“We find 'Frame-Kontact' Hoists 
save 25% on labor operations, 
besides it helps us sell additional 
merchandise.” 

Canton, Ohio, dealer 


BAR NONE 
“We think our 'Frame-Kontact 
Hoist is the best on the market 
bar none. We can install the aver- 
age muffler in 15 minutes.” 
Grand Rapids, Mich., garage 


GLOBE HOIST COMPANY NPN-706-FKH 
East Mermaid Lane at Queen Street 
Philadelphia 18, Penna. 

Please send me 
‘Frame-Kontact 


complete information on Globe 


Hoists 
NAME 

COMPANY 

ADDRESS 

CITY AND ZONE 











provide starting punch... 


INSTANTLY! 





The battery performance so vital in emer- 
gencies . . . so important to profits for 
heavy machinery, auto, truck and fleet 
operators ... means even more to Private 
Label Marketers! Batteries built by Globe have 
become outstanding favorites for every type of pe- 
troleum-powered vehicle. 


4 Fach Globe-built battery is the result of contin- 
¢ > uous product research and development . . . plus 
ae ‘ j the finest, most scientific methods of manufacture. 


33 years of manufacturing batteries specifically for 
autos, trucks, heavy machinery and army tanks. 
Such facts add up to an unbeatable sales story, 
yet they are only a few of the reasons why Globe 
batteries serve Private Label Marketers so well, The 
N nearness of Globe field representatives ... the films 
and sales aids available .. . the fast service you get 
on every order ... . mean extra advantages for you. 





To win more battery sales . . . to win more first 
sales and repeat sales . . . feature the batteries that 
offer more to customers. Feature Globe batteries 
x ... the batteries that are built better to serve better! 


" GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 
FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 


ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO « 
DALLAS, TEXAS * EMPORIA, KANSAS * HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS + LOS ANGELES, CALIF. * MEMPHIS, 


a, Every battery produced by Globe has the advantage 
Pee of 47 years of battery-engineering experience . . 


o epee 4 TENN. * MILWAUKEE, WIS. + MINERAL RIDGE, OHIO + 
OREGON CITY, ORE. * PHILADELPHIA, PA. © REIDSVILLE, N. C. 
7) P SAN JOSE, CALIF. * AJAX (TORONTO) CANADA, 


lh if it’s petroleum-powered there's a 
oF GLOBE-BUILT BATTERY 





eee Fight from the start 














CONVERSATION BREAK is taken by W. E. Crouch of Skelly Oil, 


tires—-batteries—accessories — fj 


Jerry M. Blansett of Humble, Paul Hawk of Standard Oil Co. 


TWO MEN with one interest—A. H. Heidingsfelder of Pan Am 


Southern and Jack Nemeth, Continental 


BA training programs at stations 

and TBA budget plans are com- 
ing under close scrutiny from oil com 
pany TBA marketers. And they are 
finding that training, particularly as 
an aid to selling new TBA products, is 
one of the biggest problems facing the 
industry. 

That is the consensus of oil com 
pany TBA men who attended the 
spring Midwest TBA Group meeting 
in New Orleans. They believe that 
training programs are lagging behind 


(Indiana) and H. §$. Duclos, Pan-Am Southern 


LISTENING to an opinion by A. D. Oetien, Standard of indiana, 


is George Pfahler of The Texas Co 


How Dealer Training Can Hike TBA Sales 


the introduction of such new TBA 
products as tubeless tires, 12-volt bat 
teries and new headlamps 

So, they agree, the dealer is losing 
out in the full sales potential of these 
items because he is confused about 
selling and servicing them. Here’s how 
IBA explained the problem at the 
Midwest meeting 

Roy Maddux of Cities 


a recent survey showed him that most 


Service sity 


dealers still lack confidence in servi 
ing tubeless tires 
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Many of them, he says, do not have 
the proper equipment to repair a tubs 
less tire. He found many repair meth 
ods, with some dealers still wanting to 

take a hammer to them.” Prices for 
repair work, he says, range from 
to $2.50 per tire 

It has been predicted that automat 
lubrication devices may be 
within the next five year 

That helps the public, but it dow 
help the dealer Maddux believ 

He adds that on 





offset anticipated losses to such things 
as automatic lubrication is to keep 
fully informed on all new TBA prod 
ucts. The servicing of tubeless tires is 
one way he can keep his profits up 
Joe Welland of Skelly Oil thinks 
wheel balancing is becoming more and 
more of an art because of new tires on 
the market and the greater sensitivity 
of new cars 
for more 
this field 


He feels there is a need 


training of station men in 


—j tires—batteries—accessories 


Dealers are not only missing out on 
sales and service work in the tire field. 
They are also passing up some good 


opportunities in batteries and acces- 
sories, TBA men believe. 
A. D. Oetjen, Standard Oil Co. 


(Ind.), says dealers need to check bat- 
teries more frequently, especially the 
‘dirty” ones, if they are to realize their 
full potential in battery sales and serv- 
icing 


a 


Jameson of 


Continental Oil 





motorpump 


on your liquid handling jobs ! 


Keep oil on the move—keep pumping costs down 
—keep payloads speeding to your customers! 


There's a lot of power in these rugged and compact 


Motorpumps. 


You'll find straight centrifugal as well as self-priming types 
to handle all your oil moving needs—faster and more 
profitably. Sizes from 14 hp to 75 hp. Capacities range 
from 5 to 2800 gpm, and heads to 650 feet. They're 
designed to stay on the job for years with minimum 


maintenance. 


Find out more about Motorpumps and how their power and 
efficiency will improve your profit picture. Write today for 
the latest catalog on Motorpumps for handling petroleum 
products or see your nearest Ingersoll-Rand pump engineer. 





9-239 


MOTORR PUMP 


Ingersoll-Rand 


ll Broadway, New York 4, N.Y. 
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Co, says new-type headlamps that 
give more light with less glare, also 
represent more potential sales for 
dealers, since they can now sell re- 
placement lamps to customers wanting 
the new type before the old ones burn 
out. 

P. J. Kent of Chrysler Corp. sees 
the 12-volt battery system as standard 
in most cars by 1956. Engines, he 
claims, will become more powerful 
and compression ratios will continue 
to climb. 

However, Ivan Thompson of Lion 
Oil and others point out that recent 
developments in the gas turbine en- 
gine have led some to predict this 
engine will replace the present engine 
before too many more years. 

Thompson says the present experi- 
mental gas turbine engines are using 
either oil or fuel filters, so he sees the 
need for filters regardless of what 
happens to engines. 

J. J. Nemeth of Continental Oil Co., 
in a discussion of sales promotion, 
says he has found that salesmen and 
dealers do the things they like to do. 
And they like to do the things they 
understand. So, if sales promotion de- 
partments can tell them all about a 
new product and the selling and serv- 
icing of it, they'll enjoy merchandis- 
ing It. 

Nemeth says in training programs 
the subject matter has to be in simple 
language so that the dealer can under- 
stand it. If this is done, then there is 
no training problem that cannot be 
overcome. 


SELLING ON BUDGET 


For the most part, TBA men be- 
lieve that budget selling of TBA on 
credit cards is still the only way for 
the oil companies to handle it. 

However, Gulf Oil is reported to be 
trying out a plan designed to reach 
non-credit card owners. Gulf’s plan is 
to have the dealer pass on a credit 
applicant. Then Gulf will purchase the 
dealer’s papers. 

rhe dealer, however, will be respon- 
sible until the obligation is paid off by 
the customer. Gulf reportedly will test 
its idea among a few selected dealers, 
before trying it out as a general policy. 

Companies presently not selling 
IBA items on credit cards are also 
toying with the idea. Cosden Petro- 
leum of Big Spring, Tex., for instance, 
is said to be about ready to start allow- 
ing budget selling on its credit cards. 

Company representatives generally 
seem to think budget selling on other 
than credit cards just won't work, un- 
less it is done in a small area where 
control can be maintained. & 
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NOW THERE ARE 7 
U. S. STEEL PRODUCTS PLANTS 


...l0Cated from coast to coast to serve you quickly! 

















y 
UM 


THIS BIG, NEW, ULTRA-MODERN PLANT near Camden, New Jersey 
will help meet the growing demand for USS Steel Drums. 


The ever-increasing nationwide demand for 
USS Steel Drums has given birth to our new 
plant near Camden, New Jersey. It has the 
most modern drum- and pail-producing facili- 
ties of any container plant in the country. Its 
high-speed production lines will be capable of 


And now, through our coast-to-coast plant 


turning out millions of drums and pails a year. : , 
B I dain network, we can offer you a complete line of 


And after production gets into full swing, we : ; ; 
F 5 B drums and pails . . . including stainless, gal 


will be able to quickly fill your order and de- , ' 
: ; vanized, tinned, painted and decorated in a 


liver to meet your production requirements. wide range of capacities with a variety of fit 
This fast service, coupled with the famous tings and openings. 

USS high quality, gives you the combination 

you need. “It's Better ta Shin in Steel” 


UNITED STATES STEEL PRODUCTS 


DIVISION 


UNITED STATES STEEL CORPORATION 
DEPT. 165, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y 
Los Angeles and Alameda, Calif. + Port Arthur, Texas * Chicago, Ill. * New Orleans, La. * Sharon, Pa. * Camden, N. J 


USS STEEL DRUMS 
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Look under the hood! 


Something NEW is happening to truck engine design... 


The piston 


rn OLD 


this far 


sibo LONG STROKE 


typical 


long-stroke a iCiiv is 


engine 


The big news in truck engines is modern short- 
stroke design. Piston rings last up to 53% longer. 
Engine friction is cut as much as 33%. You save up 
to | gallon of gas in 7. Only Ford has Short Stroke 
design in every engine—V-8 or Six—in every truck. 


Ford T-800 BIG JOB is a natural for weighty, concen 
trated tank loads. New GVW 42,000 Ibs. Master-Guide 
Power Steering is standard at no extra cost. Heavy 
duty 5-speed Synchro-Silent direct or overdrive trans 
mission, with either of two 3-speed auxiliaries available 
Rubber-bushed suspension system and power divider 
drive, Full-air brakes available 
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This much 


piston travel 


I 
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when the 


N E W piston travels 


only this far 


SHORT STROKE ...asine 


modern Ford 


E NG | N E Short Stroke 


engine 








Differences between outdated long-stroke en- 
gines and Ford’s modern Short Stroke design 
may seem small, but actuaHy they’re not. 


In one case, for instance, Ford’s stroke is 
shorter by 1% inches. A small matter? This 
shorter stroke means 2,090 miles less piston 
travel per year-—-per piston—in an average year’s 
driving of 11,000 miles. 


Less piston travel means less friction 
less wear. And that means lower upkeep costs, 
longer engine life, greater gas savings and 
more usable power. 


Be sure your next truck has a modern short- 
stroke engine that will not be outdated at trade- 
in time. You will be sure if it’s a FORD Truck. 
Because Ford and Ford alone gives you a Short 
Stroke engine in every model. 


Ford Triple Economy Trucks 


THE MONEY MAKERS FOR ‘55 
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DISCHARGE 
HEAD 


Multi-Pump Stations wg 
Save on Every Gallon 


SEALED 
ELECTRIK 


OPENING CONDUIT 
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Bennett RAM System Gives Remote 
Automatic Multi-Pump Service From 
a Single Central Submerged Unit 


The Bennett RAM system is the answer to vapor 
locks caused by high temperatures, high altitudes, 
and extra-long pipe runs —to pumping problems 
wherever multiple dispensers are needed for one 
grade of fuel. Because the RAM Pump is entirely 
submerged, it pushes the gasoline. The RAM sys- 
tem saves dollars in capital outlay, because one 
submerged pump serves up to 8 dispensers. 


dd a 
= 


>> 





MULTI.STA 
ENTRIFUGAI 
In addition to saving on original PUM 
cost, the RAM system saves in 
operation, too—saves real money 
8 ways: 
Dispensers require no air 
eliminators 
Single discharge line serves all 
dispensers 
No return line needed 
No priming required 
Never needs lubrication 
No belts, gears, packing to 
replace 
Installs in pit or above ground 
as desired 
Simple design—field tested— 
assures traditional Bennett 
economy 
Ask your John Wood Represen- 
tative for full details on the 
Bennett RAM system — remote 
automatic multiple pump han- 
dling at lowest cost and highest 
efficiency. 


JOHN WOOD COMPANY: REMOTE AUTOMATIC MULTI-PUMP 
BENNETT PUMP DIVISION « Muskegon, Michigan S 1) B M ER G a) SYSTE M 
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But it’s a peace pipe all the same, It’s the re 
cently completed 20 inch Sour Lake-Lake Charles 
pipeline of Cities Service... another addition to 
the vast, steadily growing network of important 
Cities Service pipelines 

These pipelines stand ready to serve all Ame 


ica’s needs in time of danger ready to speed 


millions of barrels of petroleum across the land 


wherever needed 

It is just one small example of the dynamic 
growth of one of America’s largest oil companies 
Cities Service invested over $60,000,000 in the 


never-ending search for and production of oil 


during 1954...refinery facilities were modernized 
and expanded at East Chicago and Lake Charles 
to make possible even better high grade petro 
leum products...and tour new supertankers were 
completed bringing to 27 the total of Cities 
service ocean-going vessels 

These are but a few of many improvements and 
enlargements in Cities Service operations some 
lor competitive advantage, some for cooperation 
with the entire industry and the government. They 
clearly reflect the progress that can be made in a 
business society whose members know that com 


petition and cooperation are not incompatible. 


CITIES @) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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Tubeless Tires: Rich Opportunity for TBA 


TBA sees replacement market boom aft stations 


as motorists switch from conventional tires 


HE oil industry is on the threshold 
of the biggest tire replacement 
market it has seen in 30 years. And 
the tubeless tire is the lever that will 
give station dealers the opportunity to 
sell tires in sets, rather than one at a 
time. 
So says L. B. 
Sloneker, TBA 
manager of Phil- 
lips Petroleum 
Co., who spoke 
at the Midwest 
IBA Group 
spring meeting in 
New Orleans 
There are 35 
million cars on 
L. B. Sloneker the road today 
with 15-in 
wheels. Their owners can switch to 
tubeless tires without having to buy 
new wheels. This is the new market, 
Sloneker says 
Back in 1923, he said, the introduc- 
tion of the balloon tire meant big 
Those first 
balloon were on 21-in. wheels. For 


business to tire dealers. 


safety and better cushioning, wheel 
sizes were progressively reduced until 
the 15-in. wheel became standard in 
1948. During much of that period an 
owner who wanted the latest improve 
ment in tires had to buy new wheels 

Now car owners can be persuaded 
to replace their present 15-in. tires 
easily with the new, safer tubeless, 
Sloneker says. And dealer effort along 
this line can expand the whole tire re- 
placement market. It now averages 
one tire per car per year, Sloneker 
says. 

Over the next three years it should 
be an industry objective to raise this 
rate to 1% or 1% tires per car per 
year, he believes 


LINKED TO SERVICE 


While they are at it, Sloneker says, 
dealers ought to be getting a better 
share of the total market for them 
selves. Referring to a survey of oil 
company tire sales, as reported by Dr. 
Warren W. Leigh of Akron Univer- 


sity, Sloneker notes that the company 
with the best ratio in 1954 sold .671 
tires per 1,000 gal. of gasoline. 

That’s about equal to a tire for 
every 1,500 gal. In terms of tire mile- 
age, using an average of 15 miles to 
the gal., 1,500 gal. means 22,500 car 
miles. With four tires on the ground, 
that’s four times 22,500 or 90,000 tire 
miles. 

In 90,000 miles about three tires are 
worn out. But only one is bought from 
a service station. Two are bought else- 
where 

“We must get our dealers to realize 
that one of their customers buys a tire 
every time the dealers sell 500 gal. of 
gasoline,” said Sloneker. Dealers will 
agree that customers would not be 
buying gasoline from them unless they 
had confidence in the brand of prod 
ucts they handle and in their service, 
he points out 

Service 
cleaning, free water, free battery serv- 


includes free windshield 
ice, and free air. For this a dealer is 
entitled at least to a chance to sell the 
tires his gasoline customer needs to 
keep his car rolling 

While he might not sell all of the 
tires, Sloneker suggests a reasonable 
objective would be to sell half of the 
tires 

I don’t believe there is a dealer 
who wouldn't agree to setting this ob 
jective,” he said. “A 5,000-gal. dealer 
would aim for five tires a month and 
a 10,000-gal. dealer for 10 tires a 
month. A 20,000-gal 
tive would be 20 tires per month, and 


dealer’s objec 


” 


so on 


TIRE INVENTORY 


In order to sell one tire for every 
1,000 gal. of gasoline, there has to be 
a Sufficient stock of tires at the point 
of sale, Sloneker says. For dealers who 
ask how many tires they should stock 
he says a minimum of 90 days supply 
is needed, or three tires for every 
1,000 gal. of gasoline sold per month 

A 5,000-gal. dealer needs an inven 
tory of 15 tires and a 10,000-gal 
dealer, 30 tires. A 20,000-gal. dealer 
should stock 60 tires 
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Best way to uncover tire prospects 
is to suggest to every lube customer 
that he spend $1.25 to have his tires 
rotated, Sloneker says. That gets the 
tires off the car. If there are no weights 
on the wheels, often a dealer can sug 
gest a wheel balancing job. That way 
the customer gets the rotating done 
free because it can be done as a part 
of the balancing operation. And the 
dealer will wind up with a possible 
$7.50 job, instead of $1.25, Sloneker 
points out 

More important, getting the wheels 
off with the original $1.25 offer 
sooner or later will reveal some well 
worn tires. That's the time to make 
the trade-in offer, quote time payment 
terms and remind the customer that 
90% of all tire troubles occur while 
the owner is trying to get that last 
10% of tire mileage. 

By way of a starter for the sales ap 
proach, Sloneker recommends a sim 
ple stunt. Any dealer can make a 
valuable sales tool out of an old, worn 
out shoe, he says. He can place it on 
his desk, or near the cash register 
where it’s handy. Then show the sole 
to the owner whose car 1s in for serv 
ice. If the dealer calls attention to the 
spot where the sole is worn through 
and explains that tires wear like that 
if left too long on the same wheel, 
most people will be convinced that 
$1.25 for rotating tires is a good in 
vestment, Sloneker concludes 


TIRE INFLATION WOES 


Low-pressure tires came on_ the 
scene seven or eight years ago. In 
view of a probable trend to even lower 
pressures, the oil industry needs 
mass program of dealer education on 
this point Sloneker says. The conflict 
of opinion finds official recommenda 
tions solidly in favor of 24 Ib. for 
most tires On most Cars 

But dealers seem to believe in some 
thing like 28 lb. or perhaps more, he 
Says 

Sloneker illustrates the problem with 
this incident 

“Just the other day I had a dealer 
check the air pressure in my tires 
While he was doing it, I got out of the 
way into the restroom. When he had 
finished I got my personal gauge out 
of the car and found he had put in 
4-lb. above the recommended pressure 

Of course he came out to find why 
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1 was checking the tires with my own 
gauge. So I asked him why he put in 
28 Ib. instead of 24 Ib. 

“Here is his answer: ‘L. B., people 
just seem to get better mileage out of 
their tires with 28 lb. and most of my 
customers don’t want 24 Ihb., they 
want 28 Ib.’ 

“I told him that the reason 24 Ib. is 
the recommended pressure is because 
the tires are made to carry the load 
with only 24 Ib. I explained that at 


24 |b. the tire is operating in a normal 
position——just the way it is intended 
to operate. 

fo bring home the point, I asked 
100-lb. sack of 
cement placed in position on his 
shoulder. Then I asked him if he 
could walk a block and carry that 100 
Ib. without too much trouble 
‘Why yes, L. B., 


him to imagine a 


His answer was 
I could do that 


GET THE COMPLETE STORY ON 


PF 


STEEL SHIPPING CONTAINERS 


poseiricarome 


ad 
~ 


hag tare Preene 


. 
. 


. illustrations of all of the 
many G. P. & F. Steel Ship 
xing Containers that com- 
a Product Protection 
with Package Appeal. 

ca 

.complete information 
and data on capacities, 
sizes, shipping weights, 
number to carload, etc. 


. descriptions and illus- 
trations of the various types 
of pouring spouts avail- 
able for every purpose 

e 
... information on G. P. &F. 
lithographing facilities for 
placing your own trade- 
mark or advertising mes- 
sage on your shipping con- 
tainers. 


SEND FOR YOUR COPY TODAY! 


425 N. 15th Street 
Milwaukee 1, Wisconsin 


Containers. No cost or obligation 
NAME. 
COMPANY 


ADDRESS. 


cITY 


GEUDER, PAESCHKE & FREY CO. 


Please send me your new brochure describing G.P. & F. Steel Shipping 
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“Then I asked him if he could do 
the same thing walking on tiptoe. He 
replied: “Well, I kinda doubt that.’ 

“So I pointed out to him that it was 
just the same as asking the tire to 
carry its load on tiptoe.” 


PRESSURE TREND 


In recalling the long trend to lower 
air pressures, Sloneker points out that 
r we are still using the same 
amount of air we used 30 years ago. 
The 60 Ib. in a 30x31 to carry a 900 
lb. load, if turned loose into the mod- 
ern 6.70-15, is just in a bigger room. 
It will carry the same 900 Ib. load, 
and will test only 24 Ib. per square 
inch. Increase the volume or size of 
the air chamber and you can do the 
same job, carry the same load, with 
15 lb. pressure instead of 24 Ib.” 

To illustrate he tells: 

“In the early days of selling balloon 
tires, | used to carry a 40x8 tube in 
my Model T. I would blow it up tight 
and carry it into the fleet owner’s 
office, or into the purchasing agent’s 
office, and lay it on the floor. 

“I recall one chief engineer who 
gave me a dirty look when I walked 
into his office with this blown-up tube. 
His company was operating several 
hundred field cars on the old high- 
pressure tires and he had made the 
statement to me that low-pressure bal- 
loon tires would not carry the re- 
quired load. Therefore it was going 
to be necessary for these cars to con- 
tinue with 32x4 high-pressure tires. 

“After getting upon the tube myself, 
and getting him to stand on it with me, 
we called in four other men who got 
on the tube, making our combined 
weight over 1,000 Ib., all being held 
up through air volume, not pressure. 

“The next day I changed over one 
Dodge field service car to 6.00-21 bal- 
loons. This was the first order the 
company I was then with had ever 
received from that account. Although 
the incident happened nearly thirty 
years ago, I happen to know that my 
old company received over $250,000 
worth of tire business from the ac- 
count last year. 

“In the days when 60 Ib. of air was 
used in tires, any salesman was beg- 
ging for a new car at the end of 20,000 
miles. When the pressure was lowered 
by installing balloon tires, the same 
car, with the same driver, on the same 
road was in better condition at 30,000 
miles than formerly at 20,000 miles. 
In other words the fleet owner, in 
60,000 miles, bought two automobiles 
instead of three.” 
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. that traveling motorists 
look first for clean, bright 
stations. Station appearance 
proved to be most important. . 


Business grows 
where DULUX goes 


Clean, bright pumps and buildings catch and hold the 
traveling motorist’s eye! They mean the difference 
between winning or losing his business. And a recent 
survey of more than 1,000 service stations proves it! 
The station with an inviting appearance gets the 
traveler’s approval—and wins the sale! 

That’s why more and more experienced station 
owners are using Du Pont DULUX Enamel to give 
their equipment first-class eye appeal as well as de- 
pendable protection through the years. They know 


oLUTRED 4 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
. » THROUGH CHEMISTRY 


ENAMEL 


that sparkling DULUX colors stay bright . . . gleam 
anew after every wipe-down. And durable DULUX 
stands up to weather extremes and hard knocks.. . 
resists oil, gas and grease spillage . helps pay off 
in lower maintenance problems and costs. 

With over 187,000 service stations competing across 
the country, now more than ever you have to show 
the driving public that your station is one of the best. 
It’s just good business to let Du Pont DULUX 
Enamel! do it for you! 


There’s a Du Pont Finish for every service-station surface! 


DULUX COLOR CONDITIONING 
ENAMEL for station interiors 
and rest rooms 


Clean and attractive station in- 
leriors are good business. In rest 
rooms use Du Pont Color Condi 
tioning Peach to appeal to fem 
inine tastes — tones of blue for your 
men’s facilities. DULUX Enamels 
are easy to take care of and stay 
bright for years! 


Chemically engineered to do the job better 
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FACE LIFTING MODERNIZES 
RED SEAL METERS... 


still highly accurate after 
17 years in busy bulk plant 


Switching from round dial to Print-O-Meter registers lightens 
load on yard man, reduces chance of human error. Print-O- 


Met lread Cities Service trucks, : 
cy ge 5 ber por oc nga ne ae ee Seventeen years of hard work had so little effect on the accuracy 


of nine Red Seal meters at the Cities Service Mt. Vernon, N. Y., 
bulk plant it was decided to convert them to new Print-O-Meter 
registers . . . and keep them on the job! All had their original 
measuring chambers. Some had never been opened for repairs. 


This is just one more example of the savings you too can make 
with Red Seal’s sustained accuracy and low maintenance. No 
need to worry over unsuspected meter inaccuracy losses. A meter 
that changes so little in 17 years can be relied upon to hold 
steady as a rock between your regular tests. Red Seal’s calibra- 
tion adjustment itself is a positive, gear-locked device, and 
can’t “drift.” 


Red Seal meters are available for every tank truck and bulk 
plant application, including remote control systems, to 1,000 gpm. 
Ask your Red Seal representative or jobber for details. 


NEPTUNE METER COMPANY 


19 WEST SOTH STREET * NEW YORK 20, N. Y. 
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Ohioans Star in Budget Sales 


By FRANK C. STURTEVANT 
Merchandising & TBA Editor 


rhe state of Ohio not only has some 
of the country’s largest tire producers, 
it also has some of the oil industry's 
most successful tire merchandisers 

It was surprising to learn on a trip 
through the state that the highest per- 
centage of TBA budget business in 
Ohio is not done by Standard of Ohio, 
as miany suppose, but by Paul Deer's 
Bonded Oil Co., in Springfield 
Bonded’s Richard L. Kuss, marketing 
vice president, estimates his company 
sells 70% of its tires on a budget plan 

That’s a very high percentage, 
higher than any yet reported in the oil 
industry. Outside the industry, a mail 
order store in the South has been re- 
ported as selling 80% of its tires on 
time payments. 

Akron tire men say that in the re- 
placement tire market as a whole, in- 
cluding oil and all other channels, 
about 30% of the volume is sold on 
time payment. Few oil marketers ever 
get that high, and no major oil com- 
pany has ever remotely approached it, 
unless it is Standard of Ohio. Although 
Sohio has never revealed its figures, it 
is generally supposed in the industry 
that the company’s budget sales are a 
little better than 30% of its total tire 
volume. 


Jobbers Hang Back 


A lot of oil jobbers in Ohio tell me 
they don’t look with favor on a TBA 
budget program. A typical attitude is 
expressed by Raymond Grothouse, of 
Carl A. Wright, Inc., Celina, who 
says: “I think you will find most job 
bers around here are afraid a TBA 
budget program will take too much 
capital for one thing. For another, 
they feel it requires too much book 
keeping.” 

More to the point is the large 
amount of farm business done by a 
majority of the oil jobbers in Ohio 
Walter Gillen, of the Gillen Oil Co., 
Paulding, Ohio, points out that it is 
common practice to extend 90-day 
credit to farmers 

A budget plan is no attraction to a 
farmer because he already has its 
equivalent. Along with gasoline and 
oil, he can buy tires or other TBA 
goods on at least 90-day terms, or 
longer if he wishes 

One jobber who does well with his 
own budget plan is Homer Beckett, of 
the Dixon-Beckett Oil Co. He distrib- 
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utes Pure Oil products and U. S. Rub- 
ber tires in Gallipolis, Ohio, Beckett 
has made it a point to get close to his 
local bank to learn how to get credit 
information quickly and how to estab- 
lish credit practices suitable for a TBA 
budget program. Most of his volume 
is through one salary-operated station 
and three or four dealers who have 
been coached carefully in TBA selling 


The View from Akron 


The tire makers in Akron have 
about concluded that the major oil 
companies are going to depend on 
their extended terms to credit card 
holders to satisfy any dealer demand 
for a TBA budget program. They are 
impressed by the fact that this year 
saw the last of the big oil companies 
(Shell, Texas and Ohio Oil) enter the 
IBA market with a 6-month time pay 
ment plan 

A development that is being watched 
closely by the tire industry (and by the 
oil industry, too) is the current Stand 
ard of Indiana experiment in a TBA 
budget program in which dealers are 
given limited authority to extend 
credit. The feeling among tire men is 
that the plan probably increased tire 
sales, but that the rate of charge-offs 
at the start was high 

lire men stick to their formula for 
the oil marketer who wants a success- 
ful TBA budget plan: Hire a few men 
with rubber company budget training 
and experience, and make oil men out 
of them. They think that is a better 
plan than picking men from the oil 
company sales department and con- 
verting them into budget specialists. & 
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and we have them in blue, 
green, red and chartreuse” 











NEWS 


TUBELESS TIRE 
PROBLEMS 


when you use 


uit ec} 40) = 


with 


Controlled Friction 


Follow the 

manulfacturer 

Rubber Lubricant and the handy 
RuGLYDE Service Kit for ai 
faster. easier tubeless tire 


mounting and demounting 


With RuGLYDE exclu 
trolled Friction feature 
sured of proper lubricati 
easy bead seating—and 
against damage to 
caused by tire tool 
flation, the tire wil 


won't slip 


New tubels tire 
gives full detail 


free copy today 


*RuGLYDE is the registered 


trade-mark of 


AMERICAN GREASE STICK CO 
Muskegon, Michigan 





="TBA Briefs : 


New Las-Stik Products 


Four new items have been added to 
the Las-Stik line. A wax-treated polish- 
ing cloth, in metal container, is 
offered in two sizes. 

A leather cleaner that is neither a 
saddle soap nor a detergent, is said to 
clean, shine and preserve all leather 
trim, as well as all vinyl and plastic 
trim. It is packaged in an 8-oz. bottle 
to sell at $1. A sprayer is furnished 
with each bottle. 

Another spray-on product is a white 
tire cleaner, offered in 16-0z. bottles 
to sell for $1. The company says it 
will penetrate dirt and grease, restor- 
ing a new look to white surfaces with 
out harm to rubber or chrome. A 
sprayer comes with each bottle 

A Car Wash Concentrate is an 
amber-colored detergent. When added 
to water a teaspoonful makes two 
gallons of solution. It is applied with 
a wash mitt, towel or sponge, then 
rinsed or hosed off. An 8-oz. bottle, 
said to be enough for 48 wash jobs, 
is intended to retail at $1 


a 


Portable Power Line 


Reading Batteries, Inc., is now mar- 
keting three portable power units de- 
for outboard 
and power 


Each unit consists of a storage 


electric-starter 
other portable 


signed 
motors 
needs. 
battery and a charging unit that can 
be plugged into any conventional 110- 
volt current supply and 
one 12-volt battery make up the series 
Battery and charger mounted in 
a corrosion resistant metal case, fitted 
with plug outlets for portable lights. 
Portable sealed-beam spotlights, with 


Iwo 6-volt 


are 


10-ft. extension cord are sold as 
separate accessories for $7.75. Prices 
on the three power units are $38.95, 
$44.70 and $53.95 


AC Filler Cap Line 


AC Spark Plug Div. of General 
Motors is now in the automotive filler 
cap market. For the replacement 
market the company now offers pres- 
sure and regular radiator caps, gaso- 
line caps, gasoline tank locking caps, 
and oil filler caps. The line consists 
of 32 types. All but the locking cap 
have been produced for some time as 
original equipment. A complete line 
of cartons has been designed for the 
caps. The product will be backed with 
point-of-sale aids and trade advertising. 


Outboard in Atlas Line 


Iwo companies handling the Atlas 
BA line, Standard of Kentucky and 
Esso, are putting a big push this sum- 
mer behind the Royal outboard mo- 
tors. A 22-hp model has been added 

(Continued on p. 148) 


Wm. A. Rogers-ONEIDA Ltd.’ 


NATIONALLY ADVERTISED BRAND NAMES 


Silverware and Stainless Tableware 
POINT OF SALE 


PREMIUM PROMOTIONS 
FOR GASOLINE—MOTOR OILS 
FUEL OILS and TBA 


COMPLETE ADVERTISING SERVICE 
CUTS—MATS—POSTERS—COUPONS 
STAMPS—ISLAND DISPLAYS, Etc. 
CONTINUITY SERVICE STATION OFFERS 
(For Year Round Consumer LOYALTY) 
e SHORT TERM TEASPOON GAS PROMOTIONS 
e SHORT TERM LUBE AND OIL PROMOTIONS 


(Excellent MAIL-OUT returns) 


\ 


WE MAINTAIN WAREHOUSE STOCKS 
NATIONAL ‘Coast to Coast’’ SERVICE 


e Low-Cost “TESTED” Offers Featuring 
“Over Counter Redemptions”. We 
also offer a complete “Direct to Con- 

sumer” mailing service. 


EASTERN SALES & ADVERTISING CO. 
ESTABLISHED 1927 


FRANK H. BUICK, MGR. 
201 E. Sheldon St., Philadelphia 20, Pa. 
OLDEST COMPANY SPECIALIZING 
IN SERVICE STATION GAS—OIL 
Bu Sine § —TBA PROMOTIONS 
PREMIUMS are AMERICA’S No. 1 
“PROMOTION TOOLS” 
INQUIRIES invited from MAJOR OIL COMPANIES, 


OIL JOBBERS—DISTRIBUTORS——iI NDEPENDENTS— 
SERVICE STATIONS 


ONEIDA Ltd. ONEIDACRAFT 
W® Finest Quality Stainless % 


146 


NATION 


WM. A. ROGERS Al Pius 
*% Finer Quality Silverware * 
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When TBA 


is your question 


June 


1955 . 


RUBBER 


NATIONAL PETROLEUM 


is your answer ! 


You’re certain to find the proper (and profitable) solution 
to your TBA problem at United States Rubber Company. 
For “U.S.” has many years of practical experience as TBA 


supplier to leading oil marketers. “U.S.” provides a variety 

of full lines of highest-quality TBA products, all with top 

public acceptance. “U. 5.”” maintains the world’s finest rub- 

ber research and development facilities. And above all, 

“U.S.” is dependable, assuring you a strong, stable source 
| g ) g 


of TBA supply. 


Write Oil Marketer Sales Division 
United States Rubber Company 


1230 Avenue of the Americas, New York 20, N. Y. 


WS 





=] TRA 
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to the line, with an optional electric 
starter. Other models are 12 hp, 5 hp 
and 3 hp. 


12-Volt Trouble Bulb 


Westinghouse is offering a 12-volt 
bulb for use in automobile trouble 
lights, of the type generally used with 
extension cords that plug into the dash- 
board cigaret lighter. Westinghouse 
anticipates that practically all cars will 
be using 12-volt systems by the end 
of the year. 


‘Instant’ Fog Beams 
Amber contact filters to convert car 
headlights into temporary fog lights 
are being marketed by Fog Master 
Co., Inc., 205 W. 19th St., New York 
11, N.Y. They are held in place by 
suction. Chief talking point is the fact 
that the removable filter makes use of 
the full candlepower of both the low 
and high headlight beams. The filters 
are being sold under the trade name 
WHEN YOU CALL UPON of FogMaster. They are packed in a 
tubular container so that a pair can be 


Soe FRWES, = 


THE HOUSE OF “GOOD” GREASE, | o's tes ine oot it mort 


additives is being marketed under the 


FOR YOUR MULTI-PURPOSE trade name of “Gain” by the Gain 


Corp., of Chicago. Principal products 


GREASE AND GEAR cage rai agg 


called Gain Engine Care. Also in the 


LUBRICANT REQUIREMENTS Gain Carb-Care, Gain Valve-Care and 


Gain Gear-Care. 


Emergency Light 


A case-less emergency lantern, with 
an adjustable sealed-beam spotlight 
and a red warning flasher, has been 


SPECIALIZING IN THE CUSTOM MANUFACTURE OF aH¥ developed by the Burgess Battery Co., 
PETROLEUM LUBRICATING GREASES AND SPECIALTIES ee of Freeport, Ill. Called the “Radar- 


este il he Lite,” 2g ss 4x5 shes and 
SOUTHWEST GREASE & OIL i INC. vay! Di eaiteniskaees onaibane. 


220 WEST WATERMAN e WICHITA 2, KANSAS 





Power is provided from two 6-volt 
\| (Continued on p. 150) 
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No chatter! Nop 


Just easy fuel flow 
on every fill 











MILVACO nozzle valves make 


hardworking fuel pumps last longer 
milvaloy 


PARE the delicate mechanisms in modern gasu 
line or fuel oil pumps from chattering and 
pounding and you automatically add years of 
service life. These features of the Model U-14-5R 


It's 


* Trademark 


o 
thy 
7 * 
_ work for you on every drop pumped: (1) Non 
slip, positive seating assures accurate metering 
(2) Precision machining eliminates side thrust on 
H Model P-2032R FOR BULK DE- stem. (3) Reversible Permadisc* design eliminates 
p LIVERY —- Quick, positive clo- disc distortion. (4) Non-chattering action at any 
sure. Oval poppets. Balanced flow rate. (5) Rugged, die cast body is built 
dash pot control. Three-speed for hard usage 
hold open notches. Milvaloy or , , 
brass tube Hardworking fuel oil pumps last longer when 
you treat ’em right treat ’em to Milvaco 
m1 valves and you'll be money ahead! 


‘I ick 4 Wt Investigate the weight-saving advantages 
a A= il of Milvaloy 


Model P-2010 FOR BULK STA- @ This modern alloy is 1/3 @ Chemically resistant — 

TIONS—Large capacity. Heavy- the weight of bronze — lasts longer. Non- 

duty type. Full capacity flow. a Milvaco exclusive sparking 

Dual poppets and two stage 

fulcrum dual lever. For gasoline Logical metal for any Meets exacting require- 

or fuel oil, products to be flown, ments of oil industry. Pre- 
lifted or moved — more ferred for years by major 
pounds in the payload oil companies 


Get complete facts on the complete line — | 
write for new Catalog BI55 | 


Model 2760 FOR UNDERWING 
FUELING — Approved and used il | iil) Uk Vy lV 
by major airlines. Ends over- 


wing fueling hazards. 100 mesh A Subsidiary of A-P Controls Corporation 
strainer removable for cleaning 2379 South Burrell Street ° Milwaukee 7, Wisconsin 


without detaching hose nozzle as 
Ll 


THE MARK OF PERMANENT QUALITY 
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GOING PLACES 
On the 


Right Track 


GOING PLACES 


t LF WERE NOT Hi BOONVILLE ) —T'. 7T4", | { ANTI GTA WN'S } THANKS TO NEW 
fy ‘ 


Wi TE AIRE P/REOD RICHFIELD ETHY 
‘ )-y EXTRA HIGH 




















GIVES YOUR CAR 


BIGGEST 


High-readership ads — by the dozens — sell New Richfield Ethyl 


Wien you make plans to go places, make sure you're starting 
out on the right track. Consider, for example, these important 
Richfield Advantages 


(1) Richfield does not compete with its distributors 
(2) no “corporation coldness”; 


(3) eager and expert help from Richfield officials when you 
need it 


Plus sales-building advertising and sales promotion backing New 
Richfield Ethyl Gasoline 


Write, wire or phone! 


\ RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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units wired in parallel. Two models 
are Offered, one complete with flasher 
at $11.95 and the other without the 
warning signal at $9.40 


PERSONALS 
Elmer C. Cech 
becomes staff as- 
sistant to general 
sales manager R. 
L. Sommerville, 
Willard Storage 
Battery Co., 
Cleveland, Ohio. 
Cech started with 
Willard in 1953 
as a market ana- 
lyst. He is a grad 
uate of Knox Col 
lege, Galesburg, IIl., and served four 
years with the U. S. Navy, stationed 
in the Pacific 


E. C. Cech 


o 
Gilbert F, Sten- 
ger is the new 
manager of bat 
tery marketing for 
B. F. Goodrich 
Co. He succeeds 
E. R. Bell a vet- 
eran of more than 
30 years in bat- 
tery sales, who 
retired recently. 
Stenger has filled 
a number of sales 

posts. He became assistant manager 


G. F. Stenger 


of accessory sales in 1948 and truck 
tire fleet sales manager in 1951. 


a 

Dick Alexander has been appointed 
district field manager at Indianapolis 
for the B. F. Goodrich Associated 
Lines Division. J. P. Knapp moves 
to a similar post in Pittsburgh 
Alexander has been wholesale super- 
visor in the BFG Indianapolis district 
He succeeds W. G. Reid who takes 
over as Central Zone field merchan- 
diser. Knapp has been store super 
visor in the Pittsburgh district. 

© 

J. J. Allman has been named to the 
newly created post of assistant manager 
of the TBA Accessory Sales Division 
of the Dayton Rubber Co. The division 
was established a year ago and is 
headed by William A. Green. 

« 

William L. Johnson is now assistant 
manager of truck tire sales for United 
States Rubber Co. E. B. Reynolds 
succeeds Johnson as supervisor of sales 
training and H. B. Sharer has been 
appointed supervisor of distributor 
training 
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A MESSAGE TO AMERICAN INDUSTRY © FIFTH OF A SPECIAL SERIES 


FINANCIAL AID TO HIGHER EDUCATION 


Business Help for Our Colleges 
A Job for All Business Firms 


§N recent months, individual business firms 
have announced the adoption of a variety of 
plans, both imposing and ingenious, for finan- 
cial aid to higher education in the United States. 
In doing so, they have taken a lead in dealing 
with a problem of transcendent importance both 
to the business community and to our nation as 
a whole. 

Previous editorials in this special series have 
shown that: 

1. Our colleges and universities, and par- 
ticularly the independent, privately endowed 
institutions, are in grave financial difficulties. 

PA These difficulties promise to become 
much more acute in the years immediately 
ahead unless extraordinary steps are taken 
to relieve them. 

3. A financially crippled system of highe: 
education is a major national menace. 

If, however, the business community is 
to play an adequate part in helping our 
colleges and universities financially, the 
plans adopted by business firms thus far 
constitute merely a beginning and a set of 
guide posts. What is required is a general 
movement on the part of business firms 
to go to the financial aid of higher educa- 
tion. Such a movement would involve a myriad 
of individual company plans which, in the na- 
ture of the case, cannot be expected to bring 


great renown o1 public ity to thei sponsors 
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Rescue Operation Is Feasible 


For the business community as a whole it is 
feasible to make a major and possibly a decisive 
contribution to putting our colleges and univer- 
sities back on their feet financially. One percent 
of business profits before taxes would do it. In 
1954 business profits before taxes were about 
$35 billion. If one percent of these profits, or 
$350 million, were contributed to our independ- 
ent, privately endowed colleges and universities 
it would enable these institutions (1) to increase 
the salaries they pay by $200 million a year, 
and (2) to provide $150 million more for mod- 
ernization and maintenance of their establish- 
ments. In the opinion of competent authorities, 
this would pul these institutions in relatively 
good working order financially, a process to 
which a matching grant of $50 million by the 
lord Foundation for the improvement ol faculty 
salaries will make a large contribution. It would 
add about one-fourth to their present annual out- 
lay of about $1.4 billion. 

Such a contribution from business would not 
meet the needs of the independent institutions 
for new buildings and equipment required to ae- 
commodate the great increase in college enroll- 
ment anticipated in the years immediately 
ahead. Neither would it relieve the financial 
problems ol oul tax-supported colleges and uni- 
versities. As a group these institutions have 


fared better financially in recent years than the 





independent institutions. But they also face 
grave financial problems, particularly in the 
provision of adequate faculty salaries. It would 
be far simpler, however, to solve the financial 
problems of the tax-supported institutions if 
the independent colleges and universities were 


back on their feet financially. 


One Dollar Does Work of Two 

The federal government exempts 5 percent 
of business profits from the tax imposed upon 
them if the 5 percent is devoted to religious, 
charitable or educational purposes. (Most prof- 
its are taxed 52 percent.) A contribution of one 
percent of business profits to higher educational] 
institutions would exhaust only one-fifth of this 
allowance. It would bring to about two percent 
the total share of business profits going to both 
educational and charitable purposes. 

In 1953, business firms contributed about 
$400 million, or slightly more than one percent 
of profits before taxes to educational and char- 
itable purposes of all kinds. Of this total about 
$75 million went to educational institutions, 
mostly colleges and universities. 

For some companies it is feasible to contrib- 
ute more than the average contributed by 
business generally. Indeed, some companies not 
only utilize their full 5 percent of tax-deducti- 
ble funds for charitable and educational pur- 
poses but go beyond it. For other companies in 
financial difficulties no contribution at all is 
possible. 

If, however, those business firms for which 
it is financially feasible contributed one percent 
of their profits before taxes to our colleges and 
universities, the problem of adequate support 
for the crucially important business of higher 
education would be far along the way to suc- 
cessful solution. In 1954 a contribution of 
one percent of their profits before taxes, 
or about $350 million, would have re- 
duced business profits after taxes by only 
about half that amount. This would have 
meant a reduction of about $175 million, 
out of a total of about $17.8 billion of 
profits after taxes. 

Attractive plans to channel financial aid from 
business to higher education have been abun- 
dantly demonstrated recently. These plans, for 
the most part the creation of large corporations, 
have included not only a broad array of schol- 


arship grants, but such ingenious arrangements 
as that by which a company matches with its 
funds the gifts its employees make to the col- 
leges of which they are alumni. 

A full array of these plans, some of which 
were discussed in an earlier editorial in this 
series, has been prepared by The Council for 
Financial Aid to Education (6 East 45th Street, 
New York City 17) and is available for the 
asking. Also, colleges and universities have 
established in most states and regions coopera- 
tive associations to help business help them. The 
Commision on Colleges and Industry (912 Kahn 
Building, Indianapolis 4, Indiana) distributes 
a directory of these associations. And, of course, 
the colleges themselves are always eager to dis- 
cuss their financial problems with business peo- 
ple and suggest constructive solutions. 


Only Small Start Made 


The plans for business aid to education which 
have recently attracted national attention con- 
stitute the conspicuous sort of leadership which 
it is the privilege and opportunity of our great 
corporations to provide, But the job is too large 
to be handled by a small number of business 
firms, no matter how bold or ingenious their 
programs. 

To put our colleges and universities 
back on a firm footing financially the help 
of the great rank and file of business cor- 
porations is required. All of them, large 
and small, have a crucial stake in seeing 
that this job is done. The future of Amer- 
ica will be decisively shaped by what hap- 
pens in and to our college classrooms. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 


Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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BUTLER 


gives 
Spencer Bros. . 


John C. Spencer, Jr., President 
Spencer Bros. Co., Chicago, Ill., says: 


“We're amazed at how much dead weight the Butler 
engineers have been able to take out of our new LWS 
transport and still give us plenty of strength and stam. 
ina. It weighs 3600 pounds less than our 3-year-old 


‘ 


units — gives us many more “bonus gallons.’ 


Manufacturers of Oil Equipment ¢ Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 
Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. + Minneapolis, Minn 


Richmond, Calif. + Birmingham, Ala. + Houston, Texas 
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LWS 
BONUS! 


“We get 600-gallon bonus payloads 
over our 3-year-old units,” 


says John C. Spencer, Jr 


This profit-making gasoline payload is realized by Spencer Bros. Co 
with its new Butler LWS (lightweight steel) transport 


Tractor and Butler LWS transport weigh on!y 19,335 lbs. It travels about 
150 miles a day. Three compartments with deep-dished, flanged, and 
welded bulkheads minimize “surge” and oil can “popping.” “Our drivers 
like this new unit,” says Mr. Spencer. “It ‘tracks good,’ handles easily 


There is practically no maintenance — only about two hours a month.” 


Butler continually strives for high payloads under your operating con 
ditions. Let Butler engineers show you how much more you can earn 


with Butler LWS equipment compared with units you are now operat 


ing. Send coupon today 


For prompt reply address 


BUTLER MANUFACTURING COMPANY 


7454 East 13th St., Kansas City 26, Missouri 
954 Sixth Ave. $.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Bir gh 8, Alab 
Dept. 54, Richmond, California 


Tell me how much extra revenue | can earn with an LWS-Tror 





| need a transport in days, send Butier reoresentativ 
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A Helping Hand to Greater Profits! 


... 8ervice-station operator counts on the dependability and efficiency of 


Westinghouse Air Compressors to help him turn out more work at lower cost 


The operations that make those extra profits for you 
That is why you should select a 
compressor that is dependable, and so efficient that 
you get all the air you need at lower cost. 


require air power. 


That is why you should select a Westinghouse Air 
Compressor. Just look at a few features: 
Low oil-level protection — your Westinghouse won't 
pump air if the oil-level or oil pressure is too low. 
You never get repair bills for lack of lubrication. 


Starting unloader — keeps compressor unloaded until 
motor reaches normal speed and oil circulation starts. 


Thermal overload protection — cuts current if motor 


should overheat. 


Automotive-type lubrication — pressure principle 


forces oil to every moving part for longer life. 


nn , ‘ . . 
Two-stage, air-cooled design — provides air at max- 


imum efficiency. Costs less to operate. 


Insist that your station is equipped with a West- 
inghouse have a 


Sizes from 1'4 to 


and you'll truly 
helping hand to greater profits. 
15 hp are 


Air Compressor 


available for automatic start and stop and 
continuous operation. Write for literature. 


w-100 


- Division of Westinghouse Air Brake Co. 





PORTABLE AiR COMPRESSORS «6©¢ «=6TRACTAIN «6+ «6STATIONARY AIR COMPRESSORS 


Milwaukee 14, Wisconsin 


rh. 


ENGINES © AIR TOOLS © TRUCK MIXERS © FRONT-END LOADERS 


Distributors in all principal cities 
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hat OHI Has in Its Sights for 1955 


Changes in building codes, opposition to curbs 


on oil imports are target of oil heat marketers 


HE Oil-Heat Institute of America 
"T wa push two new projects this 
year taken by 
directors at the annual spring conven 
tion in Chicago 
OHI will 
@ Seek 


tion | 


as the result of action 


House Resolu 


the President’s trade program 


passage of 


without amendments that would put 
any limit on residual imports 

® Ask for building 
that makes an approved-type chimney 
(masonry 


code changes 


lined construction) manda 
tory for low-heat appliances that meet 
certain specifications 
OHI will 

Continue its flame pulsation study 
another yea! 

Hold its biennial oil heat show i: 


New York next year 


In addition 


TRADE BILL STAND 


In asking for immediate passage of 
the trade bill without oil 
amendments, OHI says 

1. Residual imports are up, 
15.15% of domestic 
to 24.11% in 1953 

2. But residual yield from a barrel 
of crude oil is down, from 20.93% in 
1949 to 16.8% in 1953. And 
know-how indicates continued 


imports 


from 


demand in 1949 


new 
lower 
ing of available residuals from domes 
tic refineries to the point where almost 
all residual will be converted to gaso 
line and other products 

3. Consumption of all residuals 
was high dur 
ing the 1954-55 heating season, leav 


domestic and imported 


ing supply tight 

OHI 
seek their own price levels depending 
on supply and demand. But if in any 


Says All commodities should 


category of competitive products, one 
is price controlled, another is restricted 
in supply and another is subsidized by 
government 


then it’s time to 


view all laws concerning them in rela 


edict, 


tion to each other 
that deny 
the general public freedom of a choick 


“We oppose any laws 


of competitive products, fuels in this 


case. But if one is regulated to either 
its advantage or disadvantage, then all 
that 1s 


must be regulated on a basis 


equitable to all.” 


CHIMNEYS 


OHI recommends that all 
appliances having an 
than 35,000 


temperature 


low-heat 
output greater 
Stack 
hall 


ipproved-type 


Btus per hi 
greater than 550° I 


be vented by an 


or a 


chimney 





New Members Added 


Oil-Heat 
tion division 1s 


Institute’s distribu 
well on its way 
to boosting its membership thi 
year. At the 
vention, the 


OHI 
iZalions 


annual spring con 


division approved 
affiliation for two 
total new-mem 
ber potential is more than 200 

As a result, OHI units will b 
set up Missourt Petro 


and on Long Island 


Orevan 


whose 


within 
leum Assn 
where the Oil-Heat 
Long Island will replace 

small OHI chapters in Nass 
Suffolk 
[he division also 


Institute of 


and count 

approved a 
sociate memberships for L. P 
Preterred Ori 


Calit 


Curtsinge! ol 
Heat, Inc 
and Eric W Lundeen of Lun 
deen Oil Co., Kennedy, N. ¥ 


In four years, membership 


Sacramento 


has grown from 1,254 member 


? 300 and the num 


to well over 
ber of chapters has jumped fron 
That Fred Bu 

roughs said in his final report a 
national ecretary He 
left OHI May | to begin work 
for Oil Heating Market Report 

Inc., the 


Is going to 


to S55 what 


division 


marketer group that 


inalyze oil heat pro 


pects in various city and regional 


markets 











OHI ts 


ratories 


asking Underwriters Labo 
National Board of Fire Un 
National 
tion Assn. to adopt this regulation and 
that it be 


derwriters and Fire Protec 


recommends included in 


national and local building codes “in 


fairness to the public 
Ai present, some low-heat appl 
example 


use Type B gas vents, which are metal 


ances——-gas furnaces, for 


lined, corrosion resistant and non 


combustible, that can be used tn lined 
or unlined chimneys 

This 
stricts the homeowner 


fuel. It adds 


when conversion is made to other fuel 


OHI 


in his choice ot 


type of vent, 


Says r¢ 


Disaster would result 


because of national emergency or pri 


vate economic tactor if proper ¢ him 


neys are not provided America 


homes deserve idequate chimney 
lo provide Ic | to betray the elk 


mentary principles of safety 


PULSATION 


co-operating with the 
Heating and 
ditioning Engineers and the 
Assn 
(hum 
(1) what « 


climinate tt 


OHI ts 


ican Society of 


Amer 
Air-Con 
American 
in the 


CGias study of flame pulsa 


tion roar Or vibration) deter 


mine iuses it and (2) how to 

Ihe work ts being conducted by th 
Battelle Memorial Institute, Colum 
bus, Ohio, and a report of work prog 
technical division 


mvention by A. A 
institut 


re Was nven to 
members at the ¢ 
Putnam, division chief of the 
The study 
expected to take 


vhich bevan la year, | 
thre 


plete 


NEXT YEAR’S SHOW 


plans go through, OHI 
vill be the first show to open in the 
New York's new 
hibition hall 

OHI's last bi 
Philadelphia; the la 

York City wa 1929 


If present 


Coliseum, a modern 
now unde onstru 


hon noial show wa in 


how if} 


NEW OFFICERS 
rge | Hochstein 
Heat nd Cooling Division 

Ihe Heil Co., Milwaukee OHI 


man 
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putting the finishing touches 


Oni & 


—e 


quality product 


In order to fully prepare a product 
for today s competitive market you 
have to make sure it maintains its 
quality after it leaves your 
plant. That’s where new steel 
shipping « ontainers help out! 
By shipping in new steel containers 
you protect uniformity and 
purity guard against product 
contamination and drum leakage during shipment 
and in storage. New drums decorated with your 


trade mark establish brand identity create new 


brand preferences. Look for NEW CONTAINER “Red-S” 


label of the Steel Shipping Container Institute 
the symbol of a quality-packed product 


Wt4 Better te Shipum Stel 


STEEL SHIPPING CONTAINER INSTITUTE 


600 Fifth Avenue, New York 20, N. Y 


Pa, . 
6 conw™ 


NATIONAI 
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new president. He succeeds Paul K. 
Addams, president, Fitzgibbons Boiler 
Co., New York City 

Vice presidents are Claude A. Potts, 
general sales manager, U. S. Machine 
Division, Stewart-Warner Corp., Leb- 
anon, Ind.; Preston G. Crewe, presi- 
dent, Webster Electric Co., Racine, 
Wis.; and Cy T. Burg, vice president, 
Iron Fireman Manufacturing Co., 
Cleveland. 


Executive Committee— Manufactur- 
ing division members elected to OHI’s 
executive committee include Addams; 
I. A. Crawford, Timken Silent Auto- - 
matic Division, Rockwell Spring & 
Axle Co., Jackson, Mich. M. J. 
Donahue, Fluid Heat Division, Anchor 
Post Products, Inc., Baltimore; G. M 
Marin, Sun-Ray Burner Mfg. Corp., 
Jamaica, N. Y.; and J. Verne Resek, 
Burner Div., Cleaver-Brooks Co., Mil- 
waukee. Division officers will be 
elected later. 

From the accessory division, Stanley 
Czarnecki of Eddington Metal Spe- 
cialty Co., Eddington, Pa., and C. W 
Lang of Hydraulic Div., Sunstrand 
Machine Tool Co., Rockford, IIL. 
were elected. Czarnecki and Lang as 
chairman and vice chairman, respec- 
tively, of the division 

Distribution division’s members on 
the executive committee include H. M 
Spade of Westchester Oil Trade Assn., 
White Plains, N. Y., and Fred Heaney 
of the New York Oil Heating Assn. 
Spade is the division’s new chairman. 
Heaney is the eastern vice chairman 
and Robert D. Watt of the Oil-Heat 
Institute of Washington, Seattle, is the 
new western vice chairman 


Renamed Directors reappointed 
Ralph H. L. Becker as managing di- 
rector and secretary-treasurer, George 
Gruberg as legal counsel, and Byron 
C. Andrews as auditor « 





OTHER FUEL OIL 
FEATURES ... 


How the oil heating industry can 
capitalize on the expanding new- 
home market, by working in closer 
cooperation with builders. .p..159 


How one heating oil installer with 
a sound engineering operation is 
proving that it's profitable to deal 
with builders ... p..160 


AND ON PAGE 199... 

A complete picture round-up of 
the doings at Oil-Heat Institute of 
America’s annual Spring Conven- 
tion in Chicago. 
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| GIVE YOU A HEAD START 


in getting repeat business 


I am getting to be a familiar character to 
millions of motorists who recognize the impor- 


tance of my story: 


If other factors are equal, a motor oil's 


lubricating quality depends on the 





quality of its basic crude oil. 





The Pennsylvania region is famous for having 
nature’s finest crude. With this head start from 
nature, it’s no wonder Pennsylvania motor oils 


outperform other brands. 


No wonder, too, that you will have a head start 
in getting repeat business if you carry and pro- 
mote a brand of Pennsylvania motor oil. Your 
customers are sure to 
agree with you and with 


your recommendations, 


Today's BEST Oils 
start with 
Nature's BEST Crude 


-».and that means PENNSYL VANIA! 





PENNSYLVANIA GRADE CRUDE O1L aSSOCcIATION Coes" Ol City, Pennsylvania 


~_ 
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for firms selling to or through oil marketers 


ct sheet 


IL MARKETERS 
BUILD, maintain, and operate all oil marketing facilities. 


BUY trucks, pumps, tanks, compressors, lubrication equipment, 
service tools, cash registers, accounting machines and systems, 
lifts, hose, lighting, meters, any and all types of equipment used 


to build, maintain and operate bulk storage plants and service 


stations. 
OWN the pumps, storage tanks, compressors, etc., used by most 
gasoline retailers. 


DIRECT the marketing of tires, batteries, accessories and other 


consumer items sold through most service stations. 


THE McGRAW-HILI MAGAZINE OF OIL MARKETING 


nal —— 
leum “1. % 7 


MANAGEMENT NSGPORTATION 





STORAGE MERCHANDISING 


i“ @ I30 WEST 42n0 STREET NEW YORK 76, WNW Y * LONGACRE 3000 
PUBLISMWETr “ONT H ¥ . ‘eaTae ‘ wet ’ y * Th 


NPN FACTBOOK F @OLigwer AS A © iN MAY 
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How Oil Can Grow in 


VV ORKING closer with builders 
in new-home construction can 
mean plenty of business for all seg 
ments of the oil heating industry in the 
years ahead. That’s what members of 
Oil-Heat Institute of America heard 
at their annual spring convention in 
Chicago. 

The market potential for oil heat, as 
spelled out by the National Assn. of 
Home Builders, includes: 

@ Between | and 1.4 million new 
homes built each year until 1960 

@ A higher annual figure after that 

Oil can get set for additional busi 
ness when the program of American 
Council To Improve Our Neighbor 
hoods (ACTION) gets going this fall 

ACTION, which has headquarters 
in New York City, says 

35 million blighted 
areas need remodeling and repair 

8 million homes in slums need 
rebuilding or replacement 

But this additional business won't 
fall into oil’s lap. It will take some 
work and present-day 
thinking and outlook, according to 
Richard Canavan, assistant director 
Construction Dept. and Research In 
stitute of the National Assn. of Home 
Builders, Washington, D. C. 


THE SUCCESS FORMULA 


market 
Canavan says the oil heating industry 
should: 

® Give builders advance data on 
new products. 

@ Make heating units as compact 
as possible 

@ Provide better “kits” so builders 
can sell oil heat to homebuyers 

@ Help builders get extra valuation 
for oil heat installations from mort 


homes in 


revision of 


To reach the new-home 


Rage sources 
PLAN IN ADVANCE 


Large-scale builders—the 5% who 
build more than 50% of the new 
houses—often commit themselves to 
use a certain product six months in 
advance of actual construction, Cana 
van says. 

“If they know what's coming, they 
can make plans ahead of time to us 
it,” he says. “But they won’t know 
unless the industry tells them.” 

By contrast, the custom builder, a 
low-volume, high-cost operator, can 
include new products quicker in the 
houses he builds than can the large 
scale builder. Because of this, the cus 
tom builder is usually the one who sets 
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“THE NEW-HOME market can be reached 
by oil.’ — Richard Canavan, National 
Assn. of Home Builders of Washington, 
D. C. 


the trend that is taken up by the large 


scale builders 


SALES AIDS NEEDED 


lo sell new homes, a builder stresses 
quality of product. He gets plenty of 
aid from 
says, to help him decide what to use 
What the builder needs most ts a 
“sales kit’ to sell the equip 


manufacturers, Canavan 


proper 
ment he has installed to the prospec 
tive homebuyer lo date, Canavan 
maintains, such ol equipment kits 
haven't been very good 


VALUATION PROBLEM 


Ihe builder has problems getting 
extra money allowance to put in cer 
perhaps 
Because of 


tain equipment in a house 
a better heating system 
mortgage regulations, he may not be 
able to get this extra allowance. Thus 
he ends up “with a package at a price 
iccording to Canavan 

If you are not properly merchan 
dising your product he contends 
pressure will be built up to by-pass 
the dealer and go directly to the man 
ufacturer. You should point out to the 
builder the pitfalls of a cheap installa 
tion and help him get the extra money 
valuation so he can install the proper 
equipment.” 


NEWS 


fuel oil — J 
New-Home Market 


“ACTION’s plan also means more busi- 
ness for oil.”"—fred Kramer, president, 
Metropolitan Housing and Planning 
Council of Chicago. 


THE FORECAST 


Many of the 35 million homes tn 
blighted areas will need new heating 
installations to replace old coal fur 
naces, coal-oil conversion units, and 
worn out oil burning equipment. The 
8,000,000 slum units that need re 
building or replacement will also be a 
fertile field for the sale and servicing 
of oil heating equipment 

So says Fred Kramer, president of 
the Metropolitan Housing and Plan 
ning Council of Chicago and a mem 
ber of the ACTION committee 

ACTION’s pitch will be to the 
homeowner, getting him interested in 
keeping up his property value by mod- 
ernizing and repairing his home 
ACTION will work at the community 
level with national and local, private 
and public, service organizations. It 
will help 
houses, neighborhoods and communi 
ties. Headquarters are in New York 
City 

ACTION says half of the homes in 
the United States are 30 years old 
Half of these are owned free and clear 
But the 1954 Housing Act, according 
to ACTION, permits homeowners to 


Americans to have better 


borrow funds on open-end mortgages 
to keep houses modernized and ia 


good repall 
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How to Make New-Home Heating Pay 


HE HAGER-FOX Heating & 

Refrigeration Co. of Lansing, 
Mich., finds it profitable to install 
heating systems in new homes because 
its dealings with builders are based on 
sound engineering. 

Ihe operation points up how heat- 
ing oil distributors who have equip 
ment to sell can deal profitably with 
builders, 

“Engineering,” says Wayne P 
Premer, the company’s new-home 
heating department head, “gives us a 
system, the art of making practical 
application of the sciences.” 

Graduate engineers head the com 
pany’s new-house heating, replace 
ment heating, kitchens departments 
Another engineer is general company 
manager 


WHAT THEY DO 


Its engineers have come up with 
good installations and follow-up serv- 
ice, with their work disproving that 
builders only buy on price. Today 
finds Hager-Fox doing 

@ $700,000 volume annually, of 
which 40% is in new-home heating 

@ 182 oil heating jobs a year for 
the past three years, at an average 
price of $800 

8 90% of its home-heating work is 
with builders. 

“The volume of business we do,” 
says Premer, “depends on our satisfied 
customers. A number of satisfied 
builders and homeowners mean repeat 
orders. And with them, the selling job 
is better than half complete.” 

This has all happened since 1947, 
when Hager-Fox was organized and 
began operations with new-home 
builders exclusively 


THE STAFF 


New-home heating of all types is 
handled by a seven-man staff that in 
cludes a sales engineer who doubles as 
over-all supervisor, a stacking man, a 
furnace installer, a layout and duct 
designer, two sheetmetal erectors, and 
a start-up, clean-up man 

The system is worked so that a duct 
erector can install the trunkline for an 
average house in one day. The furnace 
installer can set up three furnaces and 
three basement oil tanks in two days 


SIZING THE JOB 


The key man to Hager-Fox is the 
heating sales engineer. On any new 
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WAYNE P. PREMER 


job, his first task is to determine the 
house heat loss. From this comes: 

Furnace sizing 

Duct sizing 

Heat loss per room 

Register sizes. Sizes determine the 
price per run, an advantage over a 
standard price per opening, Premer 
says, because in the larger houses the 
length of the trunkline is reflected in 
the price. 

“By these methods,” Premer con- 
tends, “we build confidence in our cus- 
tomers. The heating system has to be 
right the first time. Too many call- 
backs can cut profits.” 


WRITING THE CONTRACT 


A clear-cut contract is written. “We 
don’t give the customer the price on a 
pad or on the back of an old enve- 
lope.” 

Ihe customer knows what he’s get- 
ting because the contract specifies: 

Furnace make, model number, its 
capacity, the type of oil burner, the 
type of heating system, controls the 
type of thermostat and humidifier. 

Tank type (basement or under- 
ground), capacity, oil lines, fill and 
vent pipes, gage, vert alarms, oil filter. 

Duct system (round pipe or grad- 
uated rectangular type) the number of 
warm air Openings and return air 
openings to each room and the base- 
ment. Sometimes, size and make of 
openings are given. 

Other Data 


The contract includes 


NATIONAL 


a Statement giving Hager-Fox the 
right to locate the furnace and registers 
to guarantee proper heating. The con- 
tract also states who’s going to do the 
cutting, floor patching and humidifier 
hook-up to prevent misunderstanding 
later. 

When the contract is signed, Hager- 
Fox acknowledges the order for the 
customer, The hard copy is the per- 
manent record under which all mate- 
rial and labor costs are posted. When 
the job’s installed, the same copy be- 
comes a permanent service card used 
by the service department. 


PLANNING THE DUCTS 


Ihe heating sales engineer—now 
the field supervisor—locates, sizes, 
and marks register openings for cut- 
ting. On 70% of the jobs, cutting is 
done by the builder. Hager-Fox says 
that if the builder does the cutting, 
he’s careful where he places joists and 
studding. 

Other field work includes roughing 
in register boxes, grounding return air 
openings and roughing in oil vent and 
the thermostat wire. 

Layout Sketches—Hager-Fox lets 
the field supervisor sketch the base- 
ment to the nearest quarter-inch. On 
the sketch he locates every joist and 
all obstructions, including warm air 
and return air openings. 

Premer says a layout drawing— 
three-quarter inch scale to the foot 
comes next. At this scale, Yis-in. equals 
an inch. This means that duct erec- 
tors using a standard 6-ft. carpenter’s 
rule can read directly from the layout. 

After all joists and openings are on 
the layout, the engineer sizes the 
trunkline. This involves two trips to 
the job site, one for measuring and one 
for checking after the layout is fin- 
ished. All duct work is numbered on 
the drawing. 

The Cost—“Compiling a complete 
bill of materials and making a scale 
drawing,” Premer says, “takes about 
342 hours, but we find that the time 
saved on duct erection and the mini- 
mum of wasted metal—2-4% average 

pays for the layout many times 
over.” 


MAKING THE DUCTS 
The bill of materials on the layout 
goes to the sheetmetal shop where the 
ducts are fabricated. The sheetmetal 
(Continued on p. 162) 
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CROWN opens up broad new vistas of package- 


design through the creative ingenuity of a brilliant 


young art-stafl. The services of these Modern-Design 

artists are yours for the asking. . 
Next comes CROWN Lithography with new facilities WY 
and new techniques contributing to the achievement of e 

A FAMILY OF PACKAGES DESIGNED TO SELL YOUR PRODUCTS ... TO SELL 
THEM HARDER AND FASTER... AND TO KEEP THEM SOLD. 

For details about CROWN Design Service and Lithography, talk with your 

CROWN Sales Representative or write Crown Cork & Seal Company, Ine., Dept. H, Box 6208, 
Philadelphia 36, Pa. 


Cnty lorie Layatt Cae heereeitams (CROWN 


CROWN CORK & SEAL COMPANY, INC. 


CAN DIVISION 


PHILADELPHIA © CHICAGO © ORLANDO «© BARTOW © BIRMINGHAM 
BALTIMORE © NEW YORK © BOSTON «© ST. LOUIS © SAN FRANCISCO 
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HYDRAULIC POWER 
your Bide Buy for 
FASTER, SAFER DELIVERIES 





OPERATE PRODUCT PUMPS ...HOSE REELS 


Equip your fleet with new Roper Pump-Motors the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up... operate 


at slow speeds... increase product pump life... are /ess costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 


.- today! 


COST-SAVING FEATURES 


@ Operates one or more pumps or reels @ Offers greater flexibility and convenience 


@ Eliminates auxiliary engines @ Power input is smooth, shockless 
@ System increases product pump life @ Drives other. makes of pumps 


@ Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 
Roper Distributor 


GEO. D. ROPER CORPORATION 


476 Blackhawk Park Avenue 
Rockford, Iilinols 
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(Continued from p. 160) 


workers number each piece to fit the 
layout to avoid shortages and errors 
in erection. 

As a result, Hager-Fox says it’s able 
to hold labor and duct costs down to 
the cost of a small, round-pipe system 
but at the same time giving a duct 
with greater builder acceptance and 
greater performance. 


EQUIPMENT INSTALLATION 


Furnace installers working for 
Hager-Fox can do Class B wiring. 
This means one man does the com- 





OHMR Plots Surveys 


Oil Heating Market Reports, 
in business at 270 Park Ave., 
New York City, for the past 
month, plans to make oil heat 
surveys of 20 areas by the end 
of July, according to Robert 
Gray, OHMR director. 

Oil heat surveys for Boston 
and Baltimore have been com- 
pleted. Coming up are surveys 
of six New York Roch- 
ester, Albany, Poughkeepsie, 
Westchester County, New York 
City, and Long Island. 

Survey reports will be turned 
over to major and Independent 
marketers supporting OHMR, 
with each company deciding its 
interest in the area and then de- 
termining what funds it will 
spend in oil heat promotion in 
that area. Suppliers, according 
to Gray, will work closely with 
local oil heat groups having pro- 
motional campaigns 


areas, 











plete job, including wiring the furnace 
and thermostat. 

After the furnace is installed and 
the tank set up, registers are installed. 
Then comes the clean up and start-up 
of equipment. 

“The thoroughness of the original 
start-up,” Premer says, “gives us the 
key to fewer call-backs. Teamwork 
plays an important role: Each man has 
a job to do. The way he does it makes 
our Operation proceed like a produc- 
tion line.” % 
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There’s not 
enough food 
for you Red Spider Mite 


and the 
bugs 7 ha 


As any backyard gardener 
knows, you have a fight on your 
hands from the moment you turn 
over your first spadeful of earth. 
At every step, fungus growths, 
weeds, and insects that chew, in- 
sects that suck are waiting to 
destroy your lawns, trees, plants, 
flowers. It is a disheartening 
struggle for Greenthumbers... 
a round-the-clock fight for com- 
mercial farmers. 





Fortunately, there’s a growing 
list of weapons we now can wield 
in the battle against bugs. Some 
of the most effective have been 
developed in the laboratories 
of California Spray-Chemical 
Corporation, a Standard Oil 
Company of California subsidi- 
ary. In 1907, we brought out the 
first basic lead arsenate to stop 
the codling moth, a rampaging 
fruit crop destroyer; later, the 
invention of new-type summer 
and dormant oil sprays safely 
checked scale and other insects. 





Other Standard research 
achievements have been chemi- 
cals to kill aphis, mites, thrips, 
and similar sucking insects... 
dusts to destroy fungus diseases 
like rust, blight, mildew...sprays 
and dusts custom-made to knock 
out such public enemies as the 
devastating grasshopper, boll 
weevil, hornworm. Other pest 
killers boost milk production 
from our dairy herds, help beef 
cattle fatten faster. 


One good reason you live in 
the world’s best-fed nation is be 
cause insect invaders have been 
held back on our farms, ranches, 
and orchards, thanks in part to 
Standard’s constant hunt for 
new ways to make petroleum do 
more things for you. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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How Socony Simplified Its Packaging 


THESE HAVE BEEN DISCARDED 


THESE CHANGES HAVE BEEN MADE 








Socony formerly used 42 wood 
case sizes, now uses none 














LJ 





Use of all six wood barrel 
sizes has been discontinued 


a ‘ONY Mobil Oil Co. (formerly 
\J Socony-Vacuum) has shaved 10% 
from its packaging costs. The com- 
pany spent four years working out 
standardization plans to effect the 
savings, along with these other results: 

© 48.8% fewer package sizes. The 
goal in two to three years is 62.7% 
reduction. 

@ 52% fewer variations of lithog- 
raphy and printing. Goal is 69.5%. 

When Socony decided in 1950 that 
it needed a new packaging program, 
the first move was to decide what 
could be done. So all packages then 
in use were tabulated. The extent of 
use of each package, by brand and 
product, was recorded on IBM cards 
From that information came recom- 
mendations that were submitted to the 
company's Brand and Package Sim- 
plification Committee. 

Records of the IBM machines illus- 
trate the extent of Socony’s standard- 
ization program. In 1950, 254 sheets 
of paper were used to record the ma- 
chine tabulations, Last year, the work 
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Steel drum ‘aaa 
were cut 13% 


Six sizes of wirebound 
crates now are used 
—none before 


le 
—_ 








70% of steel can Steel pail sizes 
sizes were dropped were reduced 25% 


26% siaaantinedl 














cardboard cartons are used 


was done on 134 sheets—a 49% re- 
duction in paper work. 

Despite the progress that has been 
made, the company still has simplifica- 
tion work under consideration. More 
problems have been raised by the 
Socony name change (May NPN, p. 





Chief Streamliner 


F. W. Lang- 
ner, Socony 
Mobil’s Pack- 
aging Co-ordi- 
nator, has 
directed the 
company’s 
package stand- 
ardization pro- 
gram since it 
began in 1950. 
Much of the 
material on 
these pages was taken from his 
speech before the American 
Management Assn. Packaging 
Conference in Chicago. 


F. W, Langner 
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99). But packaging officials expect the 
experience of the past four years to 
make their solution fairly simple. 


EXPORT PACKAGE WOES 


Many of the tougher problems 
faced by Socony’s package standard- 
izers were in the complex export field. 

For two years, the company’s legal 
department worked with legal repre- 
sentatives of foreign subsidiaries to 
simplify the corporate name and still 
meet legal requirements. As a result 
the company now uses only three basic 
names—Socony Mobil Oil Company, 
Inc., in the domestic market; Vacuum 
Oil Co. in Spain and several other 
countries and Socony Mobil in all 
other areas. 

Before standardization, the com- 
pany’s subsidiaries used several dozen 
names for package markings including 
Vacuum Oil Co., S.A.E. (Spain), So- 
cony-Vacuum Francaise (France) and 
Socony-Vacuum Italiana (Italy). 

Trademark protection is included in 

(Continued on p. 166) 
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Direct from Purolator’s modern re- 
search and engineering laborato- 
ries comes the answer to one of 
the petroleum industry's biggest 
headaches . . . contaminated avia- 
tion fuel. 

Bulk filtration with Purolator 
MICRONIC filters right at the 
point of delivery definitely estab- gy u L 4 E j LT © R % 
lishes the fact that your product 
is as contaminate-free when it is for airport fueling 


used as it was in your refineries. 


Why not t fut 
y not guarantee your future assure your customers of 


customer relations with the world’s 

finest filtrati i t, F 

pot mer lin sts oo CL E A N AVI A Tl O N F U E L 
for Bulk Filtration Catalog 1054A. 


Address Dept. BI-61, Purolator 
Products, Inc., Rahway, N. J. 


TYPICAL INSTALLATIONS 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 


PURD LATOR 
f 
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(Continued from p. 164) 


both English and Spanish on the lithog- 
raphy. This satisfies all nations in 
which Socony markets 

Of Socony’s 21 blending, com- 
pounding and grease plants—all of 
which package products—14 handle 
only domestic supplies. 

So one type of packaging and cor- 
porate signature is necessary for each 
product 

The other seven plants package for 
both domestic and export markets 


[his means three different signatures, 
various systems of weights and meas- 
ures, different types of overpacking 
(outside cartons), and some packages 
completely different from those in 
domestic use. 

One of the largest of those seven 
plants had more than 90,000 brand- 
package-signature combinations in 
1950. Simplification has reduced this 
total to less than 25,000 a year. 

Under the new program a master 
price list—including a package-avail- 
ability list—is kept up to date. This 


Count on Genuine 


New Range Plate Makes 
it Quicker and Easier 
fe Post Prices. 


1 
Perma-Vis Wheels | A, 


are used only in 45° Compu - 
ters and ere for use only in 
the U, 5. A. and Conedea, 


Veeder-Root Computer 


Mew venma.ves weet 


for Top Performance in 
GASOLINE PUMP COMPUTERS 


Veeder-Root 


World's Most Experienced Makers of Counters & Computers 


, VEEDER-ROOT INC., HARTFORD 2, CONN. 


CHICAGO 6, ILL. + GREENVILLE, S.C. * MONTREAL 2, CANADA + DUNDEE, SCOTLAND 
New York 19+ Offices and agents in principal cities 


list tells anyone placing an order what 
plant produces and packages the prod 
uct it wants, how soon it can be 
shipped and what packages are au- 
thorized. 

In 1950, almost all of Socony’s ex- 
port products were packed in wood 
cases. And the Paulsboro refinery 
maintained a complete wood case 
plant. These heavy cases have been 
discarded in favor of weatherproof 
cardboard cartons and _ wire-bound, 
wrap-around crates 

The case plant has been dismantled 
and the space now is used for a ware- 
house. 


HOW IT WORKS 


Today, under the new program of 
export packaging: 

e All packages (except drums) are 
in the 50 to 65-lb. range and can be 
handled by one man. 

e Use of cartons instead of wood 
cases reduces the weight of overpack- 
ing 60%, cutting shipping costs. 

e All packing is mechanized. For- 
merly, some packages required hand 
packing because use of wood cases 
limited speed of filling time. 

e The new’ wire-bound, wrap- 
around crate can be applied as cartons 
come from the filling line. Or it can 
be applied to filled cartons taken from 
warehouse stock. Locking loops are 
closed with a wooden mallet—without 
special tools. 

e In emergency, any domestic plant 
can package for export all container 
sizes for which it has filling equip- 
ment. With wood cases, nailing ma- 
chines and other special equipment 
were needed, 

@ Wood cases usually contained 
more overpacking than needed. Use of 
wire-bound wrap-around crates has 
been cut to about 10% of all export 
shipments, 

e Use of strapping (wire overbind- 
ing) has been cut 80%. At one time, 
nearly 70% of all wood cases were 
strapped. Now, weatherproof glue is 
used on the export cartons. In areas 
where strapping is specified, Socony 
uses pressure-sensitive tape. 

The packaging staff has compiled a 
company packaging manual showing 
all packages used domestically and 
for export. 

Complete specifications, illustrations 
and overpacking data are given for 
each package. 

Standardization work being carried 
on industry-wide helped Socony in 
setting up its program, officials say 
particularly the list of standards 
worked out by the Petroleum Pack- 
aging Committee of the Packaging 
Institute (see Feb. NPN, p. 149). @& 
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heres good news... 


for firms selling to or through oil marke’ers ... from the McGraw-Hill Department 


of Economics’ new study of 1955-1958 capital expenditure plans. 


“Practically The upturn in manufacturers’ capital spending 


every 
manufacturing 
industry has 
increased its 
plans for 
capital 
spending since 
last fall.” 


plans is closely tied to their expectations for in- 


creased sales, both in 1955 and in the years im- 





mediately following. Manufacturers as a group 
expect their sales to increase by 7% on the average 
in 1955, and they expect an average gain of 21% 


over last year by 1958.” 


PETROLEUM INDUSTRY CAPITAL EXPENDITURES 


($ Figures below are in millions of dollars) 
Actual Planned Percent Change 

1954 1955 1954 to 1955 1956 1957 1958 

Production $3,300 $3,366 +2 $3,501 $3,568 $3,703 
Transportation 425 430 l 387 327 271 
Refining & Chemical 750 690 656 587 518 
Marketing 350 368 357 372 379 
Other 75 59 60 67 49 
Total 4,900 4,913 4,961 4,921 4,920 


Preliminary Plans 





In case that 357 million for oil marketing perhaps record, capital expenditures by 


in 1956 worrys you, listen to this from the re- 
port: “Preliminary plans for 1956 are only 
about 3% lower than plans for 1955. In the 
past, plans for future years have always been 
sharply lower than those for the current year. 
If preliminary plans are revised upwards— 
as they have always been in the past—1956, 
1957 and 1958 will be years of high, and 
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business.” 

That’s the story as far as the outlook for 
oil marketing is concerned. Your NPN 
representative has the full report with all the 
details if you want to study it. 

COMMERCIAL: Buying plans for 56 are 
being made now. To get in on them advertise 
in National Petroleum News now. 
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Socony research men. 


vibration or combustion knock. 
of intake and exhaust valves. 
volt source. 


ahead of the front seat. 





Device ‘Televises’ Engine Ills 


Socony Mobil Oil Co. (formerly Socony-Vacuum ) 
has licensed DuMont Laboratories to manufacture 
and sell an electronic engine analyzer developed by 


The 60-lb, machine, connected to an auto ignition 
system with two lead wires, gives simultaneous pic 
tures of the behavior of each cylinder through a 
cathode-ray tube on an oscilloscope screen. 
engineers say the device will spot 65 engine ailments. 

It will identify burned distributor points, diagnose 
pre-ignition faults and troubles caused by noise and 
The analyzer also 
can be used to check ignition timing and operation 


Socony 


Power is furnished by a car battery or any 110- 
Leads are long enough to permit road 
testing, with the instrument placed on the car floor 


Allen B. DuMont Laboratories, Inc., Clifton, N. J 
Circle No. 1 on Coupon, p. 169 





Battery Wheeler 


A small battery cart, equipped with 
cables, carries a starter battery for 
servicing cars stalled at the pump 
island or on the road. The unit, made 
by Blitz, eliminates the work of 
carrying the battery from shop to car 
Blitz. Electric Co,, 5713 Wentworth 
Ave., Chicago 21, Il. 

Circle No, 2 on Coupon, p. 169 


Pump Lubricator 


Rockwell is marketing an extension 
lubricator for injecting lubricant into 
pump-shaft stuffing boxes as packing. 
The device previously was made on 
request for individual customers, but 
now is available as a stock item “to 
meet heavy demand” from pump mak- 
ers and users. The lubricator comes in 
brass or cadmium-plated steel in two 
lengths—6% and 8% in. Rockwell 
Manufacturing Co., Meter and Valve 
Div., 400 N, Lexington Ave., Pitts 
hureh 8, Pa. 


Circle No, 3 on Coupon, p. 169 


Truck Tire Mounter 


Autocar is offering plans for its 
pneumatic truck tire mounter to fleet 
owners and other truck operators 
Autocar engineers, who designed the 
device, say one man can mount tires 

wheels or demountable rims 20, 
or 24 inches in diameter. A 
stepped-down circular casting to hold 
wheels is set over a pit, with the bot- 
tom of the casting at floor level. A 


168 


three-arm “spider” holds down the 
rim and tire and the tire bead is 
forced in place by compressed air 
Autocar Dis White Motor Co., 
kxton, Pa 


Circle No. 4 on Coupon, p. 169 


Truck Lift Gate 


Loading of drummed motor oil and 
other oil products can be handled with 
Anthony's new 1,000-lb. capacity lift 
gate, designed for use with % and 
l-ton stake and van trucks. In addition 
to the hydraulically operated 1,000-Ib. 
unit, Anthony makes a complete line 
of lift gates with capacities from 800 
Ib. to 4,000 Ib. to fit all sizes of trucks 
Anthony Co., Streator, Ill 


Circle No. 5 on Coupon, p. 169 


Electric Shut-Off Meter 


An explosion-proof meter with an 
electric shut-off for measuring oil 
products and other liquids in hazard- 
ous areas has been developed by 


NATIONAI 


Buffalo Meter. The assembly consists 
of a standard meter equipped with a 
register containing an electric switch. 
This switch is designed to shut off flow 
after a predetermined quantity of 
product has passed through the meter. 
Buffalo Meter Co., 2905 Main St., 
Buffalo 14, N. Y, 


Circle No. 6 on Coupon, p. 169 


Fire Hose Coating 


A waterproofing material called 
“Superseal” for coating fire hose is 
designed to protect the hose from 
mildew-rotting and provide flexibility 
in below-freezing temperatures. B. F. 
Goodrich, maker of the coating mate- 
rial, says treated hose buried for eight 
weeks in ground containing mildew- 
producing bacteria retained 96% of 
its Original strength, while identical 
untreated hose fell apart. B. F. Good- 
rich Co., Industrial Products Div., 
Akron, Ohio. 


Circle No. 7 on Coupon, p. 169 


Refuse Drum Cover 


Protectoseal is manufacturing covers 
for 30 and 5S5-gal. drums and 11-in. 
pails to transform standard containers 
of these sizes into fire-safe receptacles 
for oily rags and other combustible 
material. The steel cover, painted 
red, is hinged to a steel strap. The 
strap in turn attaches to the drum or 
pail by a wing nut. Protectoseal Co., 
1920 §. Western Ave., Chicago 8, Ill. 

Circle No. 8 on Coupon, p. 169 
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Repair Platform 


An adjustable steel step clamps over 
the truck tire allowing mechanics 
easier access to the engine compart 
ment. The device will fit any 20-in. 
tire and collapses for easy storage 
Price is $14.95 postpaid. Southeastern 
Mfe. Co., P. O. Box 535, Waukesha 
Wis, 

Circle No. 9 on Coupon, p. 169 


‘Bounceless’ Mallet 


Fiber layers in the rubber compo- 
sition are designed to give a “no 
bounce, no rebound,” feature’ to 
Miller’s series of mallets—for use in 
service stations and garages. The mal- 
lets are available in 8, 16, 24 or 40-0z 
weights with head diameters ranging 
from two to 3% in. Miller Products 
Co., Inc., Dept. M, 29 Warren St., 
New York 7, N. Y 

Circle No. 10 on Coupon, p. 169 


Utility Truck Pump 


Handling oil products and liquid 
fertilizers are two of the main jobs 
for which the new Watson truck- 
mounted rotary pump is designed. The 
unit develops pressures up to 350 Ib 
and is corrosion resistant, the manu- 


facturer says. The pump is furnished 
in a complete kit ready for installa 
tion. H. §. Watson Co., 1316 67th 
St., Emeryville, Calif 


Circle No. 11 on Coupon, p. 169 


Fertilizer Meters 


Rockwell has a line of all-ferrous 
meters for handling 
liquid fertilizers such as aqueous am- 
monia and ammonium phosphate. The 
cast-iron units are available in two 
three, four and six-inch bulk-type 
models and two and three-inch tank 


low-pressure 
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truck versions. They pump 20 to 800 
gpm. Rockwell Manufacturing Co., 
Veter and Valve Div., 400 N. Lexing- 
ton Ave., Pittsbureh 8&, Pa 

Circle No. 12 on Coupon, p. 169 


Suit for Wet Jobs 


A toul-weather-type suit is being 
used in service stations for steam- 
cleaning engines and for other wet 
jobs. The fabric is designed to keep 
external moisture out, but permit per- 
spiration vapor to escape. The fabric 
was used originally for waterproof Air 
Force flying suits 
Co., New York, N. ¥ 


Circle No. 13 on ¢ oupon, p. 169 


Lucky Rainwear 


Vinyl! Floor Coat 

Protection of concrete lube bay 
flooring from grease, oil, battery acid 
and other drippings is the purpose of 
a new vinyl floor coating. After the 
floor has been cleaned, the coating is 
brushed on—one pint to about 40 sq 
ft. The coating dries overnight. Oil 
can be wiped off a protected floor 
easily with a tissue or cloth, the maker 
says. National Vinyl Products, 417 
McArthur Ave., Redwood City, Calif 


Circle No. 14 on Coupon, p. 169 


e FOR FURTHER INFORMATION 


On equipment or literature described 


Tank Car Unloader 


Atlantic Metal Hose says its non 
ferrous elbow coupling for unloading 
oil products and chemicals from tank 
cars is 66% lighter than most malle 
able iron or bronze couplings. It 
weighs only 4% Ib. This says the 
maker, allows one man to handle the 
unloading job and eliminates use of 
heavy wrenches. The coupling can be 
installed by screwing into a standard 
pipe coupling or soldering direct to a 
flexible metal hose. Aflantic Metal 
Hose Co., In 308 Dyckman St 
New York 34, N. Y 


Circle No. 15 on Coupon, p. 169 


Quick Discharge Valve 


Chem-Valve says its new valve pro 
vides fast discharge of asphalt and 
other heavy products from tank 
trucks. The valve, mounted inside the 
tank, has four discharge ports and an 
outlet hole The plug lifts up, to 
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AV E R-Tl T E Pty ie 


- 
Superior quality forged body _» 
— precision machined —— 
Uniform wall thickness 
—no weak spots 


< 
ry 


Extra heavy reinforcing rim 


Larger diameter cam ears 
for longer service life 


Extre Gi. i 3 


Hi-Strength 
forged pins 
— greater 


handles 
—greater safety and 
longer 


economy 
service 


Uniform heavy wall thickness 
—no weak spots 


Recess retains gasket 
In coupler and assures 
proper placement 


Superior quality forged body 
—precision machined 
—accurate tolerances 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


ona DOLLAR-FOR-DOLLAR 
basis you can't beat CHAMPION 


ir . Pr eR I 5 + 
Be ie Sight air he s3\% 
Farr iS Ri aia I w i 


Sharpen your pencil—sit down and com- Today's Champions are finished 


pare alr compressors feature by feature... 


CHAMPION OTHER 


with the precision of fine engines 
They're fully engineered for longer, 
economical operation proven by 


Domed Pistons and Cylinders their reputation for stamina 


Wear-resisting One Unit Plate Vaives 

Unrestricted Straight Line Air Flow 

Thin, Deep Cooling Fins 

Automotive-type Connecting Rods 

Drop Forged Crankshaft 

Roller Main Bearings 

Finned Copper inter-Coolers 

Special After-Cooler & Filtering Trap 

Centrifugal Unioader—No-load Starting 
’ Simplified Maintenance 


unequalled over 35 years of service 
Yes, you'll find—DOLLAR-FOR-DOLLAR 
—you can't go wrong when you... 
CHOOSE A CHAMPION! 


54 Models—Horizonta!l, Vertical, 
Portable—', to 10 H.P.—stand ready to 
meet your needs exactly! 608 
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HAM PION 


PNEUMATIC MACHINERY CO. 


646 Pleasant St Princeton, il 
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break any seal formed by congealed 
liquid. All parts inside the tank are 
of stainless steel. Cost of the com- 
plete assembly f.o.b. the factory is 
$384.25. Chem-Valve Corp., Kenvil, 
N. J. 

Circle No. 16 on Coupon, p. 169 


Cooling System Tester 
The Enell “Testmaster” is designed 
to check an entire pressurized cooling 
system in less than 10 minutes, It also 
will check pressure caps, cylinder 
heads and gaskets, and test the motor 
block for leaks. The standard model, 
for passenger cars and small trucks, 
sells for $42.50. An adaptor for large 
trucks costs an extra $17.50. Each 
unit carries an 18-month workman- 
ship and materials guarantee. Enell 
Associates, Inc., 9701 Clinton Rd., 
Cleveland 9, Ohio. 
Circle No. 17 on Coupon, p. 169 








Wheel Aligner 

Bear’s new “Telaliner” unit contains 
electric wheel aligning equipment and 
cabinet space for storage. A lighted 
dial, electromagnetically operated, 
shows the condition of the two front 
wheels at the same time. The unit is 
made of steel, covered with baked 
synthetic enamel. Cabinet door han- 
1955 
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dles are chromium-plated and trim is 
polished aluminum. The unit can be 
used with any Bear aligning rack or 
adapted for other makes, the company 
says. Bear Manufacturing Co., Rock 
Island, Ill. 
Circle No 


18 on Coupon, p. 169 


Smooth Truck Seat 


Bostrom claims to eliminate almost 
all the jolts and shocks “that cause 
back and kidney ailments commonly 
suffered by motor truck drivers” with 
its new truck seat. The new seat pro- 
vides a torsional, rubber-spring sus- 
pension system designed to stop most 
ride vibration. Tension on the springs 
is adjusted to the driver’s weight by 
turning a knob on a calibrated gage 
Possible weight adjustments range 
from 100 to 275 Ib. Bostrom Manu- 
facturing Co., Milwaukee, Wis. 


Circle No. 19 on Coupon, p. 169 


Steel Tank Trailer 


Fruehauf’s new stainless steel tank 
trailer has a three-compartment ca- 
pacity of 8,300 gal. and weighs 9,250 
lb. Gear boxes and wheels are of alu- 
minum. Officials say use of stainless 
steel was made possible by a new 
welding technique. The tank has an 
oval top and half-round bottom to 
1955 * NATIONAI 
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lower the center of 
structural strength. Fruehauf 
Co., Detroit 32, Mich 

Circle No. 20 on ¢ oupon 
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Explosion-Proof Light 
More efficient 
aluminum is a 


Killark’s new line 
lighting 


anodized 

claimed for 
plosion-proot 
fixtures sO wa 


are constructed 


} 


distribution of 
provided by an auxiliary reflector of 


fixtures 


from 100 to S500 
the job. Approved by 


rd add 
Trailer 


p 169 
Killark Llectric Mie Oe 


& Easton Ave Sr. Louis, Mo 


light 


feature 
of ex 
The 
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Alloy for Valve Seats 


the 
line of 


Brinalloy” is used in 


Lunkenheimer’s new 


‘for profitable wheel balancing 


John 
Model 


ment in 
' 
or 


Bean On-The-Car 
88 a me 


f 


ete wheel | 


on 


Jot 


John Bean Balancer 
Model 55-J 


speed with « 


ON THE CAR... OR OFF 


CONTINUOUS DUTY... 
OR OCCASIONAL 


SPACE APLENTY... 
OR LIMITED 


f 


can meet your exact need at 
a price to fit your pocketbook 


John Bean Visubalancer— 
Model 300 — a be 


1 dynaw 


Balancer — 


JOHN BEAN DIVISION / 
FOOD MACHINERY & CHEMICAL CORP 
LANSING 4, MICHIGAN 


Me 


GNERS * WHEEL BALANCERS © TIRE 
5 * STEAM CLEANERS * CAR WASHERS © 
TESTERS * ACCESSORIES and ALLIED TOOLS 


WHEEL A 


JOHN BEAN DIVISION, Lansing 4, Michigan 
P 


Please 


e 


“When It Comes to Balancing, Use Your Bean" 


NEWS 
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seal 


can be changed on 
Underwriters 
Laboratories, the units are available in 
several styles, sizes and reflector types 
Vandeventer 
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Out Front 
in 

Sales 

Appeal! 


Pre-Stretching and 
eoprene Covers 
are 2 reasons why 


You can count on up-to-date 

product development to keep 
Thermoid TBA items out front. 
Pre-stretched Fan Belts with Neoprene 
covers are a typical example. 


Redi-Curv Hose with Neoprene tube 
and cover is another. 


These functional, expendable, easily-installed 
products are tailored for TBA. And Thermoid 
backs them with specialized marketing 
experience that helps you move merchandise! 


Let us show you in detail why 
It's good business to do business with 


hermoi 


A principal supplier to the automotive 


market for over 50 years. 


Thermoid Co., Special Sales Division, Trenton, New Jersey 
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globe valves for oil and other in- 
stallations. The company says the new 
alloy is more wear and corrosion re- 
sistant than many types of stainless 
steel. During a four-year testing pro- 
gram, Lunkenheimer states, none of 
the Brinalloy valves have failed or 
leaked. Lunkenheimer Co., P. O. Box 
360, Cincinnati 14, Ohio. 


Circle No. 22 on Coupon, p. 169 


Small-Station Charger 


Associated Equipment has designed 
a new battery charger for small serv- 
ice stations—or as a second charger 
in a large station operation or fleet 
shop. The unit adjusts automatically 
for six or 12 volts and will charge at 
four different rates. It will slow- 
charge up to 10 batteries. The charger 
is rated 80 amps at 7 volts and 45 
amps at 14 volts. It weighs 52 lb. and 
rolls on oil-resistant, semi-pneumatic 
tires. Associated Equipment Corp., 
5710 San Francisco Ave., St. Louis 
15, Mo, 


Circle No. 23 on Coupon, p. 169 


Truck Wheel Handler 


A “Y” dolly recently added to the 
Cam Tool line is aimed at taking the 
hard work out of handling truck dual- 
wheel units. The T-handle provides 
control of the moving operation. A 
caster-jack lifts and lowers the load. 
The dolly rolls on 5-in. rubber wheels. 
The company also makes a “Y” wheel 
lift for single wheels from 6:00-16 to 
11:00-22. Cam Tool Co., Inc., Il 
Randwick Ave., Oakland, Calif. 


Circle No. 24 on Coupon, p. 169 


Steel Floor Armor 


Klemp has designed a new steel 
floor webbing for resurfacing ware- 


NATIONAL PETROLEUM NEWS ¢ June, 1955 





house loading docks and other areas 
around a terminal or bulk plant where 
rough usage causes heavy floor wear. 
The company says that in addition to 
being filled with hot or cold mastic 
for resurfacing, the material can be 
set into a new concrete floor to pro- 
vide added strength. Klemp Metal 
Grating Corp., 6603 S. Melvina Ave., 
Chicago 38, Ill. 


Circle No. 25 on Coupon, p. 169 


Five-Gallon Filler 


An automatic filling machine, de- 
signed to run without an operator, is 
said to have a capacity of 1,200 five- 
gal. round or blitz cans an hour. The 
machine is operated by pressure and 
vacuum and is constructed to main- 
tain its filling speed even with heavy 
oils. The cans come to a complete 
standstill during filling and a centering 
device brings each can opening under 
the filling spout automatically. Semi- 
automatic models also are available 
Perl Machine Mfg. Co., Inc., 68 Jay 
St., Brooklyn, N. Y. 

Circle No. 26 on Coupon, p. 169 


Power Thread and Cut 
2" to 8” Pipe on the job 


The 26 Ib. PORT-A-PONY Power Drive saves you 
time and money threading pipe 


@ Also pulls wire through conduit, drives winches, 


Fast Tire Changer 


Salsbury’s new “Tiremaster” is de- 
signed for “20-second tire changes.” 
Three hardened-steel pins, activated 
by the rubber-covered handle, hold the 
rim on the stand. The unit is recom- 


mended for use both with tubeless and 
conventional tires. The dismounting 
rod is tipped with a ball-point to roll 
beads off the wheel. A mounting roller 
rolls both beads over the rim simul- 
taneously, the company says. The fast 
changer will handle rim sizes from 12 
through 18 in. Salsbury Corp., 1161 
EL. Florence Ave., Los Angeles, Calif 

Circle No. 27 on Coupon, p. 169 


= __ LITERATURE 
Bulk Plant Meters 


Brodie meters for tank trucks, load 
ing racks and other jobber applications 
are pictured and described in a four- 
page folder Ihe folder also covers 
Brodie eliminators, 
combination strainer-eliminators and 
counters. Ralph N. Brodie Co., San 
Leandro, Calif 

Circle No. 28 on Coupon, p. 169 
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Oil-Gear Lube Chart 


Chek-Chart is distributing the 1955 
edition of its wall chart covering mo 
tor oil and gear lubricant recommen 
dation. A_ dipstick guide, showing 


PROTECT the 
PUMP 
ISLAND 


STOP 


TIRE SCUFFING 
with the rolled-top edge 





-—( SPIFFY ) 





in place! 


STEEL FORM 


opens and closes valves, Tives of heavy trucks won't chip and scar island edges. This 
form is constructed so that concrete fill settles around Tee lugs 
welded to inside making it impossible for form to lose shape. 
A one-inch steel tube — through the island form tekes care 
of rubber hose used as a driveway alarm signal. This removes 
hozard caused by draping hose over pump isiand. 


@ One man, one hand unit. 
@ Adaptable to all popular die stocks. 
@ Powerful '/, HP AC-DC reversible motor. 


WRITE FOR FULL INFORMATION 


LEAD -EZY MFG, Company 


344 N. Brady Street 


Newberry Equipment Co., Inc. 
P. O. BOX 293, MEMPHIS, TENN. 
EQUIPMENT JOBBERS WRITE FOR PROPOSITION 








Corunna 2, Michigian 
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quart marks on dipsticks on all popu 
lar makes of cars, is included this 
year. Another new feature is a section 
on European cars. The chart covers 
crankcase, transmission and differen- 
tial Jubricant requirements and motor 
oil grades recommended according to 
temperature ranges and operating 
conditions. Chek-Chart Corp., 33 E 
, Chicago 5, Ill 

Circle No. 29 on € oupon, p 169 


Congress Pkwy 


Lubricated Plug Valves 


Specifications for the new Ohio 
Injector Co, plug valves 
are given in a promotion folder. 
Drawings and photographs of the 
valves and component parts are in 
cluded. A chart lists recommended 


lubricated 


lubricants and temperature ranges for 
various types of oil and chemical serv- 
ice. Ohio Injector Co., Wadsworth, 
Ohio. 

Circle No. 30 on Coupon, p. 169 


Facts on Gages 


Bristol liquid level gages are de- 
scribed in a 26-page bulletin. The 
illustrated, two-color book shows 
float, pressure, differential pressure 
and bubbler-type gages in strip and 
round-chart models. Bristol Co., 
Waterbury 20, Conn. 

Circle No. 31 on Coupon, p. 169 


Oil Product Standards 


ASTM standards for oil products 
and lubricants are compiled in a 980- 


Tokheim features 


No other farm 
pump offers such a 
unique combination of 


advantages! 


7 Built-in check-valve — no foot 
valve necessary 


2 Rotary gear-type pumping unit 
with built-in by-pass valve 

3 Explosion-proof % horsepower 
electric motor 

4% Dial meter with calibration ad- 
justment — standard at no extra cost 
5S Baked enamel finish — welded 
steel housing 

t Removable strainer screen 

7 tested and approved by Under- 


writers’ Laboratories 





Your low initial investment 
will be returned to you over 
and over in steadier sales, 
lower maintenance, customer 
satisfaction. Call your Tokheim 
representative today or write 


for new bulletin. 











General Products Division 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


1650 Wabash Avenue 


SINCE 1901 


Fort Wayne 1, Indiana 


Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributors H. Reeder, 205 Yonge Street, Toronto 
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page book of specifications, indexes 
and definitions Published annually 
since 1927, the 1955 edition gives 
more than 100 test methods, numerous 
specifications and lists of definitions 
relating to oil. 
Testing Materials, 
Philadelphia 3, Pa 

Circ le No 


American Society for 
1916 Race St 
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Station Lighting 


Planning and installation of flood- 
lighting for service stations is covered 
in Crouse-Hinds’ new 14-page booklet 
Detailed layouts are given for stations 
located in outlying areas On main or 
secondary highways and in business 
districts. Information on mounting 
and focusing floodlights is included. 
Bulletin 2677. Crouse-Hinds Co., Wolf 
& Seventh North St., Syracuse, N. Y 

Circle No. 33 on Coupon, p. 169 


Contract Packagers List 


Packaging Institute has announced 
publication of the Directory of Con- 
tract Packagers (third edition), listing 
facilities of 163 plants that package oil 
and other products on contract. 
Indexes spot location of packagers by 
product, physical characteristics of ac- 
ceptable products and military pack- 
aging facilities. Price is $5. Packaging 
Institute, 342 Madison Ave., New 
York 17, N.Y. 

Circle No. 34 on Coupon, p. 169 


Cartoons on Truck Care 


GMC truck buyers are receiving 
manuals containing more than 200 
cartoon-like illustrate 
proper truck care and _ operation 
Illustrations range from a_ baseball 
player dramatizing the value of warm- 
ing up an engine to a service man 
explaining the operation of a Hydra- 
Matic transmission. The manuals are 
accompanied by technical data book- 
lets. GMC Truck & Coach Div., 660 
S. Boulevard East, Pontiac 11, Mich. 

Circle No. 35 on Coupon, p. 169 


sketches to 


Fast Car Wash 


Sherman Vacuum, manufacturer of 
automatic car wash equipment, is dis- 
tributing a pamphlet on how to set up 
a rapid auto laundry. The folder gives 
tips On selecting a location, amount of 
property needed, building and supplies 
costs, number of employes and what 
to pay them, prices, potential profits 
and other aspects of the operation 
Sherman Vacuum Equipment Co., 

Circle No. 36 on Coupon, p. 169 
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14254 Wyoming Ave., Detroit 38 an equal number of new coaters and down payment of $32.75 with 24 
Mich. ovens, the company says. All Can Di monthly payments of $14.12 for the 


Circle No. 37 on Coupon, p. 169 vision headquarters offices except the passenger car wheel balancer. 


research department will be housed on ° 
the second floor of the new building Globe Hoist Co. opened a new plant 
——— MANUFACTURERS ———_ ° and sales office last month at 1461 
Oil marketers can buy wheel bal Canal Ave., Long Beach, Calif., for 
American Mineral Spirits Co. has ancers and tire rounders on a time its West Coast division—Globe Pacific 
completed its new 1 million-gal. dis- payment basis from Hunter Engineer- Hoist Co. 
tribution terminal at 401 High St., ing Co. The plan, arranged through John R. Queen, Globe vice presi 
Oakland, Calif. Commercial Credit Corp., requires a dent, will manage the installation. It 
Amsco’s line of oil solvents, thin- 
ners and related chemicals can be 
shipped by tank car, transport truck, 
tank wagon and drum from the Oak- 
land plant, which will serve as the 
company’s San Francisco Bay Head- 
quarters. 
* 


Cummins Engine Co., Inc., of Co- ; 
lumbus, Ind., has expanded its sales ‘ art 0 da 
organization by opening a Piedmont ' 0 qu y 
regional office at Greensboro, N. C. 


R. R. Mcdonald directs the office, .. aa by S Q ly Bar 
located at 601 N. Elm St. He will 7 ae y eee 


cover Virginia, West Virginia, and 
North and South Carolina. 


= 
, ‘ From the sale of just one extra 
Morrison Bros. Co., in Dubuque, quart of oil a day...a@ fraction 


Iowa, marks its 100th anniversary with ee a of its potential... LuBar 
a new Catalog. The company began in ; < completely pays for itself in 12 
the spring of 1855 as a steel fabrica- ; ; ag months! In addition to this high- 
j ; > ; ; E : = speed recovery on your invest- 
tor, doing most of the work by hand, ° ment, your LuBar wiil continue 
since modern equipment hadn't been : : . to build traffic, stimulate sales ior 
invented yet. : “ae years. Ask your Tokheim repre- 
Morrison was in the oil equipment ; sentative about the easy LubBar 
; 12-month payment plan. 
business almost as soon as there was 
an oil business. The company built one 


of the first tank wagons and later ex lu Bar t 
panded into other oil equipment mar- an d se l l s more o i | * 
kets. 

. 


White Motor Co. of Cleveland has 
moved into the diesel engine field by 


New LuBar displays 96 quart cans of 
oil, with access to stock from both 


acquiring the Engine Division of Na- sides of the unit. Keeps oil at customer 
tional Supply Co., in Springfield, Ohio eye-level to stimulate impulse buying. 

William F. Burrows will manage the Styled to match pumps, LuBar im- 
new operation, to be known as White proves station appearance, indicates 
Diesel Engine Division. Before the modern, efficient station management. 
move to White, the firm produced Convenient pull-out metal “can-tainer” 
Superior and Atlas engines at bottom for empties, or area can be 

. used to store and display 5-quart cans. 

G. William Thibault, former gen Front and back lock-panels easily 
eral manager of Harley C. Loney Co., removable, store on sides of cabi- 
Ann Arbor, Mich., has bought the net. Unit includes tabs for instant 
Loney Co.’s West Coast facilities at 
Burbank, Calif. 

The new firm, known as Thibault 
Manufacturing Co., Inc., will make 
and market “Champion” brand wheel- EIM 
balancing weights for the 11 Western Write for OKH 
states, with the exception of Colorado Free Bulletin 

— 


SAE identification, provisions for 
either globe or 
overhead lighting. 


Compare the Value 


Crown Cork & Seal Co.’s Can Divi- General Products Division 
sion has moved into its new lithog- TOKHEIM CORPORATION 
raphy plant at 9300 Ashton Rd., Phila- Designers and Builders of Superior Equipment 
delphia. The plant is equipped with 1650 Wabash Ave. Since 17901 Fort Wayne 1, ind. 
Factory Branch: 1309 Howard Street, Sen Francisco 3, Calitornia 
Canadian Distributors H. Reeder, 205 Yonge Street, Toronto, Ontariq 


five new litho presses and ovens and 
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ILLINOIS 


IHERES A 4 
Gasboy PUMP 


FORK EVERY SIZE CONSUMER ACCOUNT 


W. B. GILMER 


Antioch, Illinois 





IOWA 











TRI-STATE EQUIPMENT COMPANY 


COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 


1923 E. 14th Sf., Des Moines, towa, Phone 62.1975 
Member National O11 Equipment Jobber Association 








INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
i] A P lis 4, lind 











MISSOURI 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 6 MO 
Phone HA.2335 
Member National O11 Equipment Jobber Association 








NEW JERSEY 








EQUIPMENT 
for the 
OIL INDUSTRY 


» 
Rebuilt 
PUMPS—METERS—REGISTERS 
e 
PARTS FOR MOST PUMPS 
* 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 








NEW YORK 





EDWARD JOY COMPANY 


905 Canal Gt., Syracuse, N.Y. 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay Hose 
Reels, Pipe G Fittings, Brunner Air Com- 
ressor, Granberg Meters G Pumps, Phil- 
ips Ute, Adamson Oil Storage Tanks, 
&co irefiators, Ever-Tite Couplers, 
Rectorseal Pipe Dope, Tokheim G Bennett 

Farm Pumps 


VERN CLAPP 
(big-chot Of) 
GASOLINE & OIL EQUIPMENT DIVISION 











—) new equipment 


will manufacture automotive hoists 
and act as sales headquarters for all 
Globe products in the West Coast 
States 

e 


Rockwell Manufacturing Co. has 
changed the name of its Canadian sub- 
sidiary—Callander Foundry and Man- 
ufacturing Co., Ltd., Guelph, Ont 
to Rockwell Manufacturing Co. of 
Canada, Ltd. 

The Guelph plant makes Rockwell 
power tools and meter products in ad- 
dition to products originally made 
under the Callander name 


A. E. Sparling Co., Detroit oil 
equipment business founded in 1917, 
is under new management. Robert B. 
Cox and Paul E. Clements formed a 
partnership to buy the company’s 
name and assets 


—— PERSONALS = 


A 


N. A. D'Arey W. A. Eskridge 


Nicholas A. D’Arcy Jr. and Wade 
A. Eskridge have new posts with the 
automotive division of Clark Equip 
ment Co, D’Arcy, who lives in Hunt 
ington Park, Calif., will serve as fac 
tory representative for the Clark line 
of axles, transmissions, torque con- 
verters and complete power trains in 
Arizona and parts of California and 
Nevada. George Riley and John Eber 
will assist him. Eskridge will manage 
the new sales, parts and service field 
office in Tulsa 


Wayne E. Greene, former motor 
truck district sales manager at New 
Orleans for International Harvester 
Co., has moved to Chicago in the same 
capacity. He replaces M. F. McCarty, 
23-year I-H veteran, who will saper 
vise national and fleet sales in the 
Chicago area 

7 


John R. Stanley is working as sales 
representative in the New York sales 
district for the can division of Crown 
Cork & Seal Co., Inc. Stanley joined 


NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 

NEW YORK 10, N. Y. 
Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Association 
Of Oil Equipment Jobbers 





OHIO 





EQUIPMENT SALES CO. 
164 €. Exchange St., Akron 4, Ohio 
Phone—Jefferson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulic and Gas 
Hose and Coupling Service. 
SALES—PARTS ENGINEERING SERVICE 











TULLER CORPORATION 
947 W. Goodale Bivd. Columbus 8, Ohio 
SALES — SERVICE — ENGINEERING 
Tokheim, Marlow, Blackmer Pumps: 
Ever-tite G OPW Fittings: Neptune 
Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels: 

Air Comp. Farm G Bulk Storage Tanks. 
Designers G Builders 
Bulk Plants and Service Stations 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh 22, Pa 
Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 











E. O. HABHEGGER CO. 


24th & Fairmount Aves. 
PHILADELPHIA, 30 
Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 





WEST VIRGINIA 





SMITH METERS 


H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 











Oil Marketing 
Equipment Jobbers 
This Is Your Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 
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Crown seven years ago and has worked 
on special assignments in New England 
and Philadelphia. He lives in Spring- 
field, Pa 

°° 


Sumner Ladd 
now manages the 
{Industrial Con- 
trols Division of 
General Controls 
Co., Glendale, 
Calif., manufac- 
turer of home 
heating and indus- 
trial automatic 
controls. He 
served two years 
as a factory sales 
engineer, following a tour as a sales- 
man operating out of the company’s 
branch office in Los Angeles. 


Sumner Ladd 


John C. Elm- 
burg has _ been 
elevated in the 
Fairbanks, Morse 
& Co. organiza- 
tion from man 
ager of the Port- 
land, Ore., branch 
to assistant gen- 
eral sales man- 
ager. Elmburg 
has spent 26 years 
with the Chicago 
manufacturer of pumps, Compressors 
and other oil equipment. He also has 
managed the Boston and Atlanta, Ga., 
offices. 


J. C. Elmburg 


J. H. Loomis, 
new manager 
of Worthington 
Corp.’s St. Louis 
office, formerly 
was general line 
salesman and 
compressor spe- 
cialist in the Chi- 
cago district. P. 
A. Mack, former 
St. Louis man- 
ager, now is a spe- 
cial representative, devoting full time 
to developing business through special 
customers and assignments. Mack has 
been with Worthington 40 years. 


H. Loomis 


C. R. Boll and P. J. Every have 
been appointed to new sales positions 
with Cummins Engine Co., Inc., 
Columbus, Ind. Boll now is vice presi- 
dent in charge of sales and Every is 
general manager of the 


sales diesel 
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manufacturing firm. E. D. Tull has 
been elected executive vice president 
and R. B. Stoner is vice president for 
personnel. 


Lee A. Colbath moves from sales 
engineer in Chicago for Edward 
Valves, Inc., to W. E. Bowler Co., 
Edward representative in Philadelphia. 
Colbath joined Edward in 1952. He 
completed a two-year training program 
at the Edward plant in East Chicago, 
Ind., before taking the Chicago post 
o 


DEATHS 





A. Warren Wheaton, 69, chairman 
of the board of Wheaton Brass Works, 
Union, N. J., died April 19 at Short 
Hills, N. J. He with 
the company, founded by his father 
in 1893, since the turn of the century 

Ihe Wheaton company entered the 
oil equipment business in 1909, mak 
ing faucets for the rapidly expanding 
oil industry. In the early 1920s, man 
ufacturing Operations were expanded 
to include 
valves 

Mr. Wheaton developed the first 
self-closing, truck tank faucet in 1911 
loday, the manufactures 
bulk oil 
eral foreign countries 

Survivors include his wife, a daugh 
ter, Margaret Wheaton Schultz, 
two sons, Elmer and Robert. Elmer is 
president of the company and Robert 


was associated 


swing joints and loading 


company 
handling 


equipment in sev 


and 


is executive vice president 


NEWS 


@eeeeeeeeo eee eeeeeeeeeeeeee 


MAJOR OIL 
MARKETERS 
here's 
the inflator 
everybody likes! 


NELSON 


Equamate 
TIRE 
INFLATOR 


eeeeeeeneev eee eee e eer eeeeeeoeeeeeeee 


MERCHANDISERS LIKE ‘EM because 
they bring customers back, build 
station traffic with faster, more ac- 
curate inflation. 


ENGINEERS LIKE ‘EM because they 
connect to any %” airline —no in- 
stallation headaches. 


SERVICE MEN LIKE ‘EM because 
they're rugged, can be recalibrated 
right on the airline with no parts to 
buy or exchange! 


OPERATORS LIKE ‘EM because 
they're fast, accurate, easy to use — 


no gauge watching! 
BUYERS LIKE ‘EM because they offer 


truly automatic inflation at less than 
the cost of a good fountain pen! 


APPROVED ON EVERY TEST! 


You can please everybody when 
you specify them for your stations 
—why settle for less? Write today 
for details, prices, liberal trade-in 
allowances. " 


BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 


177 





j 


“this Wadtonal cash register 


| 
| 

be 
jg 


j 
| 


utomatically!” 


Hide | 
ae 

Si 
} 


Up to now, National Cash Registers 
told you how much to pay. This new 
feature also tells the exact change to 
be returned to you——giving complet 
protection to customer, merchant and 
attendant 

For every one dollar of sales. several 
dollars of customer money are handled 

thus inviting repeated opportunities 


for mistakes in computing change 


THE NATIONAL CASH REGISTER COMPANY, barron 9, on1o 


977 OFFICES 














NCR Automatic Change Computer re- 
moves all chance for such errors. 
You can now see, at the top of the 
register and on the receipt, every step 
of the transaction—price charged for 
each item, total of purchase (including 
tax}, money tendered to attendant 
and amount of change to be returned. 
Your printed, itemized receipt is a 


complete “take home” statement show- 


94 COUNTRIES 


Stops mistakes, saves money, speeds service to customers! 


ing every detail of the transaction. 
Merchants must see this new time- 
and-money saver to appreciate its great 
advantages. Call your nearby National 
branch office for a demonstration today. 
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A A So, 


~~ ~Money-Making Ideas | 


RE EE ec EET AES 


$ Mobil Dealer Clint Daacon in Tucson, 
Ariz., has a water softener at the pumps 
to provide water that will not corrode 
the cooling systems in his customers’ 
cars. Big demand is during antifreeze 
changeover seasons in fall and spring 


$ 


i 


busy and 
Portland, 
customer, 


When the islands are 
dealer Richard G. Small of 
Maine, loses an impatient 
he notes the license number and sends 
the motorist a letter of apology 


Shell Oil Co. of 
rowed a tool from 
dustry to its dealers’ 
motor oil sales. The familiar cardboard 
carrying case has been adapted to hold 
four, 10-0z 
Shell trademark, 
of a power mower 
tor and a white 
dealer can mark his price 


$ 


Canada has bor 
the soft drink in 


boost outboard 


cans of oil. It carries the 


outline illustrations 
and outboard mo 


circle in which the 


Bud Stacy used a 
acquainted system when he opened his 
new station this spring in Mount Pros 
pect, Ill. When he learned a customer's 
name, he wrote it across the gasoline 
tank cap. When the 
back, Stacy or his 
address him by name just by glancing 
at the cap. 


foolproof get 


motorist Came 


attendants could 


A “coffee and doughnut corner” for 
the staff at Runnfeldt & Belmont, a 
large Braun Bros. station at Winnetka 
Ill., keeps the 20 
wandering off for a “pick-up” periodi 
cally during the day. Another 
saver for Runnfeldt & Belmont 
one of its best cost-cutters 
tion of radio-telephone sets in its three 
service trucks 


employees from 
time 

and 
is installa 
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Midwest Refineries of Grand Rapids 
is sponsoring TV movies by top sports 
covering almost every kind of 
found in Michigan. Main 
pose is to push the White Rose 
but 


men 
sport pul 
vaso 


with 
about the 


dealer S 


happy 


line brand, sporting 


goods sidelines are 
natural tie-in 


ge 


A huge wall of the 
building adjoining George Franklin's 
Atlantic station in McKeesport, Pa 
WANTED—New (¢ 
No I Aperience Necessary 


@ 
yy, 

Mr Trop-Art 

man, passed the time of day with visit 


aled 


Station in 


sign on. the 


Says, ustomers 


mechanical 


children (via a loud 
speaker) outside a Phillips 
Medicine Lodge, Kan., on 


Fathered by the 


ing cConece 


opening 
Wichita 
robot had lollipop 


day Phillips 


sales division, the 


dangling trom his fingers tor the kids 
D 

A North ¢ 

tributor 


arolina heating oil di 


figured a way to avoid 
fuel 


under his 


has 


estimating seasonal consumption 


for accounts budget plan 


He asks 


own 


customer to make his 
bills 


istallments 


each 


estimate, then him for the 


total in 1O monthly ir 


Joe U 
Dealer in 
more 


lide Water 
Rahway, N. J 
business by 


Associated 


brings in 


rcuoli, 
inspecting cars tree 
to see that they comply 
of the 
law. | 


with provision 
state’s compulsory inspection 
sual cost of a 


tion is $2. l 


private Inspec 


rcuoli gets his profit from 


resulting wheel balance, alignment and 


other service and repair job 


$ 
Fight 


lealers at 


Smith Oil & Refining Ce 
Rockford Il ire ishing 
safety belt 


report Vel 


by selling airplane-styl 
[hey 
ceptance for the de 
installed by drilling through th 


bolting the bel 


for passenger cars 
good” public ac 
VICES, 


floor 
frame 


and 


For 


Socony 


long-range publi rela 
Dealer Sam Miskelly 
Downers Grove, Ill... rey hildre 
bicycle tires free. Miske 
stick with him when the 
enough to drive. Harried fath 


fivure 
will 
too 


the service 


W 


Brule ot 
tube 


Richfield Dealer Louts 
Wash., sold 1&8 


tires im SIX 


sets of 


S45 


Tacoma 


less weeks, at pronit 


using his own car as a 
He lets 


tubeless tire on his 


per set, by 


guinea pig customers drive 


nails into a cal 


then shows them how the holes can be 


repaired by plugging 


» 
bn) 

lo keep a customer's car from being 

British Oil Co. ts 


circulating to its dealers a list of tips 


a “steal, American 
on protecting cars from thieves (issued 
by National Ihett Bu 
reau), for them to pass on to motorists 
Most Lake keys 


with you scratched on acces 


Automobik 
important your cal 
Initials 
recording tire serial num 


And it 


ird into 


ind 
bers m ike 


a good idea to drop a 


SOTICS 
recoveries ecasiel 
a door 
often remove serial 


panel nce thieve 


number 
> 


Mobilva cle iler il 
Ihank You” on 


before giving 


Charles Farrell 
Wilmette, Il 
credit card 


writes 
very INVOICE 


it to the customer to sign. The messau 


vhen the customer get 


end of the 


turns Up again 
his billing copy at the 


month 


ay 





$ This is the goodwill builder Valley 


Oil Co., Inc., of Middletown, Conn., 
profitable to send out to anyone in 
its area who has gained local promi- 
nence. The inside of the card has space 
for pasting the news clipping and con- 


finds 


tains a message of congratulations from 
the company. These cards are sent out 
each day after the company scans local 
newspapers in its area for newsworthy 
items about local people 





fj markets 


Heavy Fuel and Gasoline Prices Climb 


py pees D strong demand and 
A tight supplies brought a 5¢-bbl 
advance in heavy fuel prices in the 
Mid-Continent and, at mid-May, East 
Coast prices also pointed higher. Light 
fuel prices showed seasonal trends, the 
only difference from 1954 being that 
reductions in the East came earlier 
than usual, 

Rising demand, higher octane rat 
ings, and reduced refinery runs in the 
Mid-Continent combined to push gaso 
line prices higher in the Midwest 
Tank wagon prices were boosted in 17 
states in the Rocky Mountain and 
Central States area. 

Continental Oil Co. advanced its 
tank wagon prices 0.4¢ for regular 
and premium-grade gasoline in the 
Rocky Mountain states of Colorado, 
Wyoming, Montana, Utah and Idaho. 

Standard Oil Co. (Indiana) advanced 
its consumer and dealer tank wagon 
prices for regular-grade 0.3¢ to 0.5¢, 
premium-grade 0.8¢ to 1¢ throughout 
11 Midwest states. Exceptions were 
made in highly competitive areas of 
Chicago, Milwaukee, St. Louis and 
Kansas City. 

Standard Oil Co. (Ohio) boosted its 
consumer tank wagon and reseller 
postings 0.7¢ on regular-grade and 
raised retail prices at company-oper- 
ated stations 1¢ gal. at most principal 
points in the state. 

Following a period of discounting in 
light fuels at terminals along the East 
Coast, Esso Standard reduced its post- 
ings 0.15¢ to 0.2¢ gal. and, at the same 
time, put into effect a “voluntary al- 
lowance” of 0.5¢ gal, on kerosine, No. 
2 fuel and diesel oil. Company’s sum- 
mer program also includes deferred 
billing (Oct. 1), and “price protection” 
through Sept. 30. Socony-Mobil Oil 
Co., Gulf Oil Co. and Atlantic Refin- 
ing Co., followed Esso’s move with 
similar summer plans. 

In the Midwest, where price protec- 
tion and special summer allowances 
have cropped up for consideration in 
recent years, suppliers seemed about 
evenly divided “for” and “against” 
price inducements, In the past two 
summers, despite total cuts both times 
of 0.7¢ along the East Coast, principal 
Midwest suppliers have given only 
price protection to their customers for 
four months beginning June 1, with 
Oct. 1 billing. 

Some said this practice lured away 


180 


gallonage, others contend the loss is 
insignificant. 


DISTRICTS 


Gulf Coast 


From mid-April to mid-May, Gulf 
Coast kerosine prices were off 0.75¢ 
on the lows to range from 8.75¢; No. 
2 fuel from 8.25¢, down 0.5¢; and 
43-47 gas oil from 8.25¢, also down 
0.5¢. 

Underscoring the tight supply of 
heavy fuel at the Gulf and in the 
Caribbean area, a large East Coast 
refiner-marketer entered the Califor- 
nia market for product to supplement 
his own production. While the com- 
pany did not tell the volume of West 
Coast oil booked for eastern shipment, 
other trade sources said the quantity 
will approximate 2.4 million bbl. 
Residual stocks in California at around 
23.1 million bbl. represent approxi- 
mately 53% of the country’s total 43.3 
million-bbl. inventory. 

Sales of gasoline at the Gulf indi- 
cated interest was picking up after a 
long period of open market idleness. 
Inquiries generally were for the higher- 
octane grades. 


Atlantic Coast 


Heavy fuels were drum-tight at most 
coastal terminal points, and traders 
generally said a general hike in prices 
was “very possible.” At New York and 
Baltimore, “voluntary allowances” on 
No. 6 fuel were discontinued, and ob- 
servers pointed to the large-volume 
West Coast purchases (see above) as 
another warning signal. 

Distillate fuels were quiet. Gasoline 
also was quiet in the open market but 
most suppliers reported heavy ship- 
ments against contracts. 


Mid-Continent 


Under pressure of continued strong 
demand and with supplies shortened 
by coking operations, heavy fuel prices 
ranged from $1.60 to $1.65, Group 3, 
up 5¢ on the low. Open market traders 
said supplies still were tight and the 
most recent advance had done little 
toward increasing the volume offered 
in the open market. 

Gasoline began to come into its own 
with a majority of refiners describing 
May shipments as “better than nor- 


mal.” A Kansas refiner in market for 
improved octane grades to fill out mar- 
keting commitments said he found 
product “hard to buy.” 


Midwest Wholesale 

Gasoline prices staged a comeback 
in Midwest wholesale markets as de- 
mand rose and refiners began market- 
ing higher octane regular and premium 
grades. 

Minneapolis-St. Paul dock prices 
moved up 0.625¢ to 12.25¢ for 86 
oct. regular and 13.5¢ to 14¢ for 94 
oct. premium. Higher prices held firm 
despite efforts of buyers to obtain dis- 
counts. 

While the upward move in gasoline 
prices at Chicago was less dramatic, 
nevertheless, range low for minimum 
86 oct. regular moved up 0.375¢ to 
11.25¢ and 94 minimum oct. premium 
to 12.5¢. Traders said the market at 
Chicago pointed toward further in- 
creases, especially when suppliers be- 
gin marketing 89 oct. regular and 95 
oct. premium. 

Heavy fuel prices were strong. 


Central Michigan 


Despite a second advance of 0.5¢ in 
the Detroit heavy fuel market, Central 
Michigan prices for No. 5 and 6 fuels 
held at mid-April levels. Gasoline 
prices, however, did an about-face. 

Gasoline prices to the jobbing trade 
were up on range lows by 0.25¢ to 13¢ 
for regular-grade and 0.75¢ to 14.5¢ 
for premium. General improvement 
also was noted in prices to large fleet 
customers and local government agen- 
cies who buy on a one or two-month 
basis. 


Western Penna. 


Crude scale wax and petrolatums 
continued tight. One refiner reported 
his position forced him to stop taking 
new customers. Another said he was 
“sold out” through July. Base lubricat- 
ing oils, meanwhile, were moving 
slowly. While inventories of these 
grades were down from levels of a 
year ago and prices firmer, products 
still were moving “under the market.” 
Picture in cylinder stocks was much 
the same, but some refiners got relief 
through large-lot sales to Italy at 
“below market” prices. 
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prices REFINERY AND TERMINAL 


April 16 prices unchanged from April 6 except as noted MOTOR GASOLINE 

MOTOR GASOLINE Okla. (Okla. shpt May 13 May 6 Apr. 29 Apr. 22 
Gulf Coast Cargoes May 13 May 6 Aor. 29 ) t. pre ..5 25 §)122 4 2! 512.5 4)12.5-13 
‘ 13 OF ‘ , mf r 1 11-115 11-11.5 11-115 
Of ot pren 12-14 12-12 7 y t. M & be 4) 10.25-10.375(2)(4)10.25-10.375(2)/4)10.25-10.375(2)(4) 10.25-10.375(2 
94 vet prem. . (2)11.6-11 76(27) (2)11.6-11.76(2 2)41.6-11.7607 2)11.6-11.75(2 Okla. Group 3 (Northern shpt. 
WO oct reg 2:14-39.26(3) = (2) 11-11. 2618) ‘ 25(3) = (2) 11-11, 2614 t,o 2 Lh 
#7 oct reg 2'10 6-12 (2)10. 6-12 (2)10 6-12 f 5 
64 oct reg 10-10 26 10-10 25 f 10-10 26 
43 ort reg 9.876-10.126(2) 9.876-10.125(2) ¢ 126(2 875-10.126 eg 
70 vet 9 76-0 876 9 76-9 875 ‘ 9.75-9 875 ¢ t. M & be 2)10 7 
79 ‘ 
70-74 oot M a ‘ ¢ ; on N. Tex. (Tex. & New Mex. shpt.) 


ort. ore , t 


(2) 


10) ) 
| 
oed 


Aibany, N.Y 95 0 t pre 
05 oet prem , 17. 3¢8) et. pre 
BY ort reg 14.8(4) 


et. re 


Baltimore, Md t. M & below 


05 oct prem , y 16.2 W. Tex. (Tex. & New Mex 
? . shpt 

4O oet reg ° 2 12.8 13.5 € wwe 14. 875 wa 
Boston, Mace et ech 
05 oct. pret { 14 16.9 ve 
80 oct reg 4% 3% 37 13 3-14 4(3 " 

ort. reg 
Buffalo, N.Y M & below 
06 oet prem f 18/2) 18(2 Truck transport lots 
#0 oct reg 16. 6(2) 16 6(2 ; s 
<< 5] 


r 


Charleston, 8. © ) 
Hh oet prem y 14.3-16.48/2 14.2-16 46(2 sone 
BY oct reg y (7 y 12.8 12.0812 12.8 12.95(4 - Md i Ye et 
M below Pil | 20 

Chicago, i Cem. W 
{ ‘ { » 4 | t 1 


Tex. (Truck transport lots 
Corpus Christi, Tex aU pre 12 

OF ort prem 14.6 14 36-14 13.614 

£9 ort reg 6-126 6-12.65 11 6-12.56 Ark. (For shpt. to Ark. & La 

’ f 4 , 

Houston, Tex t. pres y 

06 oct prem 4.76-14.26 if 13.76-14 26 7! 2 ‘ r a 

80 oct reg 12. 26(8) 2.2613 12 2613 2 26(3 B4 Ort. re 10.75 f 10.75 


Jacksonville, Fla. 

05 oct prem 14.6-14.016 A f 146-14.0(6 6.14 O(B) + , > "bas (11 98 
#9 oct reg 3.1-13.4(7) : 19.1-13 4(7 %.1-13.4(7 wine : — 10 7% 
Miami, Fla 60 oct. M & bele 10, 26-10. 78 2 510.75 2)10.25-10.75 (2)10.25-10.75°* 
6 oet prem 49 aad | re 1} oct. reg, 10.75-11(2); 60 oct. M & below, (2)10.75-11.75 

RY oct reg a 13.4 


Kans For Kans. destinations only 


t ’ 


11 
Western Penna. Bradford-Warren: 
Mols-St. Paul, Minn 92 oct prem 14 75 14.75 14.76 14.75 
A oct. pret a1 { HE ; 86 oct reg 136 139 13 6-13 9 13. 6-13.9 13.6-13 © 
wh, reg f f x 12.28 Ol City: 
92 oet prem 13.75-15 13.76-16 13 76-16 1375-15 
Mobile, Ala 86 oct reg ; 12 6-13.56 12.6 13.5 12.6-13.6 126-13 6 
h 


Of oct prem ] 
RY oct reg ’ , f , Pittsburg 
1? oot 15.2 
New Haven, Conn 15 13.45 
05 oct prem 
BO oct reg 


r 


Oblo— Quotation of 8 0, Ohio for delivery to Ohio pointe: 
86 oct reg a 13.6 
New Orleans, La. 
05 oct prem 
KO oot reg 
New York Harbor 
05 oct prem 

do barges 
KY oct reg 

do barges rank 

unk Car 

sonen, Ve , 93 vet prem 12. 75-13. 85 2.75-13.85 12.76 13.85 12. 75-13.86 
05 oct prem 84 oct reg 11.26-12.1(2) 2 -12.1(2) 11. 26-12. 1(2) 11. 25-12. 1(2) 
RO oct reg 


Tank Truck (400 gals. or more) 
b owe 1K 4 


Central Michigan 
14 ect prem 15-1 
KK oct reg | 


California Los Angeles District: 
ick 

03 oct prem 12.76 

&4 oct reg 11.25 


) 
) 


13.85 
12.1(2) 


Pensacola, Fla 
05 oet prem 

RO oct reg 
Philadetphia, Pa 
05 oet prem 

KY oot reg 


Pt. Everglades, Fla DISTILLATES & FUELS 


045 oet prem ! (4) ; ’ 
BO oet reg ! 446 Gulf Coast, Cargoes May 13 May 6 Apr. 29 Apr. 22 
Portland, Me 11-4 ‘ 7h 75 9-9 75 o9 75 ‘ 9-9. 755 
05 oct prem , } (3) 7(3) 7 7(3) , Abe + 8.9.8 y r 
RO oet reg 6(3) 513) 4 6 5(3) r xk 2 ) 9 7) 


x8 375-0. 375 25 7 x8 H25-f 


x18.4 
K4 oct, reg 15.9 i 115.9 
San Francisco District: 

gros in 9 x18 9 


4 ort. 3 64 16 ) «16.4 


Providence, R. 1 ’ ; uk 5-08 8 75-0 5 uk 75 

e ‘ e 1/2) P Lig 

0 ect ren 4a) Ma) 444 rr No.Sfuel,0-10pt, $2.00 $2.0 $20 
f $ $1 95-2.05 8)$1.95-2.05 8)$1.95-2.05 

Savannah, Ga 

O45 oct prem 9 41405 (2) 6.14 @(R) (2)14.46-14 O14 (? 4-14.03 

8Y ort reg 1-18.46) (2)13.1-18.4(6) (2)18.1-13 406 2 


k ( tue ] 2 ) 
» price: Y 


Y. 


Albany, N 
Keromne/No. 1 y 11. 25(9) 11. 25(9) 
Tampa, Fla No 2 fuel 50 10. 6(10) 10. 5(10) 
05 oct prem a-14 84 3.14 814 143 14.84 3-14 4 Diesel oil, shore 

80 oot reg 28-13 315 3.301 12. 4-13. 3(6 2 8-13.34 nian ; Sif 10 9(5) 10 9(5) 
Wiimington, N.C No. 4 fue $4.07 x$4.07 


05 ort prem ‘ 16 342 49-16 8812 ‘ f ) 6 2612 No. 6 fuel, no sulf 
89 oct reg 2.35-12.85(2) 2.36-12 85(2 2 2.8 135-12. 8612 guar 2 50 


$2.50 


$2 50 

Refinery anc inal price with are reproduced from Platt’'s Oil s, ¢ rt lots, are so designated. Prices are in cents per 

gram Price Sert a da lication associated with NPN gallon, except v ind petrolatums in cents per pound, and, where dollar 

Prices shown in finery ane ibles » sales prices te i llars per barrel of 42 U. S. gallons. Prices do 
or general off o ‘ pri | refiners, | 1 de xes or it tion lees 

line terminal pera ) ' i | 5 1 . | ‘ for crude oil and products lawfully produced and trans 

nal onerat " ‘ . te “j by Oilgram and Nationat Petaoteum News 

specified t " ntee { ibseribers’ private use only and not for resale 

‘ 


Following types « for $ n i 1 1 tior 
therefore are not in« luded in price table Prices arrit y d i 5 sul st carg r are by refiners selling or quoting to other 
off a specified price; “market-d of-shipment” pri , red i re : port agents or to large tanker terminal operators 
contracts; prices arrived at in rdance with arrangements made prior e octane ratings are by ASTM Research Method and are mini 
to date of sale. Prices made to brokers, and price nh inter-refinery trans m rat s, except where letter ““M"’ is used to indicate that octane 


Le } 
actions, also are not considered in the tables except as noted below rating is by ASTM Motor Method - 
Prices shown are for quantities in bulk such as tank car lots, or truck Parenthetical figures indicate number of companies quoting when two 
transport lots or barge lots. Prices applying only to barge lots, or cargo r more quoted the price shown. Letter “X" indicates price change. 
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REFINERY AND TERMINAL 


April 15 prices unchanged from April 8 except as noted) 


DISTILLATES & FUELS 


May 13 


0 99 
0 RRIF 
10 55 


10.0561 


do barges...... 
No. 6 fuel, no sulf 

_ a 

do barges 
Light Diesel, 

bunkers... . 
Heavy Diesel, 

bunkers .. 80 
BunkerC, bunkers $2.35(4) 


Baton Rouge, La. 
Kerosine/No 1... 10.3 
: 9.55 
, shore 
eee 99 
2.60 


if. 


poy P $2 08 
lo barges $2.05 
Light Diesel, 

bunkers ‘ $3 .95(2) 
Heavy Diesel, 

bunkers «$3 54 
BunkerC, bunkers = $2.05(2) 


Boston, Mass 
Kerosine/No. } 


oil, shore 
plants... 10. 6507 
No. 6 fuel . $3. 25(5) 
No. 6 fuel, no sul 
uaF... : $2 42/6 
o barges ; $2. 39(5) 
Light Diesel, 
yunkers $4 2s 
Bunker C, bunkers $2. 39(5) 
Buffalo, N. Y. 
K erosine 
Deine! oil... 
No. 2 fuel... 
No. 6 fuel 


Charleston, 8. C 
Kerosine/No. | 


oil, shore 

plants 

No. 6 fuel, no sul 
uar.. ae $2 30(2) 

io barges... $2. 27(3) 
Light Diesel 

bunkers $4. 1602 
BunkerC, bunkers $2.27(3) 
Chicago, til. 
Range oil/No. | 
No. 2 fuel 
No. 5 fuel, 

sulfur 


Cleveland. Ohlo 

No. 5 fuel 9 75 

No. 6 fuel ) 
a—delivered Cleveland 


Corpus Christi, Tex. 
No. 6 fuel, no sulf 
uar 
0 borges 
Bunker C, bunker 


Detroit, Mich. 


Kerosine 
Diese! oi! 
No. 1 fuel 
No. 2 fuel 
No. 5 fuel 
No. 6 fuel 


Houstun, Tex. 


Kerosine/No. | 
do basges 

No. 2 fuel 
do bar 

Diese! a shore 
plants 

No. 6 fuel, no sulf 


ar (3)$2 08-2. 10(2) 


o barges $2_.05(6) 
Light Diesel, 
bunkers $3. 95/6 
Heavy Diesel 
n(2)$3.54-3.62(2 


nkers 
Bunker C, bunkers $2.05(13 


June, 1955 * NATIONAI 


May 6 Apr. 29 Apr. 22 


10. 8(9) x 10. 95(9) 10. 95(9) 
0. 55(7)x 10.7(6) 10.7(6) 
10. O5011)x 10.2(11) 10. 2/11) 
0. 8(5)x 9 .95(4) 9.9514 


10. 45(5)x 10. 6(5) 10. 6(5) 
$3. 44(2) $3. 44(2) 
$3.38 $3.38 
$3.06 $3.06 
$3.00 $3.00 


$2 38/4) $2. 38(6) $2 38:6 
$2.35(5) 2. 35(5) $2.35(5 


x$4.24(4 $4 30/4) $4 30/4) 


x$3.97(2 $4. 05(2) $4.05(2) 
$2.35(4) $2.35(4) $2.35(4 


10.3 
95 


55 


10.3 
0.55 
99 9.9 9.9 
$2 00 $2.60 $2.60 


$2.08 2.08 $2.08 
$2.05 2.05 2.06 


$3 95(2) $3. 95(2) $3 .95(2 


x$3 42 $3.70 $3.70 
$2.05(2 2.05 $2.05 


11. O8( 16 


10.3016 


x10 55 10 7(7) 


$3. 25(5) $3. 25(5) 


$2 42(6) $2 42 
$2. 39(5) $2. 39(5) 


x$4 28 $4 340 
$2.30(5) 2.39 
12.25(5) 

11. 9(3) 

11.55 

8. 85-935 


x10 RIF 10. 05/6) 10. 95(#) 


x10. 15/¢ 10. 3(6) 10. 3(6) 
x10 25/2 10. 4(2) 10. 4(2) 


2 30/2) $2. 30(2) $2. 30/2) 
$2.27(3) $2. 27(3) $2.27(3) 


x$4 16(2 $4. 22(2) $4. 22(2) 
$2.27(3) $2. 27(3) $2. 27(3) 


2.08 
$2.05 
$2.05-2.10 


12.36 

12.256-12.4 
2)12.25-12.4(2) 
(2)11.26-11.4(2 
x91 

x8. 35 


10. 5(2) 
9 5(2) 
9 5(2) 
0-9 25 


9(2) 


3)$2.08-2.10(2 
2 05(6 


x(4)$3 62-3.7 $3.70(4) 
$2.05(13 $2.05(13) 


PETROLEUM NEWS 


DISTILLATES & FUELS 


May 
Jacksonville, Fla 
Kerosine/No. 1 
No. 2 fuel 
Diesel oil, shore 
planta 
No. 6 fuel, no sulf 
guer 
do barges 
Light Diesel 
bunkers 
Bunker C, bunkers 


Miami, Fila 
Kerosine/ No 
Diesel oil 
lante 
No. 6 fuel 
guar 
do barges 
Light Diesel 
bunkera 


Bunker C, bunkers 


Mpis-St. Paul, Minn 


Mobile, Ala 
Kerosine/No. | 
No. 2 fuel 
No. 6 fuel, no sulf 
guar 
do barges 
Light Diesel 
tes kers 
Bunker C, bunkers 
New Haven, Conn 
Kerosine/No. | 
No. 2 fuel 
Diesel oil, shore 
planta 
No 4 fuel 
No. 6 fuel, no sulf 
guar 
/ 


do barges 


Bunker C, bunkers 
New Orleans, La 
Keronine/No. 1 
No.. 2 fuel 
Diese! ofl, shore 
plants 
No. 5 fuel 
No. 6 fuel, no sulf 
guer 
do barges 
Light Diesel 
bunkers 
Heavy Diesel 
bunkers x 
Bunker C. bunkers 
New York Harbor 


No. 4 fuel 
do barges 
No. 6 fuel 
do barges 
No 6 fuel noe if 
guar 
do barges 
No. 6 fuel, mas 
1%, eulf 
do harger 
Light Diesel 
bunkers 
Heavy Diesel 
bunkers 
Bunker C, bunkers 
Norfolk, Va 


Kerosine/No. 1 

No. 2 fuel 

Diese! oil, shore 
planta 

No. 5 fuel 

No. 6 fuel, no sulf 
guar 

do barges 

Light Diesel 
bunkers 

Heavy Diesel 
bunkers 

Bunker C, bunkers 

Pensacola, Fla 


Kerosine/No. | 


shore 
plants 





{QJ prices REFINERY AND TERMINAL 


(Ar 


Piiiadeiphia, Va. 
Kerosine/No. 1 
do barges 
No, 2 fuel 
do barges 
Diesel ofl, shore 
plants 
Ne. 4 fael 
No. 6 fuel 
No. 6 fuel, no eulf 


, mar 


Light Diesel, 
bunkers 

Heavy Diesel, 
bunkers 

Bunker C, bunkers 


Pt. Everglades, Fla. 


Kerosine/No, 1 
No. 2 fuel 
Diesel oil, 
planta 
No 6 fuel, no sulf 
euar 
de barges... 
light Diesel, 
bunkers 
Bunker C, bunkers 


Portland, Me. 


Kerosine/No 1 
No. 2 fuel 


shore 


i 
rl 


DISTILLATES & FUELS 


May 13 
10.8410 
10. 6507 
10, 06(10) 
9.8(7) 
19. 45/6) 
$4.41(4 
$3 06(6) 


$2 36/7) 
$2 32/6) 


$2 45/4) 
$2. 42(3) 


M24 

$4. 80(4)x 

$2 3218 
11 (5) 
10 6/4) 
10 6/4) 


$2.24(2 
$2 20(3) 


$4 45214 


May 6 Apr. 29 


x10 (10) 10 95(10) 
x10, 5607 10.7(7) 
10. 06110) 10 2(10) 
x9. 8(7) 9 95/6) 


x10, 45/6) 10. 6(6) 
$4.31(3) $2.31 
$3 06(6) $3 06(6) 


$2. 35(7) 
$2. 32(6) 


$2. 36(7) 
$2. 42/6) 
$2 45(4) $2 4514 
$2.42(4 $2.42(3) 
x84. 24(3) $4 30/4) 


x$3.97(4 $4 05(4) 
$2.32(8) $2. 32/8) 


11, 6/6) 
10 6/4) 


11. 8(5) 
10. 6(4) 
10 6(4) 10. 6(4) 


$2. 24(2) 
$2. 20(3) 


$2. 24(2) 
$2. 20(3) 


$4 462(4) $4 4652/4) 


15 prices unchanged from April 8 except as noted 


Apr. 22 
10. 96(10) 
10.7(7) 
10. 2(10) 
9. 95(6) 
10 6(6) 
$3.31 
$3.06(6) 


$2.35(7 
2.32(6) 


$2 4514 
$2. 42(3) 


$4 30/4) 
4 054 
$2.32(8 
11, 8(5) 
10 6(4) 
10 6(4) 


$2. 23(2) 
$2. 20(3) 


$4 452(4) 


DISTILLATES & FUELS 


May 13 
Toledo, Obie 
Kerorine 11.9 11.9 
Diesel oil 119g 11.9 


May 6 


Apr. 29 Apr. 22 


il 
1 


No. | fuel 1! 66-12 05 11.65-12 05 i 
No. 2 fuel 0 65 11 06 10. 65-11 06 10. 6 


No. 5 fuel 


No. 6 fuel 7 
**April 15 price: 7.75(3 


8. 25(3 
Pai 7 oR 
45(3) 4.46 


Wiimington, N.C. 
Kerosine/No 1 


oil, shore 
plants 
Light Diesel, 
bunkers 


Okla. (Okla. shpt.) 

42-44 ww. kero 

Kange oil 

68 & abv. di 
Diesel 

No. | fuel 

No 2 fuel 

No. 6 fuel 


**April 15 price 


9. 625-10 
9 625-9 .76 


(4)9 25-9 875 
aig 375-9 75 
8 76-9 375 
x(3)$! 40-1.66(3 
(2)$1.55-1.65 


(2)$1. 55 


Okla. Group 3 (Northern shot.) 


9. 625-10 
9.625-9.75 
(4)9. 25-9 
(2)9 375 
8 75 % 3 
6! 


8. 25(3 | 


5) / 


95(7) 10.95(7) 
3(7) 10.3(7) 


4(2) 10. 4(2) 
$4. 22(3) 


9 625-10 
9 625-9.75 


9 625-10 
9 625 9 7% 


87 (4)9 256-9 87! (4)9 25 9 875 
9.78 (2)9.375-9.7 (2)9 375-97 
7! 8 75 9.37 5 


2)$1. 55-1. 65¢2 


$2 20(4) 


$2 20/3) 2. 20(8) 


11(9 xii 1). 1509 


10, 26(9) 110.2519 


10. 4(9) 


$2 2013 


11. 16/9) 
10. 4(9) 


42-44 w.w. kero 

lange oil 

58 & abv. di. 
Diesel 

No. 1 fuel 


9. 5-9. 875(2) 
9.5-9 625 9. 5-9 625 
9-9. 625(2) 9-9 625(2) 
9 25-9 625 9. 25-9 625 


9. 5-9 875(2 


9-9 625(2 
9 25-9. 625 


No. 2 fuel 
No. 6 fuel 


**April 15 price 


(6)8® 75-9 (6)8 75-9 (6)8 75-9 
x(3)$1.60-1.65(3) 5E 5(2) (2)$1 
2)$1.55-1.65 


Diese! oil, shore 
plante 
No 6 fuel, no wulf 
guar, $2. 42(2) $2 42(2) $2. 42(2) $2 42/2) 
do barges $2.39 $2 40 $2.39 23 
BunkerC, bunkers $2.39 $2 40 2.40 $2 39 


10 6514 x10. 65(4 10, 6(4) 10, 8(4) 55-1.65(2) (2)$1.55-1,65** 


N. Tex. (Tex. & New Mex. shpt.) 
42-44 w.w. kero 9.2-10 
68 & abv. di. 
Diesel (2)9 9.76 
No. 6 fuel 2)$1 60 


Providence, Rf. |. 9.2-10 92-10 
Kerosine/No. | 
No. 2 fuel 
Diese: il, 
tants 
No. 5 fuel 
No. 6 fuel, no eulf 
guar 
do barges $2 4614 
No. 6 fuel 
1% oulf $2 4 
do barges $2.6 
Light Diesel, 
bunkers $4 28 x84 28 $4 44 $4 44 
BunkerC, bunkers $2 36(4 2.3613) $2. 36(3) $2. 36(3) 


10.010) 
10.159 


x10 9010 
x10. 1519) 


11. 06(9) 
10.319) 


11 05(9) 


10.319) (2)9-9.75 


(2)$1.60 


(2)9-9.76 

al ore (2)$1.60 
f 

10 65(4) 

$3. 26(3) 


x10. 6514) 


$3. 26(3) 


10 7(4) 
$3. 25(3) 


10 ie 
$5.25 W. Tex. (Tex. & New Mex. shpt.) 
42-44 w.w. kero 10-10.76 
No. 1 fuel 9.75-10 26 
No. 2 fuel 9.25-9.5 
No. 6 fuel. $1. 65-1.90 


$2 40/6) $2 30(5) 


$2. 36(4) 


$2 54 
$2.51 


10-10. 75 10-10 75 10-10 75 
9.75-10 25 . 75 10.25 0. 75-10.26 
9 25-96 25-9.6 9.25-9.5 
$1. 66-1.90 Py 65-1. 90 $! .65-1.90 


$2 30(5) 
2.3614 


$2 30(5) 
$2. 36(4) 
max 

2.64 


2.64 $2.54 


$2 51 


2.64 $2 54-26 


$2 51 

E. Tex. (Truck transport lots) 

42-44 w.w. kero... (2)0.6-9.76(2) 
i. 


568 & aby 
Diesel 8 75-9.75 
x$1.70-2 00 


(2)9.6-9.75(2) (2)0.6-9.76(2 (2)9.5 9. 75(2) 

Savannah, Ga 

Kerosine/No. 1 

No. 2 fuel 

Diesel oil, 
ants 

No. 6 fuel 

No. 6 fuel, no sulf 
guar 

do barges 

Light Diesel, 
bunkers 

Bunker, bunkers 


® 76-9 75 
$1.65-2.00 


8.75-9.75 


11. 8/7) $1.50-2 00 


10_6(7) 


11. 8(7) 
10 6(7 


11. 8(7) 
10. 6(7) 


iI 8(7) No. 6 fuel 
10. 6(7) 
shore 
10 6(6 10. 6(5) 10. 6/5) Cent. W. Tex. (Truck transport lots) 
2.87 $2 87 $2.87 42-44.w.w.kere.. 9.5 
68 & abv. di, 
Dieee! 
No. 2 fuel 
No. 6 fuel 
No. 6 fuel 


10 6(5) 
3.87 


$2305 
$2. 27(6) 


$2 30(5) 
$2.27(5) 


$2. 30(6) 
$2 27(5) 


$2. 30(6) 
tH 0.26 
$2.62 


$4 45216 $1 66 


$2 2716 


$4 452(6) 
$2 27(5) 


$4 452(6) 
$2.27(5) 


$4. 452(6) 

$2.27(5) 

Tampa, Fia. 

Kerosine/No. 1 

No. 2 fuel 

Diese! oil, 
plants 

Neo. 6 fuel, no sulf 
quar 

do barges 

Light Diesel, 
bunkers 

Bunker C, bunkers 


Kane. (For Kans. destinations only) 

42-44 w.w. kero. . (3)9.875-10.125  (3)9.875-10.125 (3)9. 875-10. 125 

52 &bel.d.i. Diesel 9 625 9.625 9 625 

10. 5(6) 68 & abv. di. 
Diesel 

No. | fuel 

No. 2 fuel 


11.7(8) 
10.616 


11.7(8 
10. 5(6) 


11. 7(8 
10. 6(6 


11. 7(8) > . 
10 5(6) (3)9_875-10.125 
shore 9 625 


10. 6(6 10, 5(6) 10, 5(6) 
9.625-9.75(2) 
(4)9.625-9.875 


8. 875-9. 25 


9. 625-9 75(2) 9.625-9.75(2) 
(4)9.625-9 875 
8.875-9 25 
No. 5 fuel $2. 10-2.35 
No. 6 fuel x(2)$1.70-1.80(2) 
**April 15 prices: No. 5 


9.625-9.75(2) 
(4)9.625-9.875  (4)9.625-9.875 
8. 875-9 25 8875-9. 25 
2.10-2.35 2.10-2.35 $2. 10-2.35°* 
$1.65-1._ 20/2 $1.65-1.80(2) $1.65-1.80(2)** 
fuel, $2. 10-2. 35; No. 6 fuel, $1.65-1, 80(2 


$2. 20/4) 
$2 1814 


$2. 20(4) $2. 20(4) 
2. 18(4) $2. 18(4) 


$2. 20/4) 
$2.18(4 


$4.41(6) 
62. 18(6 


$4. 41(5) $4. 41(5) 
$2. 18(5) 2, 18(5) 


$4. 41(5) 
2. 18(5) 














N TERMINALS 
SOUTHER senate thy, fe 
Birmingham, Ala 
Montgomery, Ala 
Columbus, Ga 
Greenville, Miss 
Knoxville, Tenn 


Sea naman 
ONE ee | 


Highest Quality 
Petroleum Products 

e Gasoline 

e Kerosene 

@ Diesel Fuel 

e Heating Oils 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 

Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 


Refinery 


Hopewell, Va 
Wilmington, N.C 
Charleston, S.C 
Savannah, Ga 

Port Everglades, Fla 
Tampa, Fla 








AVAILABLE 
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REFINERY AND TERMINAL 


April 15 prices unchanged from April 8 except as noted 


DISTILLATES & FUELS 

May 13 May 6 Apr. 29 
Ark. (For shpt. to Ark. & La.) 
42-44 w.w. kero 10 10 10 
Tractor fuel 10 10 10 
52&bel.d.i. Diesel 90.5 9.5 9.5 
568 & abv. 4 

Diesel 9 875 f 9 875 

No. 2 fuel 9.125 9.125 
No. 4 fuel x$ 5 bl $2.30 
No. 5 fuel x$ 5 é.i 2.10 
‘o. 6 fuel x$ 95 $1.05 
April 15 price vo. 4t He) f 
Western Penna, 
Bradtord-Warren: 
Kerosine x 25 , (3)11.5-11.85 (3)11.5-11.85 3)11.5-11.85 


55 cetane Diesel 5(2 11(2 11(2 11(2) 


No. 2 fuel x ( l 3)10.75-11.1 3)10.75-11.1 3)10.75-11.1 
36-40 gravity fuel 25(2 10.25-10.5 10. 25-10 5 10. 26-105 


Oil City: 

Kerosine 11.5-11.85 11 5-11.85 11.5-11.85 11.6-11.85 
50 cetane Diesel 10.4 10.4 10.4 10 4 

No. 1 fuel ‘ 10. 5-11.25 25 10.5-11.25 10.6-11.25 
No. 2 fuel 10. 25-11 2 10, 25-11 

36-40 gravity ‘uel 10.25 : 10.25 


Pittsburgh: 
Kerosine 

50 cetane Diesel 
No. | fuel 

No. 2 fuel 

36-40 gravity fuel 


Central Michigan 


46-49 w.w. kero 
Range oil 
P. W distillate 
No. 2 fuel 
U.G. 1. ga 


0 el 


Ohio— Quotations of 8. O. Ohio for delivery to Obie points, 


£ 
5 


12 ] 
12.3 ! 
11.3 l 


Kerosine 5 


] 
No. | fuel ] 
No. 2 fuel 1 


Li 1.3 
California - Los Angeles District: 


Rack: 
Stove dist 

PS 100 9 §-10(2) 
Diesel fuel 

PS 200 3)9-9 . 28 (3)9-9. 25 
Light fuel 

P8 300 $2.00-2.10 $2.00-2.10 
Heavy fuel 

PS 400 $1.55-1.85 $1.55-1.85 
Tank Car 
40-43 w.w. kero 13.6 13.6 
Stove dist 

PS 100 
Diesel fuel 
PS 200 
Light fuel 

*§ 300 $2 00-2.30 2.00-2.30 $2.00-2.30 
Heavy fuel 

PS 400 2)$1.55-2.00 2)$1.55-2 00 2)$1.55-2 00 (2)$1.55 2.00 
Tank Truck (400 gals. or more 
40-43 w.w. kero 17.1 17.1 
Stove dist 

Ps 100 
Diese! fuel 

PS 200 
San Francisco District 
Tank Car: 
40-43 w.w. kero 14.1 
Stove dist 

PS 100 14) 





Para 


monet GETTER 


son 


30 E. 40 St., N.Y.C. EV 8-4100 








additive 


DISTILLATES & FUELS 
May 13 May 6 Apr. 29 

Dtesel fuel 

S 200 
Light fuel 

PS 300 
Heavy fuel 

PS 400 $2 05 
Tank Truck (400 gals. or more 
40-43 w.w. kero 17.6 
Stove dist 

P " 
Diese! fuel 


Pacific Coast 


Shipe’ bunkers, of deep tank lote 


San Pedro, Calit 
Diesel— PS 26 $4 i i $i ‘ 420 

Hunker ( PS 400 $i 3015 ! ) $i sos $i sod 
San Francisco, Calif 

Diesel — PS 204 141-454 i 54 $4.41-4.54(2)x $4.4104 
Bunker ( P5400 $1 8514) $i 8504 $i 8504 
Seattle. Was! 

Diesel — PS 206 


2)$4.¢ ‘ 
Bunker ( Ps 400 2 1004 


$4624 $4 6214 
$2. 104 2. wid) 
Portland. Ore 

I ‘ I ( si f 175 { $4.62-4 75 ‘ if i 
Bunker ( i $2.4 $2. 1014) 


NATURAL GASOLINE 


Prices are to blenders on freight basis shown; shipments may originate in any Mid-Con 
tinent manufacturing district 


May 13 May 6 Aor. 29 Apr. 22 
FOB Group 3 


Gre te 26-70 ‘ 


FOB Breckenridge, Tex 


Cieade 26-70 4 


Producers’ contract prices, tank cars 


May 13 
Propane 
New York Harbor 
udelphia, Pa 
Ohio 


LUBRICATING 


May 13 May 6 
Western Penna 
Viscous Neutrale— No. 3 col. Vie at 70° F, 
200 vie. (180 at 100°) 420-425 fi, 
10 pt 20 
15 p.t. 19 
26 p.t. 17.615 


Petroleur 
PATENT CHEMICALS 
NCORPORATEO 
Paterson 4, New Jersey 


PETROLEUM CORPORATION 
INDEPENDENT 





New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


MARKETERS 
Maine to South Carolina 


630 FIFTH AVENUE 
Boston NEW YORK 20,N.¥ 
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fe] prices REFINERY AND TERMINAL 


rices unchanged from April 8 except as noted 
LUBRICATING OILS 


Western Penna May 1 Miay € 
160 vis. (143 at 100°) 400-406 fi 

WO pA 

16 pA 

26 pA 


Bright Stock 
146-165 vis. at 210", No. 8 col 


Cylinder Stocks 
GOO ar. iiteralle 
6h0 ar 

600 flant 

630 flash 


Mid-Continent 
FOU Tulew base. for dome . ment only, beight etock, vie. at 21 neutrale ¥ 
at 100° 0-10 py 
Bright Stock Conventional 
200 vie DD 
10-25 py 
160-160 vie 
OW py 
10-26 p.p 
120 vie. DD 
OW py 


Bright Stock Solvent 
160-160 vie 
0-lWp.p., 060i 


Neutral Olle Conventional Pale Oils 
60 86 vie 

No. 2 col 
86-110 vie 

No. 2 col 
160 vis. No. 3 
180 vie. No ? 
200 via. No.3 
240 via. No, 3 
280 vis. No. j 
300 vie. No, 3 


Neutral Olle Solvent 

170-180 vie . (2)15 ] ( 5 6-1 2)16.6 1 2)15 5-16.54 
200 210 vis (2)18 f 2)15.75-16.76(4 
400 vie (2)16 (2)16.26-17.26(3) 
Cylinder Stocks 

600 a4 

16.6 5 15.5 


olive greer 


Gulf Coast- Solvent Kefinec d-Continent 
for export 
Brigit Stock vie. at 210 
150-160 vie; 
0-W pt, 06 vi 


ide; FOR ship at Gulf 


Neutral Oils Vis. at 100°; 06 v.1., 0-10 04 
100 vie } 

AM) vie 

MH) vie. 

HOO vie 


YOU'LL FIND PRICES in 


for long range planning in the 


National 
Petroleum 
News 


perspective 


Statistical & Reference 
YEARBOOK of 
Oil and TBA Marketing 


LUBRICATING OjLs 


May 13 May 6 Apr. 29 Apr. 22 


South Texas 

Vie. at 100° F FOB 8. Tex. refineries lor domestic and/or export shipment, 
Pale Oils: 
100 vis. No. 14% 

2% col... . 12. 25(6) 12. 25(6) 25(6) 12. 25(6) 
200 vis. No, 2-3 

*o 13. 75(6) 13. 75(6) 75(6) 13. 75(6) 
300 vis. No, 2-3 

col 14. 25(6) 14. 25(6) 25(6) 14. 25(6) 
600 vis. No. 24% 

3h 14.76(6) 14. 75(6) 76(6) 14.7516) 
760 vis. No. 3-4 

col 15(6) 16(6) 16(6) 15(6) 
1200 vis. No, 3-4 

15 6(6) 15. 5(6) 15. 6(6) 16 6(6) 
2000 vis. No. 4 col. 16(6) 16(6) 16(6) 16(6) 


Red Olis: 
100 vis. No. 5-6 

col 12. 25(5) 
200 vis. No. 5-6 

col 13. 76(6) 
300 vis. No. 6-6 

col, 14. 25(6) 
500 vis. . 5-6 

col 14.75(6) 
750 vis. No. 6-6 

col 15(6) 15(6) 15(6) 16(6) 
1200 vis. No. 5-6 

col 15 6(6) 15. 6(6) 16 6(6) 16. 5(6) 
2000 vis 66 

col 16(6) 16(6) 16(6) 16(6) 


12. 25(5) 12. 25(5) 12. 25(8) 


13.75(6) 13. 75(6) 13. 75(6) 


14. 26(6) 14. 25(6) 14. 25(6) 


14.75(6) 14.7616) 14.75(6) 


AVIATION GASOLINE 
(MIL-F-5572) 
Guilt Coast, 
Cargoes May 6 Apr. 29 
Grade 116/146... 
Grade 110/130. . 
Grade 01/96.... 


Baltimore, Md 


e 100/130 


Boston, Mase 
(jrade 100/130 
(Grade 91/96 


Grade 80 


Charleston, $. C. 
(rade 100/130 
(irade 01/96 
(irade SO 
Houston, Tex. 
(jrade 100/130 
(jrade 01/96 
(i rade 





This Is Your 
Market Place! 
Write today for Advertising 
Space Rates. 
NATIONAL PETROLEUM NEWS 


330 West 42nd St., 
New York 36, N. Y. 














OFFERS THESE 
FINISHED PRODUCTS 





mailing to all NPN subscribers May 19th 


IF YOU ARE NOT AN NPN SUBSCRIBER, 
write now to NPN's Reader Service Dept., 
330 W. 42 St., N.Y.C. 36 for your own 
personal copy of this ready reference 
book for oil marketers. Price per copy: $1. 











or the high quality 
Base Stocks for moking _ 
these Mult: Grode Lubricants 


DEEP ROCK OIL CORPORATIO 


PHONE ‘ 


7) )KLA 
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REFINERY AND TERMINAL 


April 15 prices unchanged from April 8 except as noted 


AVIATION GASOLINE 


PARAFFIN WAX 
Atlantic Seaboard 


Melting points are AM! higher than EMP. Prices for carload lots. Vomestic prices 


Kaport prices FAS; scale in 


New Orleans, La. 
Grade 100/130 
(rrade ¥1/96 
(Cirade SO 


New York, N.Y 
(irade 104 
Cirade YI) UF 
Grade 80 


Norfolk, Va 
Cirade 100 
(jrade 91/06 
Cirade &U 


Toledo, Ohio 
(irade 100/1 
Crrade O1/F 
(irade 80 


Gulf Coast, 
Cargoes 
Grade JP-4 


**April 15 price 


Baltimore, Md. 
Mineral spirits . 


Boston, Mase. 

V. M. & P. 
naphtha 

Mineral spirits 


New York Harbor 

V. M. & P. 
naphtha ; 

Mineral spirits 


Philadelphia, Pa. 

V. M. & P. 
naphtha 

Mineral spirits 


Providence, R. |. 

V.Ma&P. 
naphtha i 

Mineral spirite 


FOB Group 3 
Btoddard solvent 
Cleaners naphtha. 
V. M. & P. 


naphtha ; 
Mineral apirite 
Rubber solvent 
Lacquer diluent 
Bensol diluent 


Western Penna. 
Oli City: 
Stoddard solvent 


Plitsburgh: 
Steddard solvent. 


(MIL-F-5572) 
May 13 May 6 Apr. 29 


JET FUEL 
(MIL-F-5624) 


May 6 


NAPHTHAS & SOLVENTS 
May 13 May 6 Apr. 29 


16. 5(4) 16 5(4) 16. 5(4) 


18 5(4) 
17. 5(5) 


17. 5(4) 17.614) 
16 5(6) 16. 5(5) 


19.5 19 6 
17. 6(5) 17. 5(5) 


12. 37514 375(4) 
12 875(3) 2 875(3) 


12 375(4) 

12. 875(3) 

12 875(4) 12. 875(4) 2 875(4) 

11. 875(4) 11. 875(4) 87514 

12. 875(4 12. 8754 B/D 4 
(2)13.126-13.375 (2)13.125-13.37 125-13.375 (2 
(2)14.125-14.625 (2)14.125-14.625 1256-14625 (2 


16 16 


16(3) 16(3) 16 


Ohie— Quotations of 8. O. Ohio for delivery to Obie pointa 


V.M.4&P 
naphtha 
Mineral spirits 
Stoddard solvent 
Rubber solvent 


18 18 
17 17 
17 17 
16 875 15 876 


“ 


1 
1 
1 
1 


f 
5 


E. Tex. (Truck transport lots) 


Stoddard solvent 


12.25 12.25 


Cent. W. Tex. (Truck transport lots) 


Stoddard solvent 


11.5 


PARAFFIN WAX 


May 13 May 6 


Western Penna. (tc. in bulk) 


1234-6 AMP white 
erude scale 


June, 1955 


(2)6. 26-6 .66 (2)5 26-6. 66 (2)5 25-6. 66 (2)5. 26-6 66 


* NATIONAL PETROLEUM NEWS 


FOB refinery ; scale in bags or bbis.; fully refined, slabs loose 
bags or bbis.; fully refined in bags or cartons 


May 13 

New York Domestic 
124-6 white ctude 

tcale 
123-65 fully refined 
125-7 fully refined 
28-30 fully 

refined 


133 -5 fully refined 
35-7 fully refined 
138-40 fully 
refined 
143-5 fully refined 
149-51 fully 


refined 


New York Export 

124-6 white crude 
scale 

123-6 fully refined 

125-7 fully refined 

128-30 fully 
refined 

130-32 fully 
refined 

133-5 fully refined 
35-7 fully refined 

138-40 fully 
refined 


143-5 fully refined 


PETROLATUMS 
May 13 


Western Penna 
Bbis., carloads; tank cars, 1-1 5¢ leas 
now white 

Soft white 

Lily white 

( ream 

Soft vellow 

Light amber 

Amber 


Red 





WELCOME 
LEAGvr oF #* 

















=f] prices TANK WAGON 


Prices for gasoline do not include taxes; they do, however, include Inspection fees per gal., included in both gasoline and kerosine prices 
mapection fees as shown in next column Gasoline taxes, shown in separate unless otherwise specified, are as follows: 
column, include 2¢ federal and state taxes; alse city and county taxes Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8; Ill. 3/100¢; Ind. 2/25¢; 
as indicated in footnotes. Kerosine tank wagon prices also do not inchc le Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; Nev 
taxes; hevosine taxes where levied ave indicated in footnotes Discounts 1/20c; N. C. 1/4e; N. D. 1/20c; Okla. 2/2S¢; S. C. 1/8; S. D. 1/40; 
if any, are hown in footnote These price in effect f ] 19 Tenn. 2/5c; and Wise. 3/100c 
as posted by principal marketing compantes at their headquarters’ offices Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5c. 
but subject to later correction . 


Socony Mobil 


Mobtlens Aircraft 
Grade Grade Grade Mobilgas (Regular Crade) Mobilfuel Mobilheat 
Casoline 86 91 ». Dlr. » ae Mobil Kerosine Dienel (No, 2 Fuel) 
Taxeo T.W. T.W. T.W. ” a Tian Cee 7 ‘ _ of ofl ff i A Fae 2? A fC T.c. Yard T.W. 
New York City: 
Manh 
Bronx. 
Kings... 
ueens 
Hichmond 
Albany, N Y. 
Binghamton 
Buffalo... 
Jamestown 
Mt. Vernon... 
Platteburg.... 
Rochester , 
Syracuse 
Bridgeport, ‘Cc onn 
Danbury 
Hartford 
New Haven 
Bangor, Me 
Portland 
Boston, Masa... 
Coneord, N. H. 
Lancaster me 
Manchester 
Portamouth . 
Providence, R. 1. 


f > x13 
14.2! x10 35 «13.95 
xl4.é 5 «10.25 x13 
ul4 2! ‘ x13 
14 35 5 «10.35 x13 
xl4 35 «10.55 «13 
x14.6 § x10. 85 x14 
x15.6 35 011.55 x15 

5 ul11.95 x14 
14.56 x10.45 «14 
n15 35 «11.55 
x14 5 w11.35 «14 
x14 6 w11.05 414.7 
laf 5 x10.05 «13 


eCSBoOe TBO wewrxee 


x14. ‘ x10 x13 
x14.0 6 “10.05 x13 
“14.8 E x4 
n14.2 § x13 
114.2 § x13 
015.2 x14 
«16.0 x15 
x15.0 x14 
f 15.2 6 “14.6 x10 25 x14.% 
23.6 14.4 f b ) 65 014.2 «10.15 x13 
Burlington, Vt. 16.9 ¢ : ‘ 2 2.05 «156.0 411.65 «11.65 «14 
Rutland... ‘ “15.4 112.06 x15 


Tank Wagon Petes Buffalo N. Y. City Rochester Syracuse Roston Hartford Providence 


towel 2 he .. 19.6 18.0 20.6 22.0 19.0 20.0 19.6 
. Naphthe Sidhesk one 19.6 22.6 28.6 20.6 21.6 21.6 


Taxes: N.Y.O. prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax) 

Discounts: Mobile Kerosine-—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more 
Mobilfuel Dienel All points, tank wagon less 0.6¢ for deliveries of 800 gals. or more 
Mobilheat--New York City (all boroughs) and Mt. Vernon, tank wagon less 0.6¢ for deliveries of 300 gals. or more. 

woteee Premium-grade gasoline t.w. prices 2.5¢ above regular Jamestown t.c. prices are delivered prices, all other t.c. prices are FOB bulk terminals 
xEflective May 2 


VQRVIANIIVIAIABBAAAAADDAS 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents— Cons. T.W. 
Sohio Sohio Solio Con- Re- S.R. D.C. V.M.&P. Sohio Kerosine No. 1! 


Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- “the Varno- Sol- '..W. Sohio- 


Heat 
15.8 
15 
15 
15 
16 
15 
15 
15 
15 
15 
15 


axes 80 100 ToWe ere s.S. vent tha 
x19.9 21 
x19.9 21 
x20.9 21 
120.9 21 

21 

21 


Akron 6 
5 
5 
6 
5 
6 
21.6 
5 
6 
5 
6 
5 
5 


Canton 
Cineinnatl 
Cleveland 
Columbus 
Dayton 
lima 
Mansfeld 
Marton ; 
Portamouth 


Toledo 


0 28.76 24 27 16 x19 3 x15 
0 28.76 24 27.76 x19 x15 
28.76 24 27.76 x19 x16.% 
23.76 24. 27.76 x16 
23.76 24 27.76 x16.! 
28 76 24 27.76 x16 § 
28.76 24. 27.76 x16.% 
23.76 24 27.76 x16.% 
28.76 24 27.76 x16 ¢ 
28.76 24.76 27.75 x16.% 
28.76 24 27.76 x15 
Youngstown 23.76 24.76 27.75 116.3 x20.9 21 15 
Zanesville... 7 28.765 24.76 27.76 x16 x20.9 21 15 
Taxes: Menges operators can purchase aviation gasoline ic per gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 
to supplier 


x20.9 21. 
x20 9 21 
x20 9 21 
x19.9 31, 


9999 99 99 9 Ay 
Scosoesscoscecoses 

onbeenoesene I 

ecoooooscoscocsco 
ccosoosooscscosco 
See eneraeevewaeve 

to G0 G0 co So bo ce ce be be co co te 


zxeoxreeraeneree=rs 


Diseounta: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w 

Notes: Kerosine, Nos, 1 & 2 Fuela—-Prices are for 100 gal. or more; for 60-99 gal., add 1¢; 1-49 gal., add 2¢. 
Naphthas & Solvents Prices are for t.w. and drum deliveries of 500 gal. or more 

Premium-grade gasoline prices: consumer t.w. & #.8. 3¢ above regular, resellers 2.5c above regular. S.s. prices are at company operated stations. 
xEffective May 10 


Fuel Oile—T. W.—Chicago, II. 


indiana Standard Standard Standard 
Heater Oil Furnace Oil 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 1-99 gals. ei 16.6 15.6 
of Indiana bulk planta where the company’s prices are publicly posted 100-149 gals...... 16.6 nen 
: 150 gals. & over...... 15.1 
Red Crown Standard Furnace Oil 100-899 gals....... ‘a 14.6 
{Res. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 400 gals. & over.... ' 14.1 
fons, Dir. line sine gals. 174 349 849 gals. gals. St 1 St 1 
T.W. T.W. Taxes T.W. - Mover gals. gale. gals. & over & over Fuel A. FatlG 


Chicago, Il. 18.8 16.8 7.0 16.6 , 1-749 e- . 10.15 9.0 
South Bend, Ind....*19 5 ‘18 6.0 17.6 8.8 ! 760 ga & over. eye 9.4 8.25 


Detroit, Mich. + “1B B 4175 6 16 $ : ; Taxes: St. Louis, Mo., gasoline tax includes le 
Mpls.-8t. Paul m7 4 015 7 17 5.f 5 ‘ 84 city tax. Des Moines, la., kerosine and furnace 
Dee Mot { e177 e . oil prices do not include 6c state tax. State 
eo Moines, Ie.....017.4 6 7 16 bea : sales, oecupation, consumer and use taxes to be 
St. Louls, Mo ah ae 16 6 16 “ ‘ ; added, where applicable 
, ° ®15 9* 8 as Discounts: Red Crown -Wichita CTW less 1.1¢, 
worsen, Kane - : Ma = Omaha CTW less 2¢, for deliveries of 100 gal 
Omaha, Nebr.......%18.0 16! » x16 gf 2 ot eae. 
7 
7 
6 


Fargo, N. D.... xi7.7 «16.7 17.8 } Note: Premium-grade gasoline t.w. prices gen 

Huron, 8 D........"18 4 x16 17 5 e 2e above regular. 

Milwaukee, Wise... 18.8 17.8 17 f is _*' Temporary” price 
Effective dates: ®April 1, *Oct..5, =Dec. 29; xDec. 


Effective dates: xMay 4; ®"May 5; *May 6; *May 30, 19564; *Jan. 12; tJan. 27 
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TANK WAGON 


EV : i > - mp. y Taxes: Gasoline taxes are provincial taxes 
CHEVRON Imperial (Prices are per imperial gal. ; t are | 
Standard Of negular) Av. 80/87 Oil arrive at rice pe r Notes: 
California 4 A r.T. subtract th.) Premium-grade gasoline t.w. prices 3c above 
400 Gals. & over y . regular 

San Fran., Cal *16.4 “19 8.0 . , P *Price is for premium grade 
Los Angeles %15 9 "19 8.0 Dealer Casoline 
Fresno *17.5 “21 0 Taxes . Humble 
Phoenix, Ariz $19.1 822 7.0 St. John’s, Nfld 25.4 17.0 Humble (,asoline (ase- Kerosine 
Reno, Nev “18.9 x22. § 7.5 Halifax, N. 8 1 24 2 Oil Regular line Tank Re- 
Portland, Ore x16.9 x20 0 St. John, N. B 2 4 24.3 rw Retail Taxes Wagon tail 
Seattle, Wash x16.9 x2) 5 Charlottetown, P. E 2 26.4 Dallas, Tex 14.8 99 12 
Spokane x19.1 x23 5 Montreal, Que 2 0 25 Ft. Worth 14.8 19 9 
Tacoma x16.9 y 5 Toronto, Ont 2% 1.0 25 Houston 1.7 
Boise, Idaho 118.9 y 0 Hamilton, Ont 22 ( 25 an Antoni 15 ( 
Salt Lake *17.3 21.3 0 Winnipeg, Man 27.3 
Honolulu, T. H... *17.5 y 5 Brandon, Man 24.5 9.0 27 Notes: 
Fairbanks, Alaska *29 3 3: 0 Regina, Sask 2 2 rw 
Juneau... *18 6 23 4.0 Saskatoon, Sask ( 26 .§ 

Calgary, Alta 
Standard Edmonton, Alta 9.' l 22.7 l’remium-er 
Vancouver, B. C 2 10.0 2 j above regu 


1 17.5 
13.3 17.5 
13.3 17.5 
13.3 17.5 


dealers and 


consumers 


Standard 
Diesel Standard 
Kerosine Fuel Furnace Oil 
oMe v.65. OG Fete Feee 
(400 gale. & over) (ex all taxes) 
San Fran 17.6 *13.0 : “14.5 
Los Angeles v2 %12 y 14.0 


= | CUT YOUR FREIGHT COSTS ! 


Spokane 22.4 x16 
Tacoma 113 
Boise 29.6 x15. 
Salt Lake 6 x13 
Honolulu 7 *13 
Fairbanks y 

Juneau 





SEATTLE 


Taxes: 
Boise—8e vas tax applies to motor fuel only 
avgas taxes are 2c federal, 2.5¢ state 
Salt Lake—T7e gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state CHICAGO 
Honolulu—%.5 gas tax applies to motor fuel SAN FRANCISCO 
only; avgas taxes are 2c federal, 3.5c terri- 
torial. Standard Diesel/furnace oil price is ex te 
le territorial liquid fuels tax. All T.T. prices FALLING ROCK 
are ex Hawaiian gross income tax of 1 to LOS ANGELES 


reseller, 2.5% to consumers e 


PHILADELPHIA 
oe 


Notes: 

Gasoline—‘or other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to ‘ 
400-gals.-and-over price 1.0c for 40-199 gals; NEW ORLEANS 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals 
add 5.0¢ gal.; except at Honolulu add 5.0c¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap 
ply to all quantities in excess of 40 gal 
Prices for Chevron Supreme (Premium) are 
2.5¢ gal. higher, except at Boise and Salt Lake 
which are 2.3¢ gal. higher—than Chevron (Reg- 
ular) for quantity delivered. For less than 40 
gal. deliveries, add 6.0¢ gal. to 400-gals.-and- 
over price, except at Honolulu, add 5.0¢ gal 
for less than 40 gals. (Marine) and less than 
100 gal. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0e for 100/130 and 8.0c¢ for 115/145 

Kerosine-T.T. prices apply to deliveries of 2 P _ 
400 eals. and over. For + dl détivertans Yeon indicated on the map above. These modern, nearby facili- 
than 40 gals., and lle. 200-399 gals., add % : : P P 
ais ankle. ane doo teak cnvliveah tenter ties can save you freight and also keep your inventories 
deduct 3.5¢ 

Standard Diesel/Furnace Oi! and Standard 
Stove Oil-T.T. prices are for deliveries of 400 


gals. or more. For other deliveries: 40-199 gal > j »_ oC or. ie > » ae 
add Ic; 200-399 gals., add 0.5¢; less than 40 Our sensible customer-supplier agreement protects you 


gals., add be against sudden market price increases and immediately 


*Standard No. 2 Burner Oil 
Effective dates: "Apr. 20; *Apr. 21; xApr. 22 gives you the benefit of price decreases 
*Apr. 25; *Apr. 30 


Fire-Chief Gasoline 

Texas (Regular Grade) Kerosine 
Co. Dealer Gasoline Dealer 

r.W. rw. 
Dallas, Tex . 3.3 WRITE, WIRE OR PHONE 
Wichita Falls 5 $.! for samples and details, without 
Amarillo f 3. 
Tyler f ; a3 obligation. Important: We do 


Ly not “high-pressure” our pros 
Woes. pects. We tell you the merits REFI NING COM PANY 
of our proposition and let yo 
Paige vig ‘in slices Charleston 24, W. Va. 
Refiners of Highest Quality Pennsylvania Grade 
Notes: Dealer t.w. prices apply also to all Petroleum P.G.C.0.A. Permit No. 25 


Houston 
classes of consumers with minimum delivery 


San Antonio f 6 
°* Premium FOUNDED 1913 


Elk has modern storage facilities located at the points 


trimmed—safely! 


$2 G8 G8 G2 ce ce 


WRwWnwwewowwo 


Port Arthur 6 
5 


Premium-grade gasoline t.w. prices 2.5¢ 
above regular 
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{PJ prices TANK WAGON 


Atlantic 
Casoline Kero. & 
(Regular Grade No. 1 No. 2 
Conus Tle Fuel fuel 


.W Faxes TW WwW 


Kentucky 
Standard 


Atlantic 
Refining 


Crown (,aso- Kero- 
Net line sine 
Dealer laxe 


J 
, 
16 V0 
| 
J 
} 


Allentowr 

Va 
Altoona 
Erie 
(,reenshburg 
Harrisburg 
Vhiladelphia 16 
Pittaburgh 2 16 
leading ] l 
Wilkes Barrex13 


Willlamaport 165 
W 


f 
16.2 7.0 ) l ; xingt 17 .¢ 9 0 
f 9 0 


mingtor 
Liel 
Hartford 


onn 


pringfiel« 
Proyv., 
(ame fen,N 
vewark . ’ 0 : 4 oline 1 colum clud the 


Albany, N.‘ 
nl . y rmingham, l« 


Binghamtor +8 l , ; 14 \ ‘ nery | ci rt le county; 


+ at ae , 4p 4 , : br ‘ el he ot included in 
mira 3 6 5 ) ‘ Jeorg! erowine e; Montgomery 
Rochester 0 ! 5 F he 
yracuse 
Watertown 
taltimore 
Md 
Khichmond, 
Va 
(Charlott 
I. ¢ 39 16.2 9 0 
Jacksonv) ° 
Fla } 9.0 
Miami ) 16.4 9.0 


Mineral Spirits ¥ 
Ww 


Conoco Demand 
N-Tane bral (haso- Kero- 
regular Cirade line mine 
Tank Wagon Taxes Ww 
Philadelphia, Pa 
Pitt burgh 14 


Heavy Fuel Oile T.W Pesala \ 15 6 
No J 
Philadelphia, Pa ; 


Notes: 


Add le or delivert 0 200 \ibuquer 
for le than 100 ga Kos we 
Spirite prices also apply t oddard unta be 
M uskog 
Effective dates: *Ma 


ENTALARM 
the Original aud Dependable 


WHISTLING TANK FILL SIGNAL 
a Over 4.000.000 
6 
have been facschold fuel . 


Saves from 15 te 3 
sts. Assures safety and 











VENTALARM rignals are Underwriter 
Laboratories Listed, and approved by 
Leading Fire and Satety Authoritie 

A tull variety « + models t 

tank ndition. new f id 


FULL PATENT PROTECTION 














SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO. LTD.. tendon, Ontario 

















Taxes: 
Gasoline tax column includes these city 
Kes Albuquerque & Roswell, 0.5; Santa 


Fe, le. Cheyenne, le asper, lec 


Discounts: 
Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 


400 gals. 


200 gvals.; 200-399 gal deduct 0.5¢; 


and over, deduct le 
Notes: 


T. W. prices are to consumers and dealers 
Premium-grade gasoline t.w prices 2.5e 
above regular at Oklahoma & N. Mexico points; 


elsewhere 


Esso Kano Gasoline 
Standard 


Atlantie City, 
Newark 
Baltimore, Md 
Cumberland 
Washington, DD. ¢ 
Danville, Va 
Petersburg 
Norfolk 
Riehmond 
Roanoke 
Charleston, W. Va. 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, N.C 
Hickory 

Mt, Airy 
Raleigh 
Salisbury 
Charleston, 
Columbia 
Spartanburg 
New Orleans, La 
Baton Rouge 
Alexandria 
Lake Charles 
Shreveport 

New Iberia 
Knoxville, Tenn 
Memphis 
Chattanooga 
Nashville 

Little Roek, Ark 


eeuene 


29S 


[eID OMe D 


ee 


Naphthas T.W. & Steel Bhis 

Newark, N. J Min. Spirits V.M. & P. 

$,600 gale. & over 18.0 19.5 

Steel bbls 24.0 25.5 
Baltimore, Md 

3,600 gals. & over 16.7 

Steel bbls 25 .5 
Washington, D.C 

3,600 gals. & over 17.2 


No. 6 
Atlantic City, N 
Newark $3.834 $2. 936 
Baltimore, Md 17 2.58 
Washington, D.C 25 2.88 
Danville, Va i 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charlotte, 
Hickory 
Mt. Airy 
Raleigh 
Salisbury 
Charleston, S. C 
Columbia 
Spartanburg 


Taxes: Louisiana kerosine prices do not in 


clude le state tax 
Notes: Kerosine No. 1 
are for deliveries of 300 gals. or more; add le 
for 100-299 gals., 2c for less than 100 gals 


Atlantic City prices 


Premium-grade gasoline t.w prices 2? Fe 


above regular. 


Effective dates: tApril 2; ®April 13; *April 15; 
“April 18; xMay 2; [May 
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CRUDE OIL Domestic—in $ per bbl. of 42 U. S. gals. at the well 
FIELDS EAST OF CALIFORNIA 


SCHEDULE t G H I J hk 
Gravity 
Below 12 
- 9 
9 
9 
15 
9 
5.9 
9 
Below 18 
18~-18.9 
19-19 9 
Below 20 
20-20 9 
21 
21.9 
22.9 
23.9 
ow 24 
24.9 
25 
9 
9 
9 
9 
29 
9 
9 
9 
82 
9 
9 
9 
7) 
5.9 
4 
9 
39.9 
40 & above 


te 

rr 
ter 
tet 


te 
oe So 


tere rr rr 


te bo te 
to 
te PS PS PS PS PS tS PS 


te be te Po te 
BS BS PS OS 
bS PS bo OS DS 


we 
toro 
t 


tw 
i) 


DS OS OS OS OS OS PS ON OS OS OS 
t 


two 
rep 


Serer roe 

tort: towne 
roren- te - 

tote te tere ~] 
tSwrw sognnenesoys 
woe rnrmrnr 
rone rows 

Suwr toro ret 


e 


~] 
t 


So DS DSO 
to te be pe he 


Srorrrrs 

pore 
33234 
SANE 


DS PS OS OS DS PS OS PS DS 


Swenwwwnnrnrr 


te ter 
DS BS OS 0S OS OS tS OS tS 
tS be tS PO 


= = 


t 





Prices in fields east of California were ef MISSISSIPPI—Fayette Other Fields 
fective as of 7 a.m., June 15, 1953, except as Schedule O: Esso, Pure 
noted. Prices as shown by states and by gen- 
eral areas in most states. Details of fields MISSISSIPPI—Overton & Other Fields 
where each company posts and exceptions to Schedule N: Eeso 
gravity schedules as shown above will be fur- 
nished on request to NPN. Scattered fields on MONTANA—Sweet Crude 
gravity schedule as well as fields for which Schedule A: Carter, Phil 
flat prices are posted are shown in the Flat lind, Texace 
Price Section 

MON TANA—Sour Crude 

Schedule R: Carter, (¢ 
GRAVITY SCHEDULES Stanolind 


ARKANSAS—Sweet Crude NEB . a i 
Schedule A: Arkansas Fuel, Esso, Gulf, ! a --9ey ey 
nolia : ! alr 


NEW MEXICO—Intermediate Crude 


ARKANSAS—Sour & Other Crudes Schedule D: Atlantic, Citic 
Schedule M: Ark. Fuel, Esso, Ohio Oi! nental, Gulf, Humble, Magnolia, | 


Shell, Sinclair, Stanolind, Te 


COLORADO—Sweet Crude NEW MEXICO—Sour Crude 

Schedule A: Continental, Phillips, Pure Schedule €: Atlantic, Citic 

clair, Texaco nental, Gulf, Humble, Magnol 
Stanolind, Texaco 


KANSAS—AIll field 

Schedule A: ashes, Cities Service, Conti NORTH DAKOTA—AII fields 
nental, Gulf, Phillips, Pure, Shell, Sinclair Schedule A: Stanolind ! 
Stanolind, Texaco »D) 


OKLAHOMA—S t le 
LOUISIANA—Central Schedule A y toed "Cit ‘ 
Catahoula Lake & Other Fields nental. Gulf. Magr » PI 
Schedule N: Esso nelair, Stanolind ! I 
Hamphill & Other Fields 
s ( ane Gu Stanoline rc 
Gee hae: Genk, OMe. Dinnetind OKLAHOMA—Sour Crude 
Schedule P: Ark. Fuel, Ess: ne Sere © 
iy "W aie ‘ 
LOUISIAN A—Coastal 5), Texaco 
Edgerly & Other Fields 
Schedule F: Gulf TEXAS—East Texas Field 
Eunice & Other Fields $2.90 Flat Price: Ark. } 
Schedule E (24-29 gravity): it f ervice, Gulf, Humble, M 
Sun American, Philliy ‘ 
Sun Texaco 
LOUISIANA—East 
Delhi & Other Fields TEXAS—East Central 
Schedule N: Esso. Sun Schedule B: Humble 
Fairview & Other Field 
Schedule O: Esso rEXAS—Gulf Coast 
Aldine & Other Field 


LOUISIAN A—North a P: Pan 


Athens-Pettit & Other Fields Anahuac & Other Fi 
_ Schedule M: Esso, Gulf Schedule F: Cities a WYOMI 
Caddo, Homer & Other Fielk Magnolia. Ps : tee , . ' chedule 
Schedule A: Ark. Fuel, Esso, Gulf, Magnolia cublic. Gal. @inaiete 7 
Arcola & Other Field 
LOUISIANA—South Schedule J: Atlantic, P) 
Schedule P: Cities Service, Continental, Fanc RBCs 
Gulf, Magnolia, Pure, Shell, Stanolind, Sun e Creek & Other Low Cold Test ‘ Listing 
Texaco Schedule FE (24-30 Gravity 
American, Stanolind re ARKA 
i Hastings & Other Field 
MISSISSIPPI—FEucutta & Other Fields Schedule E (24-40 Gravity): At 
Schedule Q: Feso, Gulf Humble, Pan American, tar 
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mC prices CRUDE OUL vomestic—in s ver voi. of 42 U.6. gals. at the wot 


ILLINOIS 
Eastern Ill. (Ohio Oi) 3-16-55 
ill. Basin (Ashland 7-9-64, ¢ 
%, Ohio Oil & Gulf 6-16 
Sheil 4-19-55, Magnolia 
4-24-65) 

(Bohio, 10-1-54) except 

(Sohio, 10-1-54) Dudley fle 

(Bohio, 10-1-54) Elbridge 
fields 
Plymouth 


iil 
il! 


(Ohio Oil, 3-16-55) 


INDIANA 


All fields & 
Western Ind 


pools (Sohio, 
(Ohio Oil 3-16- 
KENTUCKY 
sjutier Co. Area 
7-12-64) 
Owensboro Arena 
Ragland Grade 
Somerset Grade 
Western Ky., all 
(10-1-64) 


LOUISIANA 


Bayou Pigeon (Republic) 
Kear (Continental) 
Bivens (Atlantic) 

Creole (Pure) 
Haynesville-Smackover Lime 
Condensate (Arh Fuel, 
Crude (Ark, Fuel, Gulf) 
Neale (Atlantic) 
North Louisiana 
Cotton Valley 
Gloyd (Kuso) 
South Louisiana Conden 

Sweet Lake (Pure) 
Urania (Ark. Fuel) 
Ville Platte (Continental) 


(Ashland, 7 
(Ashland, 7-9 
(Ashland, 7 
fields & pox 


Conden 
(eso) 


ate 


fr 
5b, 


10-1-54) 


(Owensboro-Ashiand, 


) Schedule O 
arter 4-16- 
Pure & 
& Texaco 
$2.90 
fields below 2.90 
eld 2.59 
& Stoy 
Schedule O 
2.57 Pure 


pany 


2.90 
Schedule O 


55) 


Sohi« 


2.90 

9-f4) 2.90 

54) 2.47 

9-54) 2.17 
ohio 

2.90 


2.95 
4.02 
2.00 
2.91 st 
Gulf) 2.00 
2.95 


3.00 


Cat 


3.00 
2.95 
3.16 
2.81 


OHIO 
(Esso 





3.05 Lima 


obtained 
jay Pipe Line 
Elmviood 
Lake George, 

Leonard 
Clare City 
Fork 


on 


Pipe 


(5-29 


Coldwater 


crude 


Cleveland 
Corning 
Corning 


(Ashland 
(Beep, 11 
(8.0 


MICHIGAN 


Only lowest and highest postings of each com 
other postings may 


below ; 
to NPN 


54): 


shown 
request 
(10-16 


Stony Lake 
Line (6-1-6564) 


other fields 


Adams & Deep River (6-1! 
Coldwater 
Simrall 
(rant 
Barryton 


(10-28-54) 
h4) 
un Denslow 


(10-1-54) 


MISSISSIPPI 
Baxterville 
Condensate 
Crude 
Central 
Fayette 
Gwinville 
Pickens 


MISSOURI 


Charles 


(Gulf) 


(Gulf) 


Mis 


Condens: 
(Eeso) 
iaBo) 


(Carter) 


10-1-54) 


(Sohio, 


MONTANA 
Creek 
Darling 
Pondera 


(Continental) 


(Carter) 
(Phillips) 


& other fields (Sohio, 11 
11-1-54) 

1-64) 

Ohio) 


Schedule 


be 


$2.50 


2.98 


2.76 


50 


] 


4.10 


2.00 


Schedule 


D 





PENNSYLVANIA—Penn,. Grade 


(1-21-55, except as noted) 
Allegany, N. Y. (Sinclair 2-1-5656) 
Bradford, Pa. (Seep, Tide Water) 
Eureka, Va. (Seep) 

Middle Penna. (Seep) 
Southwest Penna. (Seep) 
Zanesville, Ohio (Ashland) 


TEXAS 

Agua Dulee (Republic) 

Atlee (Republic) 

Benedum Condensate (Shell!) 
Cayuga Condensate (Pan American) 
Chapel Hill: 

Condensate (Sinclair) 

Crude (Sinclair) 
Charlotte (Humble) 
Clay Creek (Sun) 
Conroe (Humble, Sun, Texaco) 3 
Darst Creek (Humble, Magnolia, 

Texaco) 

Pearsall (Humble) 5¢ 
Quitman-Paluxy (Pan 
Tomball (Humble, Magnolia, 
Van (Humble, Pure) 
Willamar (Pan American) 


above Schedule 


5¢ 


2 
Schedule 


below 
American) 
Stanolind) 


WYOMING 
Beaver Creek (Stanolind) Schedule 
Big Sand Draw Condensate (Sinclair) 2.90 
Byron (Ohio Oil, Stanolind, 4-16 ) 1.80 
Garland (Ohio Oil, Stanolind, 4-16-55) 1.80 
Hidden Dome (Ohio Oil) 1.65 
North Sand Draw (Sinclair) Schedule D 
Oregon Basin (Ohio Oil, Stanolind, 

Texaco, 4-16-55) 
Riverton Dome (Stanolind) 
Wertz (Sinclair) 


1.75 
Schedule D 
Schedule C 





S. O. California 


SCHEDULE | 


Schodule 
Aliso Canyon a7 
Relridge 47 
Buena Vista Fills 82 
Canfield Ranch 
Coalinga 
Coles Levee 
Cymric 
Del Valle 
Fast Coyote 
Edison 
Elk Hills (Shallow) 
Elk Hilla (Stevens Zone) 
El Segundo 


192 


prices effective Sept 


1, 1954 


* 


46 


Schedule 
Elwood 
Gato Ridge 
Greeley 
CGuijarral Hille 
Huntington Beach 
Inglewood 
Kern Front 
Kern River 
Kettleman Hills 
Lakeview Area 
Leffingwell 
Lost Hills 
McKittrick 


91 
97 l 


CALIFORNIA 


f SCHEDULI 
(cravity 
24-24.9 
25.9 
26.9 
127.9 
28.9 
29 9 


$1.74 
81 
1.8 
1.95 
2.02 
2.09 
2.16 


Schedule 


Midway Sunset 
Mission 
Montalvo 
Pool) 2 
Montalvo West (McGrath 
Pool) 21 
Montebello 
Mountain View 
Mt. Poso 
Newport-Anaheim 
Area 
Newport—Other Than 
Anaheim Sugar Area 


Weat 


(Colonia 
9 


Sugar 


9 


95 $1 


ol 
08 
14 


21 


2 
2 
2 
9 
é 
9 
9 
9 
9 


97 
04 
11 
19 
26 
33 
39 
47 


> 


2 
2 
2 
2 
2 
2 
3 
3 
8 
3 


2 63 $2 


9 
2 
2 
2 
2 
8 
8 
3 
8 
8 
8 
8 
3 
8 
3 
3 


71 

79 
R6 
92 
98 
03 
07 
12 
17 
22 
27 
83 
87 
41 

4h 
49 


63 


Oxnard 


Pleasant Valley 
Race Track Hill 


Raisin City 
Richfield 


Rosedale 

Rosedale Ranch 
Round Mountain 
Santa Fe Springs 
Santa Maria Valley 


Seal Beach 


NATIONAL 


All gravities above those quoted take highest price offered for the field specified 


11 12 13 4 i 
$2.55 

71 $2 ; 2 

76 «2.5% 2 

82 2 2 

88 62 2 

94 2 

99 «62 

06 2 

12 2 

18 3 

24 «#3 
8 
3 
3 
8 
4 


nwne=— 
oe Se 


& SSP 
“-“IS 


$1.77 $1 
1.79 
1.83 
1.90 
1.98 
2 05 
2.13 
2.20 
2.27 
2.36 
44 
52 
60 
68 
716 
R4 
91 
98 
04 
11 


ead 


NWNWNNNWNNNNNNK—— — 
aan 
Soro rerenr 


J] 


Swrown 
~wwaenrwnrn 
ot 


Sw 


33 
86 
39 
43 
47 


Schedule 
Signal Hill (Long Beach) 19 
Tejon Hills 17 
Torrance 
Wasco 
West Cat Canyon 
Flores 4 
Weat Cat C Sis 
quoe Zone 
West Cove 
Wheeler Ridge 
Whittier 
Wilmington 


Schedule 
21 
34 
11 
34 
27 
11 


35 


26 


any 
4A 
20 
17 
28 
20 


te 
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CRUDE OIL Foreign—in § per bbl. of 42 U. 8. gals., except as noted. 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vessel at ports shown ; 
and to availability and other terms stated below; 2¢ per bbl. differential per 
except as noted. Prices for crude oil sold at points other than those indicated subject to 
transportation and terminalling requirements. 


vessel tenders hange without notice 
applies f ties below d 3 those 


change in 


effective at time 


degree of shown, 


gravity 
variation from prices wv yelov < eflect any 





Creole Petroleum Corp. 


Gravity API Price (Bbli.) 
***16 5-16 
***18 5-18. § 
Flat 
#26 . 5 
°26 


Effective Date 
2-18-55 
18-55 : 
1-5 I 
18-5! lian d 


Crude 


FOB 


Las Piedras or Amuay 
Las Piedras or Amuay 
Las Piedras or Amuay 
Amuay 

Amuay 

Amuay 

Las Piedras or Amuay 
Tucupido 

Puerto La Cruz 
Puerto La Cruz 
Caripito 

Caripito 

Caripito 

Boca de Uracoat 
Capure (Pedernales)1 


Bachaquero 

Tia Juana Heavy 
Lagunillas Heavy 
Tia Juana Medium 
Tia Juana 102 L. P. 
Tia Juana Light 
Mara 

Cumarebo 

San Joaquin 
Oficina, 

Mulata 

Jusepin. 
Quiriquire 
Temblador 
Pedernales 


wtings of Imperia 


lars per bb 


Alberta (effect 


Acheson /Stony 


to S Poros wo — tS 


Armisie L.< 


Duhamel D-2, L)-3 
Excelsior 1-2 
Fenn-Big Valley 1-2 


Golden Spike 1-2, D 


bo be BS te hS 


*21.0-2 
te Joarcam-North 


Joarcam-Sout! 
Leduc-Woodbend 1-2, 1)-3 
Malmo I1)-2, L.¢ 

Malmo 1-3 


Colon Development Co. Lid. 
7.0-87.9 2.99 
30.9 2.58 


Cardon 
Cardon 


West Tarra 
La Cruces/Los Manueles 0 


Compania Shell de Venezuela 
San Joaquin 0-41.9 8.04 
Oficina 32.0-32.9 2 
Paconsib 33 .0-33.9 
Lagomar 29.0-29.4 2.46 
Mara 29 .6-29.9 2 
Cabimas 0-22.4 2 
Lagunillas **approx. 15 l 
Bolivar Dist 12.9 
*2.5¢ bbl differential per 44 deg. grav 
deg. grav. tShallow draft only 


Puerto La Cruz 4 
Puerto La Cruz 4 
Cardon 4 
Cardon 2 

4 


ew 
Pembina ¢ 
Cardon Red water 
Cardon 

Cardon 

Cardon 5 
Tah 


Manitoba 
Daly area-M 


Virden area 


l 
l 
1 
1 
1 
l 
1 


1.65 
**Price applies regardless of grav 


Heavy #99125 


oee3 lifferential per '4 M 


Ontario (Effe« 


Middle East Crude Prices Oo 

Prices are per bbl. of 42 U.S. gals., exclusive of local port or other governmental charges, sales urnia by t. w 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differentials per 12th I 
degree of gravity applies for gravities below and above those shown nis 


prings Kee 


Persian Gulf Saskatchewan 


Crude Gravity Price 


Iranian (ex Abadan) $1-31.9 1.67 
British Petroleum, CFP, Iranian Branch, Shell 
Petroleum (10-29-54), Iran California Oil 

93 (12-29-54), Soc.-Vac. Overseas Supply (11-3-54) 


Gravity Price 
Arabian (ex Rastanura) ae 36-86.9 $1.97 
Eeso Export (7-27-63), Soc.-Vac. Overseas Sup- 
ply (7-24-53) 
Arabian (ex Rastanura) 
M. E. Crude Sales (7-21-58) 
Basrah (ex Fao, Iraq) 
Euso Export (7-27-53) 
Iranian (ex Bandar Mashur) $4-34.9 1.91 


Crude 


Turner Valley 
FOB producers 
Iraq (ex Fao, Iraq) 86-86 .9 1.92 grav. at $2.6¢ 
92 British Petroleum (7-16-63), Soc.-Vac. Overseas grav. to 64 
Supply (7-24-53) 


Iraq (ex Fao, Iraq) 35-35 .9 1.90 


34-84.9 1 


‘ 


36-36 .9 1 


*Delivered at lease 


Mid-t 


iskatchew 


British Petroleum, Esso Export, Shell Petroleum 
(10-29-54), CFP, Iranian Branch, Iran Cali 
fornia Oj) (11-1-64), Gulf International 
(11-65-64), Soe.-Vac. Overseas Supply (11-83-64), 
The Texas Co. (Iran) (11-4-654) 


Shell Petroleum (7-20-58) 


Kuwait (ex Mina-al-Ahmad!) $1-81.9 
British Petroleum, Gulf Exploration (7 
Soc.-Vac. Overseas Supply (11-83-54) 

Qatar (ex Umm Said) 40-40.9 2.08 
British Petroleum (7-16-53) 


Iranian (ex Abadan) 34-34.9 1.86 
British Petroleum, CFP, Iranian Branch, Esso 
Export, Shell Petroleum (10-29-54), Gulf In- 
ternational (11-5-54), Iran California Oil 
(12-29-54), Soe.-Vac. Overseas Supply (11-3 
54), The Texas Co. (Iran) (11-17-54) 


Far East Crude Prices 
Qatar (ex Umm Said) 89-39.9 2 06 


Shell Petroleum (7-20-53), Soc.-Vac, Overseas Prices are U. 8S. dollars pe 
Supply (7-24-53) u ais.. ox lox 

Qatar (ex Umm Said) 36-36 .9 2.00 
Easo Export (7-17-63) 


bbl. of 42 

ernment 
stated 

indicated 


il port or other ge 
within 


lots, 


for crude 


full cargo 


gravity range 
FOR port 


harges 
aded in 
Seria Light 

Sarawak Oijlfielda Lait 

API 47-38 
$2.60 


Fastern Mediterranean Crude 


Crude Gravity Price Company 


Iraq (ex Tripoli, Lebanon / 

Banias, Syria) 2.39 
British Petroleum (7-16-53), Esso Export 
(7-17-63), Shell Petroleum (7-20-53), Soe 
Overseas Supply (7-24-63) 


Gravity Price 

Arabian (ex Sidon, Lebanon) 36-36.9 $2.39 
Esso Export (7-17-53), Soc.-Vac. Overseas Sup- 
ply (7-24-53) 

Arabian (ex Sidon, Lebanon) 
M. E. Crude Salea (7-21-53) 


Crude 
Gravity 


Price 
FOR 
Effective Dates 


Sarawak 


4-1-54 


34-34.9 2.36 Vac 





Natural 
vasoline 

All com 
modities 


Crude-Products Index Unchanged 


BLS figures, with petroleum indexes based on Platt’s 
OILGRAM quotations, follow (1947-49 equals 100) 


63.6 


i110.‘ 110.0 110.0 


(*) Preliminary 


Change 
Change Apr. ’55 

April Aprilvs. vs. 
1954 Mar.’55 Apr. ’54 


120.6 ? 





NPN Gasoline inden 


Dealer 1.W lank Car 
(cents per gal.) 


April 
1955 


Crude 120.4 


{ 
Crude and 
product 


112.1] 2 go 16.0 12.38 
116.9 
115.4 
119.8 
92.3 ; terminal Okla 


W. Penna.: Calif 
ville; Bo ind Gulf Coast 


11] 
111 
111 
123 


Gasoline 

Kerosine 

Distillate fuels 

Residual fuels 100 

Lubricating 
oils 


71.7 72.8 oan 


71.7 
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Gasoline Consumption By 


fax 


Kate 


bhebruary 
Cents 
Alabama 
Arizona 
Arkansas 
California 
Colorado 
(connecticut 
Delaware 
District of Columbia 
Florida 
(,eorgia 
idaho 
Illinois 
Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
M iasissi ppl 
Missouri 
Montana 
Nebraska 
Nevada 
New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Penney 
Rhode Island 
South Carolina 
South Dakota 
Tennesses 
Texas 
Utah 
Vermont 
Virginia 
Washington 
Weat Virginia 
Wisconsin 
Wyoming 


Ivania 


Total 

lyaily A 
Change from previous year 
Total change 
Percentage change 


verage 


in Daily Average 


'These are In addition there 


(r) Kevined 


Gasoline Prices for 50 U.S. 


State tax rates per gallon 


Cities 


00 
00 
000 
000 


O00 


t 000 


H00 


$000 


2 000 


5 000 


O00 
O00 


000 


+ 000 


O00 
000 
O00 


00 


, O00 


» 274 


00 
000 
000 
00 


000 


039 
677 
61 
,144 
953 


685 


125 ,603 


00 
00 
000 
000 
000 
000 
000 
00 
000 
000 
000 
000 
000 
000 
000 


000 


000 


States, February, 1955 


Month of 


February 


1955 


February 1954 


(rallons 
» 000 

26 A765 000 
594 000 
409 B97 000 
46 7 
46 531 000 
277 ,000 
,183 000 
B98 000 
57T38 O00 
,237 00 
(945 000 
212 000 
982 000 
24 ,000 


092 ,000 


i7 000 


420 000 
s751 O00 
1 319 000 
2 711 000 
206 ,000 
B79 000 
076 000 
00 
H00 
00 


Gallons 
57 AYT 000 
460 000 
038 000 
B11 ,000 
823 ,000 
532 ,000 
987 000 
§ A449 ,000 
516 ,000 
717 619 ,000 
4657 ,000 
571 000 
BAT 000 
» 044 000 
7 966 ,000 
2 671 000 
865 000 
) 648 ,000 
.754 000 
009 000 
O01 000 
042 000 
531 ,000 
,293 ,000 
589 000 
180 000 


2 Months 
February 1955 
Gallons 


Ending With 


February 1954 


187 
984 
2 736 
635 
653 
A410 
47 
A91 
143 
598 


616 


2 0 
| R79 
ABB 
656 


000 

000 

000 

000 
000 

000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
000 


| ABO 000 
277 000 
A458 ,000 
212 ,000 
,TA0 000 
A67 000 

8 190 ,000 
»269 ,000 
651 ,000 
922 ,000 
221 ,000 

§h 004 ,000 
985 000 
470 00 
,789 000 
AOL 000 


Two « a (2¢ 


May l as 1 
Institute 


Averages of prices for regular-grade gasoline on 


ported by the Texas Co. to American Petroleum Figures 


729 000 
i 631 ,000 
52 000 
642 O00 
554 000 
436 ,000 
344 ,000 


ROH 000 


493 000 


2 RYO OOO 


4.43 


2¢) per gallo 
Memphis 
Lexington, 


Tenn 
Ky 
Youngstown, Ohio 
South Bend, Ind 
Chicago, Il 


,169 ,000 
122 000 
971 000 
366 ,000 
AT3 000 
,127 ,000 
951 ,000 
915 000 
,104 000 


n 


15.70 
17.00 
15.60 
16.70 
16.30 


127 ,889 
54 672 
A62 
7,ill 
952 
96 ,OR1 
9 ,151 
B41 
s749 
5 ,134 
26 ,758 
2 581 
2719 
A00 
692 
274 
7 B46 
7 AIT 
> 833 
973 
9 375 
7107 
975 
302 
,159 
7 AOT 
) ALS 
40 
362 
909 
134 
A65 
5,679 
180 
971 
{706 
44 
16 
91 699 
T A36 
5 ,299 
7 '87 
,A59 
5 ,182 
691 
§ 319 
ALS 
580 


000 
00 
00 
000 
000 
00 
000 
00 
00 
000 
00 
000 
,000 
00 
00 
00 
000 
00 
000 
00 
000 
00 
000 
000 
000 
000 
00 
000 
00 
00 
000 
000 
000 
00 
000 
000 
00 
000 
000 
000 
000 
000 
00 
000 
000 
000 
,000 
,000 


Gallons 
115 ,695 ,000 
198 ,000 
70 B51 ,000 
7 167 ,000 


A564 000 
57 430 ,000 
5 B57 ,000 
7 839 ,000 
,657 ,000 
863 ,000 
490 ,000 

5 923 ,000 
867 ,000 


9 A469 ,000 
,330 ,000 
,164 ,000 
,168 ,000 
856 ,000 
007 ,000 
297 ,000 
815 ,000 
A94 000 
,073 ,000 
297 ,000 
TA 000 
380 000 
5380 000 
132 ,000 
109 ,000 
657 ,000 

5 738 ,000 
,252 ,000 
180 ,000 

35 ,273 ,000 


608 
128 


1386 


297 ,000 


490 ,000 
873 ,000 


,060 ,000 


th 


5.90 
2.50 


35% 


583 
933 
A00 
,730 
AB4 
9 101 


A380 


329 


9.00 i-24 
9.00 i-31 


90 
90 
Ol 


7.00 
6.00 
7.00 


26 
27 


29 


,000 
000 
,000 
,000 
,000 
,000 


000 
,000 


90 
sO 
90 
90 
01 


in ¢ per gal.; Gi) and (d) indicate increase of decrease 


with April | 


Tax 
(inel, 2« 
federal) 


Service 
Station 
(ex tax) 


Dealer 
t/w price 
(ex tax) 


Average U.S 1-16.26 i-21.57 1.54 
Portland, Me 16.70 20.90 8.00 
Manchester, N. H 16.50 20,90 ) 
Burlington, Vt 16.90 22.70 ) 
Boston, Mass 15.60 

Providence, R. I 15.60 d 


00 
Ow) 
18.90 ] 
15.90 6.00 


OO 


Hartford, Conn 


14.60 


d 


16.90 


6.00 


is compare d 


Service 
Station 
(incl, tax) 


29.11 
28.90 
27.90 


29.70 


25.90 


1.90 


22.90 


Detroit, 
Milwaukee 


Pwin Cities, Minn 
D 
D 


*b 


I iTgo N 
Huron, S 
Omaha, Ne 
Des 


Moine 


Mich 


Wi 


s, k 


St. Louis, Mo 


Wichita, K 
Tulsa, Okl 
Little Rock 


Houston, 


ans 


Ark 
New Orleans, I 


Tex 


16.80 

S« 17.30 
15.60 
16.20 
16.40 
d-15.30 
15.40 
15.70 
14.10 
14,90 
d-15.30 
a 15.00 
14.70 


wa 


73 
22.90 
20.90 
21.70 
21.80 
20.50 
20.90 
20.90 
18.90 
21.00 
17.40 
21.10 


SO 
00 
7.00 
7.00 
00 
00 
OO 
Oo* 
00 
: 5) 
sO 
00 


29.23 
28.90 
27.90 
28.70 
28.80 
28.50 
27.90 
26.90 
25.90 
29.50 
25.90 
3.10 


20.00 


00 


26.00 


Buflalo N y 
New York, N y 
Newark, N. J 
Philadelphia, Pa 
Dover, Del 
Baltimore, Md 
Washington, D. ¢ 
Charleston, W. Va 
Norfolk, \ a 
Charlotte, N. ¢ 
Charleston, S. ¢ 
Atlanta, Ga 
Jacksonville, Fla 
Birmingham, Ala 
Vicksburg, Miss 


194 


16.50 
15.80 
14.90 
18.40 
18.70 
15.40 
18.90 
16.30 
18.10 
16.20 
15.10 
16.60 
16.10 
16.40 
16.00 


d 
d 


400 
3.90 
17.90 
19.90 
>? 50 
21.70 
21.60 
23.40 
0.90 
22.90 
21.50 
22.80 
20.40 
20.90 
23.90 


6.00 
6.00 
6.00 
POO 
1.00 
R00 
8.00 
7.00 
8.00 
9.00 
9.00 
B.00 
9.00 


10.00* 


9.00 


29.20 


90 
+90 
90 


90 
90) 
S0 
RO 

4) 
90) 
32,90 


ww) 


N.M 16.90 
1-16.20 
1-17.10 
19.20 
19.00 
17.30 
18.80 
19.10 
16.40 
16.90 
19.10 


Albuquerque, 
Denver, Colo 
Casper, Wyo 
Butte, Mont 
Boise, Idaho 
Salt Lake City, | 
Reno, Nev 

Phoenix, Ariz 
San Francisco 
Portland, Ore 
Spokane, Wash 


tah 


Calif 


(*) Includes 1¢ city tax 
(**) Includes 0.5¢ city tax 


NATIONAI 


PETROLEUM 


1-23.50 
i-22.50 
1-24.50 
25.50 
24.80 
22.90 
24.90 
23.20 
22.00 
22.30 
25.10 


NEWS 


50** 
00 
..00* 
00 
00 
00 
7.50 


32.00 
30.50 
32.50 
34.50 
32.80 
29.90 
32.40 
30.20 
30.00 
30.30 
33.60 


00 
00 
00 
SO 
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NOW READY | 


COMPLETE — Petroleum Prices! Facts! ... any oil price 
for any given day! the 1954 


Platt's Oil PRICE HANDBOOK provides finger-tip information for busy 

oil executives ... marketers... buyers... sellers... company and e,°e 

association statisticians ... research analysts . .. accountants... edition at 
in fact, for anyone who deals with oil prices in any way, this hand 

book is a must to complete their 1955 business library. 


] 
Platt's OlL PRICE HANDBOOK contains all the vital oil price information Platt s 


for the year of 1954, accurately reported and published in one, 
complete single source package. You can find any oil price or any 


oil price change merely by turning to the appropriate conveniently 0 I PRI f 
die-cut marginal index ...the low and high for any given day, the 


lows and the highs monthly and yearly averages for any given 


petroleum product. 
More complete than any of the 30 previous editions, with a new HANDBOOK 


and improved type style, the new Platt'’s Oil PRICE HANDBOOK will 
continue to sell at $15.00 per copy. It comes to you in a durable e.° 
and attractive cover, case bound. This edition is printed in a limited 3] st Edition 
quantity, so rush your order for your copy today! 
SEND YOUR ORDER WITH PAYMENT TO 
Reader Service Dept. 


National Petroleum News 
330 W. 42nd STREET, NEW YORK 36, N. Y. 


gpatistics 


1. AN prices 





= About Oil People | 


Charles E. Spahr, Thomas F, Pat- 
ton, and Lawrence A. Appley are 
elected directors of Standard Oil Co 
(Ohio). Spahr joined Sohio in 1939. 
After an interval of military service he 
was active in the management of 
Sohio’s transportation department. He 
became vice president for transporta 
tion in 1951 and thereafter an assistant 
to the president. He was elected execu 
tive vice president in February. 

Patton, who is first vice president of 
Republic Steel Corp., is a director of 
several mining companies. Appley is 
president of American Management 
Assn. 


B. L. Loupee of Service Oil Co., 
Cassopolis, is new president of the 


Michigan Petroleum Association. He 
succeeds A. L. Truesdell of J. Austin 
Oil Co., Wayne. Vice president is 
Vrank Fehsenfeld, Crystal Flash Pe 
troleum Corp., Grand Rapids. Secre 
tary is V. H. Kellerman, Star Oil Co., 
Port Huron. Treasurer is Ferris Ren- 
nie, Rennie Oil Co., Traverse City 
a 


Frank O. Prior, who became presi 
dent of Standard Oil Co. (Indiana) on 
May 3, is elected a director of the 
American Oil Co., Indiana Standard 
marketing subsidiary. He succeeds 
J. A. Carroll, Jr., financial vice presi- 
dent of American, who retired in 
March 

. 

Adrian M. Ogle, first vice president 
of the National Congress of Petroleum 
Retailers, has sold his Berkeley, Calif., 
service station and retired. Ogle has 
been a leader in NCPR’s campaign for 
longer service station leases. He plans 
to combine further association work 
with a vacation tour of the country. 

© 


Fourteen past presidents of the New 
Jersey Oil Trade Assn. received ster- 
ling silver honorary life membership 
cards at the group’s annual spring din- 
ner in Newark, N. J. They were: John 
N. Chambers of Chambers Oil Co., 
Utica, N. Y.; Philip T. Ruegger of 
Lorraine Oil Co., Metuchen, N. J.; 
Frank Dale of Dale Engineering Co., 
Washington, D. C.; William Ulrich of 
American Oil and Supply Co., New- 
ark; Milton Maybaum and Arthur 
Phillips of National Oil and Supply 
Co., Newark; Lawrence A. Ryan of 
Fiske Bros. Refining Co., Newark; 
Auguste L. Saltzman of Esso Standard 
Oil Co., New York City; Frank P. Gill 
and Alfred R. Lange of Adam Cook's 


196 


Johnson Esterline Sibariom 


PENNSYLVANIA heating oil men Alan Johnson and Edward E. Esterline receive special 
awards for their contributions to the industry within the state during 1954. Making the 
presentation is John M. Sibarium, educational counselor to the Greater Philadelphia 
Fuel Conference. Johnson is special consultant to the Philadelphia association. 
Esterline is its executive secretary 


Smith Stambaugh 


GOLD MEDAL for public service goes to A. A. Stambaugh, chairman of the board of 
Standard Oil Co. of Ohio. Curtis Lee Smith, president of Cleveland Chamber of 
Commerce, makes the presentation on behalf of the Chamber. Citation noted Stam- 
baugh’s “distinguished leadership” in “civic, cultural, educational, welfare health 
and safety endeavors 
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Son, Inc., Linden, N. J.; Frank G. | 

Campbell’ of Sun’ Oil Co, Newark: | (MM AUU MS] RM MSL OR 

Robert W. Valter of Tide Water Asso- | 

S1ate . Ne ( “ Be - : 

jamin C. Price of Suan Yonch oO: | (eS 
Corp., New York City; and Theodore 


W. Osbahr, former oil man now with | ADDITIVE TYPE MOTOR OIL 


the Knights of Columbus 


W. Lang J. A. Kelley 


Edward W. Lang is the new sales 
manager of the Cities Service Oil Co. 
(Pa.). He will be in charge of sales, 
sales training, advertising and promo- 
tion. Lang, formerly assistant to the 
vice president, has been with Cities 
Service since 1931. 

J. A. Kelley, vice president, be- 
comes manager in charge of manufac- 
turing, Operations, supply, — traffic, 
evaluation and real estate. Kelley | 
joined the company in 1923. He was 
sales manager for several years, and 
has been a vice president and director 
since 1945 

oo 

Vernon B. Gray, becomes office 
manager of the Toronto sales district 
of Sun Oil Co., Ltd., replacing Austin 
C. Forsyth, who was transferred to a | 
special assignment. Gray was formerly Every drop of 
office manager of the company’s Bing Canfield Premium Heavy Duty Motor Oil is 
hamton, N. Y., district. Joseph K. 
Baggott, former office manager at SOM sim ease melriiag 
Sun’s Oceanside, N. Y., district, suc- 
ceeds him at Binghamton It’s outstanding performance in every type of 

. 

Rexford S. Blazer, president of Ash- , 
land Oil & Refining Co., is new presi repeat sales and profits. 
dent of the Kentucky Chamber of 
Commerce. He had been first vice Available in tank cars, transports, drums 
president and a director of the 
Chamber. 


automotive service assures you of maximum 


refiner sealed cans under your brand o1 


* 

Preston E. Cox is New Castle Coun- 
ty (Del.) agent for Socony Mobil Oil 
Co. (formerly Socony-Vacuum). Cox ; 
has been in the oil business 25 years WRITE, WIRE OR PHONE FOR DETAILS TODAY '' 
and heads the Preston E. Cox Oil Co 
of Wilmington 


LP. Maier retired April 12 «| MOS EAE ZR oo} Tele) TaN, bg 


chairman of the board and director of ern ial feliiia Tt Cleveland 27 Ohio 
° ‘ 


International Petroleum Co., affiliate 
of Standard Oil Co. (New Jersey) PLANTS: Coraopolis, Pa., Cleveland, Ohio, Jersey City, N. J, Memphis, Tens 
Maier started his career as an engi- 


Base stocks also available for blending. 
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lpyible | —f\ about oil people 


of all li Atin fems neer, became president of Interna- 
1945, chairman of the 


tional in and 
board in 1954. 

John J. Waybright has been elected 
to International’s board. He has been 
special assistant to the president since 
1954. 

. 

Emile E. Sou- 
bry, vice presi- 
dent and director 

PT he ———— —— of Standard Oil 
: . Co. (New Jersey), 
is elected to the 
company’s execu- 
tive committee 
Soubry has spent 
all his 43 years in 
the oil business 
E. EB. Soubry with Jersey Stand- 
ard, in the U. S 
and abroad. He became a director in 
1949 and a vice president in 1951], 


Service Station Floodlights | ; 


Richard L. Hoover is elected vice 
president and a director of Bodie- 
Hoover Petroleum Corp., Chicago. He 


in 


You get more light—exactly wher@é you want 
it—when you install Crouse-Hinds Floodlights. Two types of 


succeeds his father, who died last De- 
lights and five lenses provide the following light distribution: 


cember. Hoover joined the company 
Beam Spread in 1947, but enlisted in the Navy 
Metron ° ana Seeigower shortly afterward, Since his discharge 
162,800 he has represented the company in 

Illinois and Wisconsin 


*14” floodlight with 500-wett, , G-40 bulb, floodlight service lamp I 
P \ 


-awrence 
; Wolff, executive 
In addition, the Crouse-Hinds pole mounting assistant to the 


**10” floedlight with 200-watt, ~3@ bulb, general service lamp. 


arm bracket mounts up to seven floodlights, thus F vice president of 
simplifying installation and minimizing the num- : Union Oil Co. o 
ber of poles needed, A terminal block on the ' ‘ y California, has 
arm makes wiring easier — merely set the com- >; retired as of June 
plete floodlight assembly on the pole and attach ‘ ‘ 1. He served the 
the incoming service leads to the block. ' company 43 
Crouse-Hinds Lighting Engineers will be glad years 

to prove with actual case histories how the Wolff joined 
Crouse-Hinds floodlighting system cuts power Lawrence Wolff Union in 1912 as 
consumption, reduces lamp costs and gives you maximum flexibility. Contact a clerk, worked 
the office or representative nearest you, Or write for free Bulletin No, 2677. his way up in the fuel oil and asphalt 

sales department, and became assistant 

sales manager of the company before 


CR 0 USE- HIND g C 0 MPA N Y World War II. After the war he be- 

‘ came manager of general sales. He 
ey sien, SYRACUSE 1, N. Y. assumed his last position in 1949 
cnstwolvsty throwgh / . > ' : » >€. 
gaseveceas CONDULETS © FLOODLIGHTS + TRAFFIC SIGNALS ¢ AIRPORT LIGHTING Wolff is a charter member of the 25 
orsTRievroRs year club of the petroleum industry 


eee ek ne oe se es oe se os ss es sh hd hd hd and a member of the American Petro- 


CROUSE-HINDS COMPANY leum Institute. 
Syracuse 1, N. Y. 


Please send free Bulletin No, 2677 on Floodlights for Service Stations. 
Name 


7 
i 
i 


Ernest L. Korb, sales manager of 
Pure Oil Co.’s wholesale marketing di- 
vision, has been assigned to special 
executive duties under Lisle W. Sweet, 
vice president for retail marketing. 
He will be succeeded by C. S. Hansen, 
manager of the national accounts de- 


Company 


Address 


City 


(Continued on p. 201) 
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With the OHI Convention in Chicago 





~~ 


Potts Hochstein 


THREE OF THE OFFICERS elected at the Chicago meeting of Oil Heat Institute of 
America last April are George E. Hochstein of the Heil Co., Milwaukee, president; 
Claude A. Potts, Stewart-Warner Corp., Lebanon, Ind., vice president; and Preston 


G. Crewe, Webster Electric Co., Racine, Wis., vice president 


Beckwith Wolf 


RECIPIENTS of this year’s Aladdin's Lamp awards are Fred N. 


Beckwith, Boston, and George H. Wolf, Jr., York, Pa. Awards 
are given for outstanding service to OH! and the oil heating 
industry in general 


Donahue Becker 


OH! SECRETARY Ralph H. L. Becker takes a break to talk 


things over with M. J. Donahue of Baltimore 
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Kurg Mehay 


ew 


OREGONIANS Cy T. Burg, OH! vice presi- 
dent, and Douglas McKay, Secretary of 
the Interior, confer at luncheon, where 
McKay was main speaker 


\liman Spade 


Hacker Holloway 


IGNITER’S AWARDS for outstanding service in OH''s distribu- 
tion division go to Ed Hacker, Portland, Me.; Charles &. 
Holloway, Jr., Portland, Ore.; William Allman, Gary, ind.; and 
Herbert Spade, Hartsdale, N.Y. 


Heane Watt 


VICE CHAIRMEN of OHI's distribution division are Fred W 
Heaney, New York, and Robert D. Watt, Seattle 














DISTRIBUTORS — HERE IS YOUR ANSWER s 


to the problem of accounts that just do not justify the high cost of 
expensive greaseracks. 


TODAY 
THE MARK IV WAY 


jew 


te Superior refrigeration 


SOLVE THIS PROBLEM by ordering our Model 100 Drive-on Greaserack, || ‘et simplified engineering 


24,000 Ib ity: 
staan 3 transferable car to car 
1. LOW COST 3. NO MAINTENANCE COST 


2. NO INSTALLATION COST . PORTABLE AW) 
5. MEAVY DUTY—WILL TAKE TRUCKS | MARK | | 

Onecorporated 

NEWBERRY EQUIPMENT COMPANY, Ine. 3110 N. WALKER 


P.O. Bex 293 Phone 5-1751 Memphis 1, Tenn. OKLAHOMA CITY 


JAckson 8-6355 
Will be glad to furnish prices and specifications on request \ / 
“Sees 





























Increase Warm Weather PROVEN HELP 


FOR YOUR 


TBA Sales with SALESMEN 


Sales executives agree that products 
information is of real help to salesmen, 
sepoceesy under competitive conditions. 
This training enables salesmen to re- 
duce their customer mortality rate and 


increases their prospect - to - customer 


ince 192 ratio 

s a 0 Hundreds of marketers use our sales 
training program in products informa- 
tion for their salesmen. 


3 sales j hen y stomers Check below and mail 
IBA sales jump when yous cust Check below ond moll 
SIT ON A BREEZE wane sTueY Covnse 


on KOOL KOOSHION .. . the best ven a aes training in Products Informa- 


8 ON A osat 


made and fastest selling auto cushion | PE! JOURNAL 


in the world! New and ¢ developments in 
d Products Rn Wy 


KOOL KOOSHION is cooler, cleaner, Mh REFERENCE LIBRARY 
tin Information in Products Information 

softer and more comfortable than or- HL salesmen need in a hurry. 

dinary auto cushions. Constructed | WHEN TO DRAIN 

with sturdy galvanized wire, strong ii Hi} Products Information for dealers 

Vinyl plastic covering makes it dur- Yi) PETROLEUM 

able—-will not lose shape. So perfectly WY ff EDUCATIONAL INSTITUTE 

ventilated you can see through it! bys /, O0R0 please Avenue 
KING SIZED CUSHION oe Sa Sy mee 


THe HHHH ' FREE PEI JOURNAL 


For information, and folders write KOOL KOOSHION 


direct or contact our representative MANUFACTURING COMPANY 
in your area. OKLAHOMA CITY; OKLAHOMA 























Our 35th Anniversary Special .. . 
big 221% inch seat! 


COMPANY 
STREET 








BE SURE YOU GET THE GENUINE KOOL KOOSHION 
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(Continued from p. 198) 
partment of the retail division. Korb 
joined Pure Oil in 1949. Hansen has 
been with the company since 1950 
Both are former managers of Pure’s 
technical service department. 
oe 
Earl M. Shel- 
ton is new man- 
ager of Shell Oil 
Co.’s Columbus 
district office, re- 
placing J. P. 
Hummel, who 
died _ recently. 


Shelton has been 

in the oil indus- 

A try 31 years. He 
Shell 


: a aa joined in 
7. M. Shelt . 
— 1929 as a clerk in 


St. Louis. Since then he has held vari- 
ous marketing positions in 14 states 
He was division retail manager before 
his new appointment. 


Jack R. Herman has been named 
wholesale sales representative for Can- 
field Oil Co. in western Pennsylvania 
and western Maryland and will work 
out of the refiner’s office in Coraopolis, 
Pa. Herman is a graduate of Bowling 
Green University. 

e 

Charles B. Tobin has been named 
marketer for Gulf Oil Corp.’s home 
heating and farm sales, with headquar- 
ters in New York. Tobin is a 20-year 
Gulf veteran. He has been manager of 
Gulf’s Bronx, N. Y., district since 
1946. 

* 

E. A. Bence, Victor Wiebe and R. 
T. Wilson, of Vancouver, are elected 
vice presidents of Standard Oil Co. of 
British Columbia. All are directors of 
the company. Bence is manager of 
marketing. 

* 

Carl E. Cole is retail sales manager 
of Union Oil Co.’s district from 
Eugene, Ore., to Longview, Wash. 
Cole has been with Union six years. 
He succeeds Ralph C. Glass, who goes 
to Oakland, Calif. 


Robert F. Duncan and Herbert E. 
Semerau have been named by Calumet 
Refining Co. as executive vice presi- 
dent and treasurer, and vice president 
in charge of sales, respectively. Both 
men have been directors of the com- 
pany since 1950. 

7 

Among 52 business executives who 
completed an eight-week course in 
management problems at the Univer- 


sity of Pittsburgh last month were 16 
oil industry men from the U. S. and 
several foreign countries. They in 
cluded John VY. F. Chard, marketing 
consultant to Vacuum Oil Co. Pty 
Ltd., Melbourne, Australia; Ira T. 
Fritz, assistant manager at Sinclair 
Refining Co.’s Marcus Hook, Pa., 
plant; Marcel Kraft, general 
manager and member of board of 
management of Esso Standard Algerie, 
Algiers, Algeria; Harold D. Palm, area 
consultant for South Africa at Stand- 
ard-Vacuum Oil Co., N. Y.; William 
C. Gower, assistant manager, bulk 
supply and distribution department, 
Standard-Vacuum, in New York; and 
John W. Tiedeberg, Jr., marketing co 
ordinator of Standard-Vacuum’s Japan 
division, Yokohama, Japan 
= 

William D. Kelleher has _ been 
named by Esso Standard Oil Co. to 
manager of bulk sales and wholesaie 
accounts for Delmarva Peninsula 
(Del.). He was formerly senior fuel oil 
and burner salesman for Esso. He 
resides in Wilmington and is chairman 
of the American Petroleum Institute 
for New Castle County 

* 

L. A. Snyder, director and vice pres 
ident of Saunders Petroleum Co., 
Kansas City, Mo., retired April 15. 
Snyder has been in the oil industry 37 
years. He spent 28 of them with 
Champlin Refining Co., resigning as 


sales 


about oil people —Jy 


vice president in charge of sales in 
1948. He consultant to 
W. H. Barber Co. and Commerce Pe 
troleum Co. betore 

in 1949. Snyder 
in Merriam, Kan 


served as a 


joining Saunders 
will continue to live 


* 

Robert J. Marron is clected a vice 
president of Coastal Oil Co., a Newark 
(N. J.) independent primary supplier 
of heating oils. Marron has been as 
sistant general manager of the com 
pany since 1951. He joined Coastal 
in 1946 


J. B. Turk EE. M 


Howard 


James B. 
recently 


Turk is manager of the 
expanded Philadelphia sales 
division of American Oil Co. He suc 
ceeds Emmett M. Howard, who re 
tired April 6 

lurk has spent 45 years in the 
Pennsylvania oi industry. He joined 
American Oil in 1933 and has been 





You are 
assured 
trouble-free 
service with 


EVER-TITE 


Quick Hose 
Couplings 
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Save time in 
deliveries—and save 
wear on equipment 
—by using Ever-Tite 
Couplings. 

Ever-Tite engineering 
assures performance 
you can count on— EVER-TITE 


and Ever-Tite Adapter and 


durability reduces Coupler 
maintenance toa 

minimum. There is an 
Ever-Tite for every 
need. Ask your 


distributor now. 
EVER-TITE COUPLING CO. INC. 


254 West 54th Street 
New York 19, N. ¥. 


a 


EVER-TITE 
Shank Hose 
Coupling 


~ 


Dust Plug 
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manager of the company’s Harrisburg 
division since 1936, 

Howard entered the company in 
1930. He was chairman of the six- 
state Middle Atlantic district of the 
Oil Industry Information Committee 
in 1952-53. 

. 

Robert L. Chadil is assistant sales 
manager for Southern California with 
Mohawk Petroleum Co., based in Los 
Angeles. He replaces David H. Fuller, 
who died last March. Before joining 
Mohawk, Chadil operated a chain of 
Southern California multipump  sta- 
tions 


Gilbarco Roto-Primes in a large East Coast marine terminal 


PUMPS THAT DO MORE! | 


GILBARCO ROTO-PRIMES 
are positive self-priming centri- 
fugals built for multiple-service. 
With them you can strip, transfer 
and load — and save up to 50% on 
equipment costs! No venting. No 
priming. And built first to last. 


J. E. Roth has been elected a direc- 
tor of the American Petroleum Insti- 
tute. He replaces E. H. Salrin, retired 
vice president of Tide Water Associ- 
ated Oil Co. Roth is vice president 
and general manager of Tide Water’s 
central division at Tulsa, Okla. 

Lester J. Straits has been named 
sales publication manager for The 
Standard Oil Company (Ohio) in 
Cleveland. William C. Farley becomes 
sales training manager. 

Straits has been in oil marketing 
for Sohio for 26 years. His new as- 
signment gives him responsibility for 


¢ 


Capacities from 50 to 1500 GPM 
in both self-priming and straight 
centrifugal models. For all types 
of drives. Write for catalog and 
full information. 


APPLICATIONS: Bulk plants + Terminals 
Multi-isiand service stations « Airports 
Solvent plants « Drum filling plants « 


Semi-trailers « Lubricating oil trucks 


Oll refineries « Petro chemical plants « industry 
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Tank trucks 


Gilbert & Barker Mfg. Co., 
West Springfieid, 
Mass. 


NATIONAL 


the company’s three sales depart- 
ment publications and the Sohio Lu- 
bri-Charts. Farley joined the com- 
pany as a service station salesman 
in 1940. He has been assistant train- 
ing manager since 1940. 
* 
J. Frank Drake 
retired April 27 
as chairman of 
the executive 
committee of 
Gulf Oil Corp. 
He will continue 
as a member of 
the board of di- 
rectors and of the 
board’s finance 
committee. 
Drake joined 
Gulf in 1919 as assistant to the presi- 
dent. He left the company in 1923 to 
become president of the Standard 
Steel Car Co. When Standard Steel 
Car merged with Pullman Companies 
in 1930, Drake was elected chairman 
of the board of Pullman, Inc. 

In 1931 Drake resigned from Pull- 
man and returned to Gulf as president, 
succeeding W. L. Mellon, who became 
chairman of the board. When Mellon 
resigned from that position in 1948, 
Drake again succeeded him. In 1953 
he was named chairman of the execu- 
tive committee. 

Drake is a director of Pullman, Inc.; 
Pullman Standard Car Manufacturing 
Co.; Armee Steel Corp.; Mellon Na- 
tional Bank and Trust Co.; Chase 
Manhattan Bank; Rockwell Manufac- 
turing Co.; Trailmobile Co.; M. W. 
Kellog Co. He has been active as a di- 
rector of American Petroleum Insti- 
tute and a member of the National 
Petroleum Council. 

o 


DEATHS 


J. Frank Drake 





Milton B. Whit- 
ing, 64, founder 
and president of 
Whiting Oil Co. 
and a former 
mayor of Clifton 
Forge, Va., died 
April 16 in Char- 
lottesville, Va. 

A civic and 
church leader 
Whiting served 
three terms as a 
council member and one as mayor. 
He started his career in 1912 as an oil 
company auditor. Shortly after his 
return from military service in World 
War I he founded Standard Gas and 
Oil Supply Co. at Clifton Forge, and 
by 1922 the firm had seven service 
stations. In 1926 he organized Whiting 


M. B. Whiting 


| Oil Co., which distributed Continental 
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Oil Co. products. The firm grew into 
one of the largest jobberships in the 
East. For the past several years Whit- 
ing has marketed Cities Service prod 
ucts over half of Virginia 

Whiting was treasurer of the Na- 
tional Oil Marketers’ Assn., and a 
member of the Virginia Oilmen’s Assn 
and Virginia Petroleum Jobbers’ Assn 
He was president of the National Oil 
Men’s Assn. in 1935 


Dr. Gustav Eg 
loff, 69, director 
of research for 
Universal Oil 
Products Co., 
died April 29 in 
Chicago 

Dr. Egloff was 
a world-famous 
petroleum — scien 
tist. He was the 

Dr. Gustav Egloff author of 650 ar- 
ticles concerning 
the petroleum industry and the chem 
istry of hydrocarbons. He held some 
300 patents in the U.S. and foreign 
countries. 

Despite his technical background, 
Dr. Egloff was well known to oil mar 
keters. He frequently spoke at mar 
keters’ meetings, interpreting the pro 
cessing side of the industry as it con 
cerned other segments of the oil world 


BOWERS 


BATTERIES 


ways 


BOWERS BATTERY & SPARK PLUG CO., READING, PA 
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GOING PLACES 


Jump Ahead 


‘GOING PLACES | 


‘ , 
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werP! RICHFIELD | 


Gf) 
=~ 








GIVES YOUR CAR THE 


ER BOOST (aes 


POW 
Bi EST ome HISTORY 


High-readership ads — by the dozens — sell New Richfield Ethyl 


Independent Richfield Distributors are always a jump ahead of 
competition—because Richfield’s 
way ahead at the start! Richfield Distributors are independent 


unique advantages put them 


business men; they are bound by no corporate strait-jackets. They 
have territory franchises and Richfield does not compete with its 
They know that all Richfield 
command, and they feel free to call upon Richfield for merchan 


Distributors experience is at their 


dising advice and help. They get powerful advertising and sales 


promotion support. They're going places—a jump ahead! 


With two great new Richfield product New Richfield Ethyl 
gasoline and new Richlube 10-30 Motor Oil—this is the yeas 
to go Richfield. Write direct! 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, WN. Y. 
Serving the Eastern Seaboard from Maine through Florida 
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Let's face it...we're all targets! 


If your plant is not ready with a disaster plan, 
better act now. There’s not a single American 
plant that’s out of range of an intercontinental 
bomber—and fires, floods, tornadoes or explo- 
sions can kill you just as dead as an atom bomb. 
It costs next to nothing to take a few simple 
steps which may save hundreds of lives. Here 
they are. Check them off today. 
[") Call your local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 


that’s safer, because it’s integrated with commu 
nity Civil Defense action. 


["] Check contents and locations of first-aid kits. 
Be sure they’re adequate and up to date. Here, 


again, your CD Director can help. He’ll advise you 
on supplies needed for injuries due to blast, radi- 
ation, etc. 


| Encourage personnel to attend Red Cross First- 
Aid Training Courses. They may save your life. 
{| Encourage your staff and your community to 
have their homes prepared, Run ads in your plant 
paper, in local newspapers, over T'V and radio, on 
bulletin boards. Your CD Director can show you 
ads that you can sponsor locally. Set the standard 
of preparedness in your plant city. There’s no 
better way of building prestige and good com- 
munity relations—and no greater way of helping 
America. 

Act now... check off these four simple points... 
lives are at stake... have you a right to delay? 
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fight cancer 
with 4 CHECK 


and a 
CHECKUP 





a check 
to help others... 
a checkup 


to help yourself. 


AMERICAN 
CANCER SOCIETY 
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EMPLOYMENT 


Positions Wanted 


mind 
proven 


Young (38) Comptroller with creative 
seeking new connection. He has been 
a valuable member of management 
and profit minded, and is 

of accounting and 

be 

14, National Petroleum News 


team ; i 
experienced 
related mat 
of service to progressive com 


Salesman, college grad, experienced in all phases 
of oil marketing desires connection with concern 
offering opportunity Write PW 


65¢ National Petroleum 4 


“ EQUIPMENT--use 


For Sale 


advancement 
News 


1951 Ford Fi, new motor, 1951 Frazier tank 
Capacity 4991 gals. Comp. 1292-542-676-1295-1186 
Air brakes, like new 100x20 tires $5500.00 

roll. Write Box 632 Okla, City 11, 


Sale: 3660 gallon Columbia Tank Trailer 
compartment air rakes 1000-20 tires 
smithway meter in daily use $750.00. Ross In 


dependent Oil Co Canton, Ohio 


For Sale: 1250 gallon tank truck—5 compart 
ments 1947 International K-7 

complet with pump, Granco meter, hose and 
reel in daily use complete unit only $1,200.00 
Ross Independent Oil Co 1350 Cleveland Ave 
nue S.W., Canton, Ohio 


900-20 tires 


MC 310 acid and chemical 2900 gal. tankers 
MC 303 Petro 6700 and 7400 gal. tank B 
ton Lo-Boys and a bargain on exe 4 
Eldon Miller, Ine 
Stephens, or Hall 


ers , 
tock of 
-20 used rime lowa City 


lowa. See Rebo 


A-38 National Gasoline Pumps — reasonable 
The Pure Oil Company 1450 Coltman Road 
Cleveland 6, Ohio—Tele: GArfield 1-1830 


1941 Autocar Cab over engine — 3,000 gallon 
tank 23,000 miles 3” Pump for #4 and 26 Oil 

Air Reel 114” Hose for #2 Oil with Auto 
matic Ticket Printer—10 wheelsa—10x24 tires 
price $3,250.00 phone Bklyn., N.Y. MAin 4-8556 


Will have available for sale by May 15th, one 
2000 gallon, two compartment trailer with 614 
Diamond T Tractor Good condition Price 
$2250.00. C. H. Miller, 325 N. Fourth Street 
Zane Ile 0) 


Wanted 


2—25 or 30 feet long by 6” or 8” dia. smooth 
bore oil iction and discharge hose with built-in 
nipples and 6” flanges. Must be in good eondi 
tion with a minimum working pressure of 200 
PSI W rite Colonial Oil Co., P.O tox 412 
Jacksonville 1, Fla 


"BUSINESS OPPORTUNITIES| 


Bulk Oil Plants—-Propane Gas plants selected 
properties throughout the midwest. We specialize 
in petroleum properties. Petroleum Marketers 
605 Produce Bank Bldg., Minneapolis Minne 


sola 


Major oil company distributorship —- North Cen- 
tral Ohi For sale by owner-distributor 
$41 00K Ideal father-son ) 


BO-« 2, National Petroleum New 


or partners 


Wanted—Individual now associated with an in- 
dependent jobber, wishes to purchase a going 
distributorship. Prefer Eastern section of Penn 
sylvania. Please write in all confidence. BO-6094 
National Petroleum News 





ESSO SERVICE CENTER 
Garage, Grocery, Toy Dept., living quarters 
U.S. HIGHWAY 20, in North East Boro 

EXCELLENT INCOME 
WATT AGENCY REALTORS 
6 E. Main St 
North East, Pa. ph 139-R 








| 


CLASSIFIED | 





PROCESS ENGINEER 


Experienced in design, engineering and 
supervising operations of carbon black plant 
employing oil black process. 

Interviews arranged on basis of complete 
chronological resume, including education G 
employment (names G addresses of em 
ployers, dates employed, salaries received, 
positions held, including your specific du 
ties G scope of responsibility). 

All replies are confidential. 


P6552 National Petroleum News 
330 W. 42 St., N. Y. 36, N. Y. 








{ SELLING YOUR BUSINESS? ‘* 


@ Our confidential methods protect your goed will 
@ Our experience gets you top price 
@ Costs you nothing—Commission goes on top of 
price you want 
Without obligation 
Oil Business Exchange, Inc 


= Wall St., New York 5,N. Y. WH peter 








FOR SALE 
BULK PLANT 


LOCATED AT ROCHELLE, ILL. 
EXCELLENT POSSIBILITIES. 


NORTHRUP OIL CO. 
501 N. 4TH ST CHILLICOTHE, ILL 








STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap. 
Colled and Non-Colied 
Cleaned —— Painted — Tested 
Heavier — Safer — Cheaper 
Other Tanks Too 
Also — Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
Phone: COrtiandt 7-8090 
New York 7, N. Y 








Tank Trailers For Sale 


Single and Tandem, | to 6 compartments. Some 
with Meters, every unit clean and guaranteed 
For Gasoline, Woter, Asphalt, Fuel Oi! 


Call Hiland 1385 


Bruce E. Hackett Co. 
621 West 58 St., Kansas City, Missouri 








FOR SALE 
(7) PORTCO DRUM CLEANING UNITS 
FULLY EQUIPPED 
EXCELLENT OPERATIVE CONDITION— 
WILL SACRIFICE FOR QUICK SALE 
BINDER COOPERAGE CO. 


Water & Dickinson Streets, Phila. 47, Penna 








NEW EQUIPMENT 


G & B Drum Rinser No. 10RB-2. This unit 
still in factory crate. Will swap for new 
pumps or sell at large discount. 


FS 6580 National Petroleum News 
520 N. Michigan Ave., Chicago 11, III. 
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ase gee oe mmaeeaaaitaNam 


Coming Meetings ! a 


i AAmerican Society for Testing Materials, 
Committees D-2 etroleum Products and 
into aes ant anmananaanseaaennananaoannaaa dé Lubricant Statier Hotel, Wa hington, D Fp: 
Oct 2~f 
ATexas Mid Continent Oil & Gas Assn., annua 
meeting, Hotel Baker, Dallas, Oct. 3-4 
Alndiana Independent Petroleum Assn., Hotel 
Alirst listing JULY everin, Indianapoli Oct. 12-13 
ASouth Dakota Independent Oil Men’s Assn., 
Merchants Hotel, Mitchell 


Truck Trailer Manufacturers Assn., , 
' te heraton-Cadillac. Detroit, July 9 annual meeting 
JUNE ee Oct, 12-14 
AUGUST ANebraska Petroleum Marketing, Inc., annual 
‘ , > meeting, Paxton Hotel, Omaha, Oct. 1-19 
Fourth World Petroleum Congress om ASouth Carolina Oil Jobbers Assn., Hote! Fort ‘ ee 
Italy, June 6-16 mt Charleston, Aug. %-f APetroleum Marketers Assn. of Texas, annual 
i ite arte on ib ’ 
APackagi Institut Petrol Pack meeting, Adolphus Hotel, Dalla 19-21 
ackagin natitute, etr P 
r peso re £ . * ; € oleum ackaging Society of Automotive Engineers, goiden anni- APernsylvania Petroleum Assn., annual meet 
ee, Kroadview Hotel, Wichita, June West ¢ t ting, Hot Mult 
. 08 meeting ovel stnO ing, Poeono Manor Inn, Pocono Manor, Oct 
| . 


* ary 
’ mah, Portland, Ore., Aug. 15-2 ) 


oe we Institute of New England, Hote! National Congress of Petroleum Retailers, Ine., ANational Assn. of Oil Equipment Jobbers, 5th 
Statler, Koston, June 7-10 nnual meeting heraton-Cadillac Hotel, De annual meeting Hotel President, Kansa 
OU Industry Information Committee, Wm it, Aug 1-26 City, Oct. 23-25 
Penn Hotel, Pitteburual ' ’ APackaging Institute, Petroleum Packaging ar weap “. : To. ae + “M ont ac 
> ‘ oncore ‘ . amesha make Monticello 

Pennsylvania Grade Crude Oil Assn., 32nd Committee, Koyal York and King Falward Oct. 30-21. } 1-2 
annual meeting, Hotel William Penr Pitt Hotel Toront Canad Aug. 30- 


burgh, June 9-10 


Alndependent Petroleum Assn. of America, 
annual meeting, Jefferson Hotel, St. Louis 
' SEPTEMBER ; : . , 
Society of Automotive Engineers, wolden anni Oct, 30-Nov. 1 
ersary summer meeting, Chalfonte-Haddor AAsen. of Desk and Derrick Clubs of North ANational Lubricating Grease Institute, an 
Hall, Atlantic City, June 12-17 America fourth annua conventior New nual meeting, Edgewater Beach Hotel, Chi 
: York City, f it ; ago tl-Nov }-2 
Interstate Oil Compact Commission, Hotel Cx oi re — ver ants 
Oil Industry Information Committee, Conrad 
mopolitan, Denver, June 16-14% , : 
, Hilton Hotel, Chicage ept. 8-9 NOVEMBER 
Northwest Petroleum Asen., annual meeting Net . Setnile A ' AAmerican Petroleum Institute, S5th annual 
Hreezy Point Lode Pequot Lake Minn ST0Re tale ehonba So», SOFG SRnUaS meet meeting, San Francisco, Calif., Nov. 14-17 
June 19-21 it Hote Traymore Atlantic Cit ept 
14-16 ATransportation Group of the Petroleum In- 
Louisiana Oil Marketers Asen., annual conven dustry, annual meeting San Francisco 
tion, Jung Hots | Ow Oy le an June 1 Florida Petroleum Marketers Assn , Da yilona ( alif Nov l 4-] ‘ 
y au Hotel, Daytona Beach ept. 1h-1¢ 


Wisconsin Petroleum Axssn., annual golf tour 
ney and stag party, Dell View Hotel, Lake 
Delton, June 2! 


Independent Oil Compounders Assn., annual DECEMBER 


eting otel Hi ri Chicago, Sept 6 . 
— H Bismarel hi j Alnterstate Oil Compact Commission, Hotel 


LakFonda, Santa Fe, De« l 
American Society for Testing Materials, annun AOhio Petroleum Marketers Assn., Inc., fall APackaging Institute, Petroleum Packaging 
meeting Chalfonte-Haddon Hall Atlantic conference ind golf tourney Netherland Committee Benjamin Franklin Hotel, Phila 
City, June 26-July 1 Plaza Hote Cincinnati ept 7-2 delphia, Dec 6 


with EXCEL-GO meter 


CALIBRATING TANKS 


A calibrating tank, or meter prover, is essential in 





keeping your meters accurate. Small meter errors 
can be very costly. Here is a precision instrument 
which will quickly pay for itself. Designed to 
conform with the A. P. 1. Code #1101 Excel-So 
Calibrating Tanks come in both stationary and 
portable styles. 
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SALES cet ofF 10 A 
FLYINGA START! 


... with the Motor Oil 


that gives your Customers 


HIGHEST OCTANE 
PERFORMANCE 


...Greater Gasoline Mi leage 


From its first appearance, VEEDOL 
10-30 has been a nationwide sales 
leader. Motorists know this motor 
oil gives them highest octane per- 
formance and greater gasoline mile- 
age... up to 40 miles more per tank- 
ful. And those are just the first of 
many important advantages. New 
Veedol 10-30 Motor Oil means easier 
starting, longer battery life and 
quieter hydraulic valve action. It’s 
an all-weather multi-grade oil of 
extra high detergency that will give 
engines longer new-car life. Stock, 
display and push VEEDOL 10-30... 
it will build business for you. 


TIDE WATER 
“wey ASSOCIATED 
OlL COMPANY 
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Quiet as a cat on cotton... and cat-quick 

to respond when you lift the nozzle... the 
new Tokheim “300” pumps, from dome to base, are the 
quietest pumps ever. All functional units of the Series 300 
are cushioned on rubber to give you the smooth, quiet 
operation you would expect from a fine quality Tokheim. 
Engineered for silence. All pumps have complete rubber 
insulation around dial and housing connections; a life- 
time seal against noise and weather. Look at a Tokheim. 
Listen to it operate, and you'll agree, it’s the most attrac- 
tive, smoothest running quality pump ever developed for 


service station use. Call your Tokheim representative. 


WRITE FOR BULLETIN TODAY! 


Resilient rubber discs cust New fitting solates vibra New rubber in_ulation be 
ion structural members and tion from underground tween mating parts of 


functiona nits against suction system, elimmoates hoveing and chasis. A bet 
MODEL 305 ’ gba . ‘ 


operating shock and nowe nowe rebound te sea Quiet operator 


There is no substitute for TOKHEIM QUALITY / 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT (o) 4 EIM 
FORT WAYNE SINCE 190) INDIANA 

America's Foremost Builder of 





Subsidiaries: Tokheim N. V., Leiden, Holland—GenPro, Inc., Shelbyville, Indiana GASOLINE PUMPS 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ontario 





You get all these advantages when you 


Buy lubricants from Sun for 
resale under your own brand name 


One reliable source of supply for your convenience. Blending stocks and 
finished oils and greases are available to meet all API Service Classifications 


as well as most military and equipment manufacturers’ specifications. 


Strategically located marine terminals and warehouses provide the 
advantage of volume pick-ups and of flexibility in operations and inventory. 
Each terminal and warehouse has blending facilities to provide finished lubri- 


cants for marketers who lack blending equipment. 


Uniform quality is assured because Sun controls every step in processing—as 


a producer, transporter and refiner. 


Sun’s sales help and product information is available to assist in solving 
specific problems. Any Sun representative or the Wholesale Manager at the 
offices listed below can supply the latest product data, prices and delivery 


information. 





BOSTON .. . HUbbard 2-7765 DALLAS .. . PRospect 1611 NEW YORK CITY... LExington 2-9200 
CHICAGO . . . HArrison 7-2562 DETROIT . .. WOodward 1-7240 PHILADELPHIA . . . Kingsley 6-1600 
CINCINNATI .. . GArfield 3930 JACKSONVILLE . .. EXbrook 8-5715 PITTSBURGH .. . GRant 1-1645 
CLEVELAND ...VUlcan 3-6100 | MONTREAL... Willbank 2131 TORONTO . . . GLadstone 3581 

















GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, ernroerens s, va 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 





